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MARCH 15TH, 1917 
VOLUME 99: NUMBER 11 


Se tes ee 


Clean Your Plugs 
In A Jiffy 


It’s no trick at all now to clean and renovate 
your spark plugs. 

The operation is so simple a child can-do it. 

The plug itself does not even have to be taken 
apart. 

No dirt—no grease—no fussing and mussing 
with emery paper if you use the 


\ whole set of plugs can be cleaned with a Champion 
“Minute” Cleaner in less time than it formerly took 
to get ready to do the task. ) 

\ll you have to do is fill the tube half full of gasoline 
screw the plug into the bushing at the end—and 
shake. 

The gasoline dissolves the oil, and the needles in the 
tube pick the carbon clean from the porcelain. That's 
all there is to it. 

Dealers are finding the Champion “Minute” Spark Plug 
Cleaner a real money maker. It’s brand new and every 
motorist wants one. Better order your stock today. 


Champion Spark Plug Company 
1101 Upton Avenue Toledo, Ohio 


Manufacturers of Champion Toledo Spark Plugs 
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work. 


Brakes did not 
1 killed, 3 injured. 














Don’t risk your life with defective brakes. 


In these two accidents, men paid for de- 
fective brakes with their lives. 

Are you running the risk of sharing their 
fate? Are you sure of your brakes? Will 
they work quickly, surely in a pinch? Find 
out right now. 

Before you go out, be sure your brakes 
are O. K. It is probable that you need new 
brake lining. See to it at once. 

Remember, the efficiency of your brakes 
depends entirely on the efficiency of your 
brake lining. 

For your own sake—and the sake of those 
who ride with you—reline your brakes with 
the best brake lining money can buy. Fortu- 
nately this lining costs only a little more than 
inefficient brake linings. 

The one brake lining you can be sure of 
always is Thermoid. 

Three reasons why Thermoid is 
the best brake lining 

There are three big reasons why Thermoid is 
superior to all other brake linings. 

1. It has 50% more material than any woven 
brake lining. 














@ Underwood 4 Underwood 


5 killed, 1 injured. 
Cause of accident, 
defective brakes. 
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Reline them now. 


This means longer service—better service. Ther- 
moid is 50% heavier than any other brake lining 
on the market. That is why it is better fitted to 
stand the responsibilities placed on it 


2. It is Grapnalized. 


Grapnalizing is an exclusive process that makes 
Thermoid impervious to all moisture and foreign 
matter such as gasoline, oil, water, dust, etc. No 
other brake lining is Grapnalized, or can be. That 
is why ordinary brake lining goes to pieces rapidly. 


3. It is hydraulic compressed. 


Powerful hydraulic presses compress Thermoid 
into a solid mass. This makes it far tougher and 
stronger than woven lining. It makes the surface 
ideal for brake lining; it can’t grab and it can't 
slip. The “coefficient of friction” is just right. 


Have your brakes relined now. And be sure to 
specify Thermoid. Your dealer will be glad to 
supply you with Thermoid Brake Lining because 
he knows Thermoid will give you absolute satis- 
faction He knows that the manufacturers of 
Thermoid Brake Lining stand behind every inch 
of it with this guarantee— 


‘*Thermoid will make good 
or WE WILL” 


ee LINING. 
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Satisfaction 


Blunders shorten life; efficiency lengthens it. 


An efficient retailer prefers quality products. They sell 
more readily and give longer satisfaction. 


When Mr. Simmons originated his famous slogan, «the 
recollection of quality remains long after the price is 
forgotten,” he tersely stated a fact that immediately won 
national approval. 


Commodities that cost enough to be well made, from good 
material, by an honest manufacturer, always give the best 
satisfaction to dealer and consumer. They cost more, 
because they are worth more and last longer. 


Cheap automobiles are always resold at a loss. The 
used cars of high grade makes are in constant demand 
and have a much better resale value than the cheap affairs. 
They gave satisfaction to the original owner and the second 
and third owners will also get their money’s worth, because 
they invested in a reliable article of real value. 


Winchester guns are used all over the civilized world, be- 
cause they give continuous satisfaction, which of course, in- 


cludes reliability of the highest type—the life-saving kind. 


Winchester satisfaction has been a household word ever 
since Winchesters helped to civilize the West, half a century 
ago. They protected the workmen while the railroads 
were being built. Winchesters provided food and guarded 
the lives of the sturdy pioneers, during those strenuous 
times when the early settlers daily flirted with death. 


So it naturally follows that when one thinks of complete 
satisfaction in repeating rifles, shotguns or ammunition, the 
average mind, whether retailer or consumer, at once thinks 


WINCHESTER 
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: The Genuine Walworth Stillson Wrench | 


The Walworth Parmelee Wrench 
The Walco Adjustable Hex Wrench 


HAVE MADE AND ARE MAKING HISTORY 


NEW YORK BOSTON CHICAGO 


1842 1917 


Uopyright, 
Walworth Mfg. Os. 


Greeting 


O Those customers who have given us their loyal 
support through these seventy-five years of service, 
we express our deep appreciation. To those who 
-have joined the ranks from year to year and have 
stood stanchly by us, we extend our grateful thanks. 


To them all we make our pledge of continued 
effort to give fair play and sound product. We 
assure them of our sincere desire to stand for all 
that is best in industrial life. 


As an evidence of our purpose we are dedicating 
to them in this our seventy-fifth year The Wal- 
worth Craftsman. His cleanness, strength and 
earnestness embody the ideals for which we are 
striving. 


WALWORTH MFG. CO. 
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We Don’t Ask You To Buy 
COES 
On Faith 


When you stock Coes wrenches we want you to appreciate 
the goods you will handle. 

We want you to take a Coes apart. Not only to separate it 
piece by piece, but to take each part apart. 

Subject the parts to whatever tests you desire. Look at 
the etched head below, for instance. We know what you will 
inevitably discover:— , 

A wrench 30% stronger than any other on the market, made 
by a simple arrangement of the fewest parts possible—and these 
parts of absolutely the highest grade materials. 

Coes Wrenches win, do they not? 


Coes Wrench Co. : : Worcester, Mass. 


AGENTS 


J. C. McCarty & Co., 29 Murray Street, New York 
John H. Graham, 113 Chambers Street, New York 
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The Predominant Reason 
Why You Should Carry 
Brown & Sharpe Tools 


Is the same reason that they are in such demand— 


QUALITY 


The most powerful lever you can use in gaining and 
holding the patronage of the buying public is Quality. 
Quality in machinists’ tools is ever present in each of 
the thousand different 


BROWN & SHARPE TOOLS 


A stock of our tools is carried at our Chicago Office and Store, 
626-630 Washington Blvd., Chicago, Ill. 























BROWN & SHARPE MFG. CO. 


PROVIDENCE, R. L, U. S. A. 
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The Handiest and 
Most Practical Outfit 
Ever Sold 


There are lots of odd jobs about the 
home, farm or shop that can be done on 
the STEWART HANDY WORKER. No 
other tool on the market has so many 
practical uses. Can be used as a grinding 




















machine, pipe vise, regular vise, as a drill, 
anvil, as a hardie, in fact, there are a hun- 
dred and one useful things that can be 
done with this wonderfully convenient 
necessity. 








This STEWART HANDY WORKER 
is made in the big factory where world- 
famous Stewart Sheep Shearing machin- 
ery, Horse-Clipping machinery, Gasoline 
Engines and Flexible Shafting are made. 


The same care marks its manufacture 
and it will give the same splendid service 
that all the products of this factory are 
guaranteed to give. 


You can push the STEWART HANDY 
WORKER with the assurance of it giving 
absolute satisfaction. Boxed, 90 pounds; 
list, $12.50. From your jobber or direct 


—a good profit to you in every sale. 


Chicago Flexible Shaft Co. 
606 N. La Salle St., Chicago 
New York Branch - 16 and 18 Reade St. 




















HARDWARE AGE 


BEST SERVICE 
AN be secured only by the 
C use of tools of proven quality. 
The superior quality of NICHOL- 
SON FILES has been known to 


file users for more than half a 
century. 


This superiority has been brought 


about by the use of highest grade 
materials, exclusive methods and 
an intimate knowledge of the re- 
quirements of file users. 


Send for our catalog and booklet 
“File Filosophy.”” They will in- 
terest you. 


NICHOLSON FILE Co. 


PROVIDENCE, R.L, U.S. A. 
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Extensive National 
Advertising 


for 


Disston Saws and Tools 
to begin March 17th 


In addition to the work we have done for years in sup- 
porting the trade by advertising of various kinds, we take 
pleasure in announcing that beginning with a 












Full Page in the 


Saturday Evening Post 
March 17th 


large space will be persistently used in the leading publications of 
national circulation, and also the most important national agricultural 
papers. Millions will see Disston advertising regularly. 






This Disston advertising is going to make new customers for 
Disston products because it is going to increase vastly the number 
of buyers who know the name of Disston and what it stands for. 


Henry Disston & Sons, Inc. 
Philadelphia, U. S. A. 
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WELLS walhdues 


» The Wrench With the Jaws 
That “Don't Break” 


The new style steel handles on 
Wells Pipe Wrenches fit the hand 
and are easier to grip. 


Wells Pipe Wrenches have 
maintained their standing 
among the large dealers, 

proving that the quality of 
our product remains 
equal when it is impos- 

sible to better it. 
The finish on Wells 
Wrenches is of the 
best. They are 
all individually 
packed in oil 
paper to main- 
tain the ex- 
cellent finish 


























Mr. Dealer, 
we cannot 
impress upon 
you toostrongly 
the fact that we 
have to offer the 
very wrench you 


are in search of to we give 
build up a good, sub- them be- 
stantial business with a fore leav- 
minimum of replace- ing the 
ments. fac- 

tory. 


Our guarantee protects you 
absolutely, as we want satis- 
fied customers only. 


Send for new list prices in Mor- 
don price book form and 


Catalog H. A. No. 8 


F. E. WELLS 
& SON CO. 


Greenfield, Massachusetts 


U.S. A. 
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FOR YOUR SALESMEN 


The Atkins line contains Perfect Saws for Every Purpose. [ach 
one of them is backed by the Guarantee of Satisfaction—to run 
easier, cut faster and hold its edge longer than any other Saw in 
the world, or your Money Back. 

“POINTERS?” is a little booklet that will fill every salesman with 
accurate information about these “better saws.” It will arouse 
the enthusiasm that is necessary for larger saw sales. You can’t 
afford to be without it. ‘ 

Start to-day by ordering one for each one of your sales force. 


SPECIFY THE NUMBER DESIRED 


They will be sent, free of charge, as an important part of the Atkins 
Service of Sales Assistance to the dealer. How many do you need? 


E. C. Atkins & Co., Inc. 


ESTABLISHED 1857 
The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
Branches carrying complete stocks in all large distributing centers as follows: 
Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chicago New Orleans, San Francisco Sydney, N. 8S. W. 

Memphis New York City Seattle Paris, France 
Messrs. John Shaw & Sons Wolverhampton, Ltd., Wolverhampton, England, Agents for 
Great Britain. 
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WHEN ORDERING 


STILLSON WRENCHES 


Demand | RIMO withthe 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO is 
the Best 


Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


55-71 Amory Street Roxbury (Boston), Mass. 
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Tools 
Attract 
Customers--- 





Tools attract carpenters, machin- 
ists, metal workers, garage men, 
contractors and other big hard- 
ware users. 





a ov/ a4 (A‘a’ Especially Millers Falls Tools 
1¢ dy pe A, with their fifty years of leader- 
a PM 64 ship and quality reputation. 


uf 
J pa\)b 
a €.4 ‘ 








Once in your store, these customers buy large quantities of builders’ hard- 
ware, general hardware and supplies of every kind. Make your tool depart- 


ment the best in your locality and your whole store will profit. 


Our book ‘‘How to Sell Tools,” our selling helps, and our monthly paper 
the ‘Star’ help you make your tool department a big factor in your busi- 
ness, help you turn your tool stock oftener and make tools an entering wedge 
_to other profitable trade. 


Here’s one tool among the hundreds that prove Millers Falls leadership— 


The “pistol grip” and the hang of the | 
saw give you the greatest power with | 
the least effort. Handle fits largest 
hand. Straining nut under the handle | 
allows maximum stroke. Extra strong 
and rigid for heavy work. 


Send for the Millers Falls Catalog and for our selling help proposition to all 
dealers. It will show you how to put a bigger profit in tools. 


MILLERS FALLS CO. 


‘*Toolmaker to the Master Mechanic’’ 


Millers Falls, Mass. 
New York Office: 28 Warren Street 





MILLERS FALLS 
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Keep Your Eye on 
This Trade Mark 


You know what the famous old 
A | marks—"“‘Little Giant,” “‘Lightning,” 


“Green River’ and ““Smart’’ mean to 


D aring users of screw cutting tools. 
The GTD mark means all of this 


P ublicity and more—it means that the organi- 


zation back of these trade names 


P rovram (Wells Brothers Company, Wiley & 
gr Russell Mfg. Co. and A. J. Smart 


Not only are we using increased adver- Mfg. Co.), now work as — ann to 
tising space in the important trade pub- perpetuate and if possible 


lications, but we are making a big, broad, to improve the high stand- 


general appeal in several national publi- : . 
cations, such as ard of quality of their 


Saturday Evening Post taps, dies, screw plates, 
Popular Mechanics reamers, gages and 


Scientific Ameri ; 
aie threading machines. 


What This Means to the Dealer 


This means a tremendous publicity for 
our GTD trademark and a prestige for 
our tools that must result in increased 
sales over the hardware counter. 


Watch for our page advertise- 


ment in Literary Digest 
March 17 


We still have a few copies of a pamphlet 
issued to our salesmen and representatives 
announcing our advertising and selling 
plans. They are not secret. If you would 
like a copy, say “Send me GTD Plans.” 


REG. U. S. PAT. OFF. 





No. 37 Catalog shows the complete G. T. D. line of Taps, Dies, Screw Plates, 
Reamers, Gauges, and Threading Machines. Send for your copy—now. 


New York, 


Greenfield VapsrDieGorporation 28 Warren Stret 


Chicago, 
13 So. Clinton St. 


Gages Taps Dies ro eecaictrieSt 


Wells Brothers Co., 


Greenfield,Massachusetts USA. “amu 
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ABSOLUTELY 


RELIABLE 


IN EVERY WAY 
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THE NAME ITSELF 
ASSURES THEIR 
A] te ee READY SALE 


A COMPLETE AND SUPERIOR LINE 


From the selection of the boxwood, through its seasoning, cutting, assembling 
and graduating, our first consideration is that the Finished Product be, in the 
broadest sense, a rule, a gage, an accurate standard. 


Guaranteeing its superior quality, we mean, first, its accuracy, also that it will 
remain accurate, that it is durable, will stand the slams and bangs of service. 
We mean also that it is properly designed, so that in size, shape, in the nicety 
of its graduation and the legibility of its numbers, and in its finish it will meet 
every requirement well. 


Most popular and commonly known of the improved new pattern rules 
brought out by.us is No. 651B. This is designed to take the place of the ordi- 
nary mechanics’ cheap rule, and sells at the same price, but has figures and 
lines appearing especially dark and plain, therefore easily read. 


SPECIFY [UFAIN AND GET THE BEST 


Measuring Tapes and Rules of Every Description. 
Send for Catalogue. 


THE JUFKIN Prue (0. 


Saginaw, Michigan 


NEW YORK BRANCH: 106-110 Lafayette St. Canadian Factory: WINDSOR, ONTARIO 































16 HARDWARE AGE March 16, 1917 


+ 
2 


helps you to sell Plymouth Rope— 





If you were to ask the average 
Plymouth dealer what factors were 
responsible for his substantial rope 
business, he would mention prominently 
the 


Plymouth Advertising Service 


In five years this service, comprising 
matter for display and for distribution, 
has been supplied to five thousand 
Plymouth dealers. 


The material offered this season is 
shown here. It will be furnished free of 
charge to any Plymouth Rope dealer 
who requests it. 


This service provides a most effective 
means for telling people why they 
should buy Plymouth Rope and for 
showing them that you sell it. 


If it happens that you don’t sell 
Plymouth, this advertising aid is one of 
the big’ reasons why it will pay you to 
do so. 


PLYMOUTH CORDAGE CO. 


NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 
Distributors in All Large Cities 
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OLUMBIAN 


Manila Rope 
















Columbian 


is not only a trade name but 





a mark signifying the utmost 





in rope quality. 









Columbian 


will satisfy your most exact- 





ing customer. 







END for our interesting catalog ‘How to Order Rope 
S and Twine.’ This is a worth-while book and should 
be in every store or manufacturing plant where rope 

and twine is bought. 






Our other booklet, ‘““The Story of Good Rope,” is a 
short story of how Manila Fibre is obtained and how it is 
made into Columbian Rope. It also tells how Uncle Sam 
put a Columbian Rope to severe tests and how Columbian 
made good. 







COLUMBIAN ROPE COMPANY 


1100-1130 Genesee Street 
AUBURN “ The Cordage City’? NEW YORK 


Branzhes NEW YORK CHICAGO BOSTON 
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Wickwire Cortland 
Brothers New York 


Inc. 





There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Jobbers and Dealers 


in Cordage 





E. confidently believe “Whitlock” 
products to be the most reliable, 


durable and honest goods that can 
be produced, and on this basis offer them 
to the wise and discriminating dealer and 
user of rope. 


Our “Whitlock” Manila (the guaranteed all Manila 
rope) and “‘Atlantic’’ Manila (equal to most so-called 
“pure Manila’’ rope) enable Whitlock distributors to 
meet the most difficult competition, whether based on 
quality or price. 





We make a complete line of Manila and Sisal Products, and 
invite correspondence regarding our proposition. 


Send for full information and samples. 


WHITLOCK CoRDAGE Co. 


Department C 


46 South Street, New York 
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Noiseless! 


“Silence is golden."" That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 








rivets used in other casters—built extra strong to 
stand a heavy strain. 


| They Sellas Easily 
as They Roll 


And that is saying a whole lot. 
Tell your customers how easy- 


; > 
one 1 
SO ese cone core er ew tis oT as eee re | 
| | 
j 


running and noiseless the Dia- 
mond Velvet Casters are, and 
they will be interested. Just 
examine a sample Diamond Vel- 





vet Caster. It will appeal to 
you. We will send that sample 
on request. 


M. B. Schenck 


Company A 


metal against metal. 
e % distributes friction. 
Meriden, Conn. ©. epoeeeeenmeneee 
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Excelsior is galvanized after weaving; every 
point and twist is soldered, giving the net- 
ting strength and rigidity, contributing to 


its durability. 


Western Brand Poultry Netting fills a demand 
for a popular priced netting that sells for 
less than our Excelsior. This brand is made 
with the same care as Excelsior with the 
exception that the fabric is galvanized 
before weaving. 


Indirectly but surely, your reputation is 
woven into the wire you sell, and we've 
woven into these two brands a mighty good 
name for you to sell by. 


Wright Wire Company 


Worcester, Massachusetts 


Bogton New York Philadelphia 
Galvanized After Weaving 
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Excelsior Poultry Netting’s endurance is a matter of evidence. 
hangs well and is easy to handle is proven 
by this evidence of past performance. 
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Chicago San Francisco 
Galvanized Before Weaving 





The best test of quality is in the enduring performance on the part of the goods 
and enduring satisfaction on the part of the user. 


That it wears, 
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EG. U. &. FAT. OFF: 


Make full preparation for summer 
business by stocking the Sargent 
Noiseless Screen Door Closer 





Here is an article—the Sargent Screen Door Closer No. 20—which meets 
a real want and can be sold to many of the people in your vicinity. This Screen 
Door Closer is made on the same principle as our Liquid Door Checks, which 
have been in successful use for many years, but it is smaller in size and made 
to suit the particular requirements of light screen doors. 


The possibilities for the sale of this Screen Door Closer are almost limitless, 
as every home has at least one screen door and some have two or more which 
heretofore have been an annoyance because they have either been left open 
or have closed with a bang. The No. 20 closes screen doors quickly and 
without any noise. 


As this Closer is a new article it is advisable for the dealer to display it 
and refer to it in his advertising. An effective method of selling it is to send 
out a canvasser who can demonstrate the advantages of the Closer and who 
can apply it after he has made the sale. The Closer will sell readily for $2.25, 
to which should be added the cost of applying if it is put up by the canvasser. 
At the price for which it can be purchased from the jobber this selling price 
will afford the dealer a good profit. 


Order a stock now so that you will have the goods ready for the opening 
of the screen season and can start the sale early. It is its own best advertise- 
ment and a few in use will sell others. 


Sargent & Company 


MANUFACTURERS 
















New Haven, Conn. New York’ Boston Chicago 
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WIRE SCREEN CLOTH 


Heavy Zinc Coated 
AFTER WEAVING 


12 Mesh—14 Mesh—16 Mesh—13 Mesh Extra Heavy 


There are much wider varia- 

tions of quality in the class of 

Galvanized - After - Weaving 

HOG wire screen cloth than in any 
on, WIRE other grade. 

4 , SCREEN 

x CLOTH 

mbar For many years OPAL has 

been the standard by which 


all others are judged. 





ORDER THROUGH YOUR JOBBER 


‘ 
y ee f 
1 ; yA 


WIRE 
a SCREEN 
en CLOTH | 


4 MESH 


New York Wire Cloth Co. 


233 BROADWAY, NEW YORK WORKS—YORK, PA. 
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There is Money in Cash Register Figures 


ie 3 seth There is no use trying to run a retail 
~065 - Sah business on a hit-and-miss basis—too 


-0183 
OH many merchants have found that out to 


~0166 heir sorrow. 
eee their sorrow 


-0187 
-0198) i ae 
“sige Retailing today isn’t easy. Keen com. 
~0194) petition, ever-narrowing margins of profit, 


-0192 , é 
gradual increase in the number of failures 


List of sales 
*% indicates a cash sale 
A, B, D, and E indicate 


clerks’ initials 


SS888 
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and near-failures prove it. 
Receipt with amount What’s the remedy? More information 
in gures print 

= ae s Ate -0.50 -0188 rep 14-17 —the accurate, classified kind—facts to 
stands for cas \ Trans. Amount Trans. Nc Date m ‘ 

run the business by. That’s what the 

Harley & McMahon , , 

cniisiet init aati retailer must have to get his share of 

| This be Rein for Vere Money | the business—his full profit on the busi- 

ness done. 


















a The up-to-date cash register furnishes 
D Ch =1.00 0194 reeves that sort of information. And it gives it 


7 


Sales-slip in dupli- 
cate 











Amount in figures 


printed on it 0-10. ear | to you in permanent form—on sales-slips, 


A charge sale Bale Nember 1 | 

















Harley & McMahon t sales-strips, receipts, on adding wheels 
Neel Merchandise 
ST ee under lock and key. 
» bal thymse 
ayy [Broad off- 
OY Tens of thousands of merchants are 
/ a » 4 
| seats f 40 successful because they handle every 
3| firsad Pata 6 Bt ME A 






BTS transaction between store and cus- 
tomers through the register—get 
cash register figures as a record of the 


business done. 














Armed with this information, these 
merchants know what’s going on. 
There’s money in cash register figures 
for them and they will tell you so— 
yes, prove it to you. 





Let us prove it to you. Write us 
today. Now. 


The National Cash Register Company 
Dayton, Ohio, U. S. A. 
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Dog Collars 


7 A line of unusual merit 





No. 2505 No. 6105 








No. 5658 


A long experience in the Dog Collar business has proved 
to us that a complete line of a few but popular styles will 
bring the most satisfactory results to both retailer and 
jobber. Our new line, illustrated in our 1917 catalogue, 
now ready for distribution, has been established with this 
in view. 

There has been an increasing demand for Dog Collars of 
the best grade. The Union Hardware Co. has always manu- 
factured Dog Collars of irreproachable quality. Write for 
catalogue at once. 


Manufactured by 


UNION HARDWARE CO. 


99 Chambers St. TORRINGTON, CONN. 
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CHATILLON’S 
Ice Scales 


Ice Tools 


Soon the ice-man on his daily 
rounds will be a familiar figure to 
you. Are you prepared to supply 
his necessities as to tools? 























Scales, particularly, that are de- 
pendable; that help sustain your 
reputation as a distributor of 


Quality Goods 
Practical Goods 


Scales not made for this season 
but many when properly handled. 













Write us for particulars of this 
line, also other ice tools for the man 
,you are going to equip. 











We make ice tools for family use 
also. 







JOHN CHATILLON & SONS 


(Scale Makers Since 1835) 


85-93 Cliff Street, New York City 


Sole Distributors of 
Foster Bros. & Chatillon Co., Products 
Knives, Cleavers, Steels, Etc. 
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Can Hardware Dealers 
Sell Water Systems? 


A Big Field is Opening Up for this Line. Summer 
Homes, Country Residences, Schools, Country Clubs, 


Factories, etc., offer a Promising Market. 















New 350- 
page Gen- 
eral Catalog 
No. 25. Con- 
tains details of 
more than athou- 
sand styles and 
sizes of pumps, cyl- 

inders and complete 
water systems. Illus- 
tration of mansion is 

taken from Catalogue 
No. 25, “Water Supply 

Section.” 














































A Deming Water System of large ity is installed in this beautiful Long Island Mansion. On Long Island, 
residences of this type are in the majority, and many of them are equipped with Deming Water Systems. 


Not long ago most of the hardware dealers said, "No, The Government after searching investigations, dis- 
we are not in shape to handle that business" But to- covered that the farmer's wife, without a kitchen sink 
day many dealers in hardware are making a splendid and with a pump out in the yard, lifts about a TON 


yearly profit on Deming Water Systems, through a OF WATER PER DAY! 


a simple little plan which we have worked out espe- 
cially for the hardwaremen. You ask "Why is there 
a larger market now and how do hardware dealers get 
the profit without investing too heavily?" Simply this: 


The great American farmer has recently awakened to 
the fact that it is cheaper to buy water systems than 
to pay doctors’ bills. Part of this awakening is due 
to the efforts of the U. S. Government and part of it 
to ordinary common sense. 


When being confronted with such facts, the American 
farmer is realizing why his wife has been "feelin’ 
poorly" so much of the time. 


In other words the live hardware store has the oppor- 
tunity of a lifetime to sell water systems to the farmer 
and to institutions in which the farmer is concerned. 
The water supply business offers you a great big field, 
and we are ready and willing to help you get this 
profitable business in an easy way. 





Right now in your weighbathond, these ase doubiless © done propects fer 

CLDETIIN: Hand and Power Pumps 
and Water Systems 

Simply send us information about the installation required and we will do the 


engineering work; ship direct to you or your customer; and-you will be able 
to make a good dealer's profit on the entire job. 


We should be advised asto the source of the water supply ; distance from the 
surface of the ground to the water; about how many people will use the water 
each day; power available to drive the pump; height of highest building to 
which water is to be forced, etc. 


Have You Our New 360-Page General Catalogue No. 25? 


If you do not have this splendid pump book, write for it to-day. Give our 
idea "a tryout" and send along two or three "prospects," as above outlined, 
when you write for our new Catalogue. 


The Deming Company, Salem, Ohio 


Hand and Power Pumps for all uses. 
General Distributing Agencies : 











Illustrating the principle of our hydro-pneu- 





into the tank the at; fe eenecraterispumped — Chicago: Henion & Hubbell Buffalo: Root, Neal & Company 
strong air pressure. Pittsburgh: Harris Pump & Supply Company New York: Ralph B. Carter Company 
We can supply with capacities from 





100 gallons pe to 60,000 gall 
ur; the pune py in well ok y psec oe 
gasoline engine, electric motor or by hand. 


Agencies in the Principal Cities 
















HARDWARE AGE 


Iwertes 22D" 
of PRATT SLAMBERT 
VARNISH PRODUCTS ¢s 

2 Pathway to WI Door 


Ie. SELL & CO. 


°o 


EOPLE want Pratt & Lambert Var- 


nishes. And they order them from the [Zay 
dealers who stock them. They do this be- || =i 
cause the super-quality of these goods and the = 
great national advertising makes them want them. Ky i 

i 


The effectiveness of this advertising is shown by the 








Your business instinct will tell you that it is good 
merchandising to stock a line which has proved its right to be fa- 
mous by sixty-eight years of constantly growing popularity 
— yet whose makers have never for a.moment 
rested in their efforts to make its name even ‘ | 
better known and its quality even more WN Me cic yg, Vg people 
worthy. This is the established FREY ‘ey UM 5 who read 
Pratt & Lambert policy; and ii » +t . od Be 2 — J the maga- 
it is a policy which eur *. Ali Ze OS. agp ] zines are the 
$ “- } be! Yau % ee, Y, 
can make money Basa , Dh ols” h fy successful 
ei)!" ZB Py = So people — the 
ype Ve Lie ‘| ober home-owners — 
ms Oe gem rh ay ft the spenders. Pratt 
Saas a, Ui fg Lttayge-se" & Lambert advertis- 
ds; 1 7% f ing has been going 
continuously for many 
years into more than six 
million homes of | this 
character. Every day huge pur- 
chases of varnish and enamels are 
made by this vast multitude of buyers 
—and what is more natural than for them 
to seek out the paint and hardware stores 
4 which sell the goods best known to them? 


Sof PRATT & LAMBERT-INC. 
Get Your Share Varnish LAME ERT 


of the great and grow- 114 Tonawanda St., Buffalo, N. Y. 
ing sales from which New York fa pfhicase 
P. Dealers _every- om 


Protea Were ee the ve a 
Fog unto? Pratt nbert\ amish ropositon 
QualityL. Sales ¥Profits | Repeats--- 





Pratt & Lambert Dealers everywhere. i 
AN 
! 


remarkable and consistent gains in.the yearly sales of il i 
! 
It 
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do it today — NOW! 
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‘CLASSIFI IED... 


does just as well. 





as" inal letters of reference should 

¢ inclosed with replies to 
} RL appearing in these 
columns, as they are frequently mis. 





HELP WANTED 


g on 
f goods) 


what territory 
ences. Address 


integrity, en- 
in the hard- 
of the 


1 
ith 








WANTEu—suine ge~u ud 
specialties for. Chicago and 
territory. Can carry stock, 
buy or handle on commission. 

are Harpware 





OF EXPERIENCE 

position with manu- 
facturer. Eleven zee ears’ experience 
in the Middle and Southwest calling 
on wholesale and retailétrade. Best 
of references; age 38, and — ac- 
uainted. Address “B. ” care 
ArDWaARE Acz, New York. 





ERE 18 THE PLACE FOR 
hy ee MESSAGE, FOR IT 


Y 
~ 


WANTED 








mally intereste 
business. Give ag 
experience. Add 
Harpwarez Acz, 





READ THIS 


SALE 
caliber t 
light har 
tory exce 
and New 
acter and 
references 
ence 


WANTED— 
ware store in 

uthwest, a 
and experie 
man. 


: ~STEADY POSITION 
ue and steam fitter. 
ting fro and esti- 
‘work; will 
an. A 
WARE 


Os 
e 


ye 
mania, 


GUE 
all Hoes 
open for 

ces. Write 


A. K.,” care 





SITUATIONS 


»| bu 





March 165, 1937 











"NUw .. MAN who, because 

ibility and experience, will 

capable manager, sales di- 

r salesman for a concern re- 

é a man of breadth and ca- 
=v ¥Y 

This man is thoroughly senined in 

Hardware, Sporting Goods, Ammu- 


FOR SALE—Stock of 
and plumbing material; 1} sae 
Eastern New York; will oe or 
the building with dwelling, 
hardware in town located in 


dairy section, nearest cn 


the kind is ten miles. 
Tey 


here fifteen years; r health 
ge. 4a canta 
take up a well 
i | inventory $5,000, 
care Hanpwaag 
ood clean hastens 


m, 12,000 iohsbeeae 
isville. E 
in fine f 

bout 





FOR SALE 





adjust himself to systems and prin- 
ciples already proven. has 
health, — 
is absolute y relia 
The man in question is now em- 
ployed, but wishes ee, er a fed, hd 
career is offered 
* care Hagpwanre Acg, 





rable, for work and 








aininental 


BUSINESS 
of § OPPORTUNITIES 


intim +} ' 
in, every ‘section of the 

States. "” padres -—. W. 3.” 
Harpware Acz, New York. 


I 


Uniged 





EASTERN JOBRING AND DIs- 
TRIBUTING HOUSE, with live 
sales or, tion, desires to repre- 
sent in low a few more 
manufacturers of hard ware and _ spe- 
cialties. Address “C. R.,” care 
ware Acz, New York. 


FOR S 
ware in a count} 
in Central 
lished 25 years and 
ough inv tion. 











dvertise it in the Classified 
olumns of Hardware Age 


Advertising on this page brings results. 


Hardware Age is the world’s greatest hardware paper. 


Its circulation of 


17,000 copies weekly represents an interested reading list of over 50,000 
hardwaremen. 


WANT 


twenty miles fr 
One who has mad 


Ace, New York. 





YOU HAVE OF 
NEWSPAPERS 


P 
1F YOU WANT TO GO AFTER 
IT IN A NATIONAL WAY 
USE THIS tl swan MAY 
A “LOWER” IN 


WOPTH WHILE “BERTH ” 


If you want a new position, 

If you want a new salesman, 

If you want to sell your present business, 
If you want to buy a new one, 


There is no place in the world like the Business Exchange and the 
Employment Exchange of Hardware Age for reaching established 


hardwaremen. 


Rates are at the top of the classified page. 


facture of cutlery and 4 years in 
buying and selling same for job 
bing house, wishes position qs de- 
partment manager or in responsible 
sition in large | retail or wholesale 
ouse. Address “G. T.,” care Harp. 
ware Ace, New York 


ghly covered 
ited States and 
times year, 
2S po 

'e have faci 
ucing and dis 
or staple articles 
ve trades. 
Harpwane Acs, 


nm stock of hard- 
ts, brick store 
two stories, im 
er of one of the 
icts in Cen 
ll invoice about 
2,000 last year. 
ill health. Ad 
Davison, Mi 


. 
Get your advertisement in now. 


ADE‘ MAN 
ights, good; LOOKING F A POSITION 
schools, etc.; $10,000 stock of hard-|OR aa telen IT IMPOSSIBLE 
ware, ints, stoves,  feraitere Te go GO HIGHER UP when 
ndertaking business combined. H on yw HING TO MA 
$35,000 business bn ree. Must be| CHA g, w 1 at FIND THIS 


cash deal. TO 
TELL HIS STORY. 


paved streets, electric 


Harpware Ace, New York. 
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LAWN HOSE 


Look Up Your Lawn Hose Sales 
for the Last Five Years 





If you will look up your lawn hose sales 
you will find that they have been prac- 
tically stationary—unless you are sell- 
ing a nationally advertised line. 


There may be slight increases in a 
few cases—due to abnormal local con- 
ditions—but they will not compare 
favorably with the increases shown by 
dealers handling Goodyear Wingfoot 
Lawn Hose. 


The answer is simple enough. 
Because your customers know that 


Goodyear Wingfoot is the standard— 
and they want it. 


The line the customer asks for is the 
line that increases sales. 


There is no surer way of losing 
customers than a “just as good—and 
cheaper” policy. 

Because the cheaper is never just as 
good— it does not give satisfaction— 
and it undermines the confidence your 
customers should have in you if you 
are to increase your sales. 

Good year Wingfoot Lawn Hose gives 
satisfaction. 

So sure are we of its lasting, no-kink 
quality that we guarantee it for you for. 
two seasons. 

In this way we guarantee you satisfied 
customers. 


And that is only another way of saying 
that Goodyear Wingfoot Lawn Hose 
increases your customers and _ their 
business with you. 


The Good year Tire & Rubber Company, Akron, Ohio 
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WHO BUYS YOUR GREASE. 
MUST HAVE A GUN! 


You Sell the Gresse—tiene Is the Gun— 
—That Will Shoot 


Profit in Your Business 





Whether you are from Missouri 
or not, we want to SHOW YOU 


Satisfaction or Your Money Back 


We will send you a sample post paid, 
at the regular dealers’ price, for your 
personal inspection with the above 
guarantee. Write for a sample of this 
From the Barrel into the Machine WITH ONE STROKE Big Seller today! Price $2.00 each. 


J. H. HANEY & CO., Hastings, Neb. 


MANUFACTURERS 








Rose Tire Pumps—Rose Grease Guns—Rose Fan Belts and Leather Specialties 
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CARD YOUR PRICES 


Be ready for the next prospect-—quote him 


thd on the spot from an adjacent Hardware Age 


N9..0"] Retail 


‘4 Brass Bound 


Price Card 


and “close the sale.” 


An indestructible commodity in 9 sizes, made 
of tough, heavy cardboard, linen paper fac- 
ing on both sides, and an unobtrusive brass edging that does the trick. 





No. 103 in use 


10 per cent. discount on orders for 2 dozen cards—circular and sample on request. 


Hardware Age Book Dept. 


239 West Thirty-ninth Street 
New York City 
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Sales Strength in GUERNSEY WARE 


Depends upon its beauty and its durability as well as 
upon the comprehensiveness of the line. Guernsey- 
ware introduced casserole cooking to America, and 
Guernseyware can open a field of profit for you with 
its many superior qualities. It is kiln fired 2600 
degrees temperature Fahrenheit, acid proof, non- 
crazing and non-absorbent. Send for our catalogs. 


“COOK AMS SEAVE IN THE SAME 


rnseyware 


OM THE STOVE -IN THE OVEN= ON THE TABLE ~ 


The Guernsey Earthenware Co. 
Cambridge, Ohio, U. S. A. 








THE MARK OF QUALITY 


BATH ROOM ACCESSORIES 
TUMBLER HOLDERS SOAP DISHES 


BUILDERS CABINET ent asta) om a 
HARDWARE 


REPRODUCTIVE PERIOD 
DRAWER PULLS KNOBS DESIGNS 
ESCUTCHEONS 


TRADE MARK 
Registered 


AMERICAN RING COMPANY 


Factories and General Offices 
WATERBURY, CONN. 


CHICAGO BOSTON SAN FRANCISCO 
$07 Heyworth Building 170 Summer Street 116 New Montgomery Street 


WRITE FOR CATALOGUE 
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There’s a Big Rush On 


Order now of your jobber. If he won't supply you, write 
us. Prompt delivery assured if you do it now. 

You can’t find a better freezer anywhere. Tall cans, 
quickest freezing, gearing all enclosed, fewest parts and 
makes smooth, velvety cream like that made by the famous 
French chefs. Anyone can make it good with the 
PEERLESS. 


The Peerless Freezer Company 


Winchendon, Massachusetts 


*‘As easy to grind 
as a watch to wind” 





There’s good: money in 
barn equipment 


The farmer of today is coming to look upon good, de- 
pendable barn equipment as an investment—not an 
expense. In fact, the more progressive farmer builds or 
remodels to take advantage of the many time and labor 
saving improvements without which he feels he is now 
losing money. 


In the new or remodeled barn or other farm building, 
the farmer will want doors that operate easily in all 
kinds of weather, not simply for a month or so, but for 
many years—no more rickety, balky, jump-the-track 
door hangers for him. Supply him with Pittsburgh 


The PITTSBURGH Hangers and Track and his door troubles are over. 


Trolley Hanger If you are not already a Pittsburgh Hanger dealer it 
and Track will be to your advantage to investigate this profitable 
line—there’s good money in good barn equipment. 


McKinney Mfg. Co. 
Pittsburgh, Pa. 
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“a SERVICE xuzz 
PROMPT THE EFFICIENCY 





ATTENTION ; 
TO Today all lines of business demand service—Everyone OF A SALES 
YOUR TRADE looks into the “whys and wherefores” before purchasing OR STOCK 
equipment or machinery of any kind—They must be ORGANIZATION 


shown—They want to know about the other fellow’s 
experience and what he has to say before becoming convinced. 

The following letter, received by us recently, and entirely unsolicited, 
as its tone indicates, will tell you in a few words and better than we could 
if we wrote a volume, about the service you can expect and get if you need 
a store ladder or several of them for your business, and purchase 
a MYERS. 


F. E. Myers & Bro., 
Ashland, Ohio. 





July 14th, 1916 


Dear Sirs :— 


We have two of your Myers Cushion Tire Store Ladders which we 
have been using nearly 20 years and we have never had to get a 
nickel’s worth of repairs until now the rubber tires have about worn 
off. We need a new set of two (2) for floor wheels on one of them, and 
new rubber tires for the other floor wheels, and a complete set of eight 
(8) tires for the top or trolley wheels. 
The woodwork and everything else we consider as good as new with 
the exception that some of the finish is rubbed off, and the ladders 
have certainly been used a lot during the time we have had them. 
Send us what we need as given above, either by parcel post or express, 
and we will remit amount on receipt of bill. 
Yours very truly, 
We will gladly send address of this firm 


The above is but a representative case. There are thousands of Myers Ladders in service 
giving equal satisfaction. We hear from them occasionally when tires wear out or some 
repairs are required. We know the MYERS LADDERS will serve you equally well, and 


fit your requirements. an 
If interested, write today for pamphlet fully describing the MYERS NOISELESS 


CUSHION TIRE STORE LADDER, and learn of its special construction and features 
that make such good service possible, and why it is adaptable to mercantile houses of any 
size, manufacturing plants, telephone exchanges, etc. 


F. E. MYERS & BRO. Ashland, Ohio 


PUMPS—HAY TOOLS—DOOR HANGERS, ETC. ASHLAND PUMP AND HAY TOOL WORKS 








One Sells the Other 


Every man in your locality who raises hogs should have the two machines shown below ; together 
they form the outfit needed. for lard and sausage making. There is a good profit for you in 


selling them, as well as satisfaction for the man buying them. 
“ENTERPRISE” 
(RMT BRPRISE ) 


Sausage Stuffer and Lard Press 


Perfectly constructed. Cylinder 
bored true, so plunger plate cannot 
jam or crack. Patented corrugated 
spout prevents air from entering cas- 
ing. Can be instantly changed into 
lard press. 

Made in 9 sizes and styles—2 to 8 
quarts, japanned or tinned. 

Japanned 
4-qt. size, $7 ; 6-qt. size, $8 


“ENTERPRISE” 


Meat and Food Chopper Wiste machine 


The chopper that really cuts, retaining all 
the valuable juices of the meat. Works quickly. 
Useful and economical in the housewife’s 
kitchen every day in the year. 


Family size, $2; Large size, $3 

The “Enterprise” line can be 
depended on to meet all com- 
petition, and yield you a sub- 
stantial profit. 


The Enterprise Mfg. Co. of Pa., Philadelphia, U. S. A. 


29 Murray Street, New York 530 Golden Gate Avenue, San Francisco 
Send for Catalog, Giving Full Line of ‘‘ ENTERPRISE”’ Specialties 
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Note the high “Butt” end 


Above illustrates Style ‘“‘O,” used as a 
starter. There are 6 different styles offer- 
ing unlimited combinations for roof design. 


Milcor Metal Building Products 


Wherever Sheet metal building products 
are to be used specify ‘“‘“MILCOR” Products 
such as “CRIMPEDGE” Eaves Trough, 
“NETMESH” ‘Expanded Diamond Metal 
Lath, “SUPERIOR” Corner Bead, “INVIS- 
IBLE JOINT” Steel Ceilings, “INTER- 
LOCK” Conductor Pipe, ‘“‘“MILCOR” Hip 
Shingles, ‘““MILCOR’’ Metal Building Cor- 
ners, Continuous Hip Shingles, etc. 


The “MILCOR” line is largest because 
QUALITY production made it so. 


MERIZCAN 
Metal Shinole 


Protective—Artistic—Efficient— 


Economical—Lasting 
An Unusual Combination of Beauty and Utility 


“Manufacture a metal shingle that has artistic value—that is water- 
proof and fireproof—reasonable in price—easy to apply and durable.” 

That was the proposition put up to us by prominent and critical 
building engineers and architects. 

The “AMERICAN” Metal Shingle is the answer. 

Tested under all conditions—examined from every angle—by house- 
owners, builders, engineers and architects, it has met with unanimous ap- 
proval. Not even the slightest detail has been overlooked. It’s more than 
a piece of sheet metal stamped into shape. Grooves—ridges—elevations— 
the pitch—the interlocking feature—all combined are designed with a 
view to make it protective against the elements and at the same time be 
attractive. 

There are six styles made of painted tin or tin galvanized after for- 
mation. 

Complete details with information on Trimmings 
used with this shingle furnished. Ask us for it now. 


Milwaukee Corrugating Co. 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 








Branch Offices: 





OPEN HEARTH SHEET STEEL 


(as made by the INLAND) 


is the best for every purpose where Sheet Steel is 
used and indispensable for many purposes where a 
cheaper grade would fail. 


It should be specified for “long-lived” Roofing. 


INLAND Open Hearth Sheet Steel should be 
ordered to make sure that your stock on hand is of a 
quality which can be depended upon, as it may be 
required for other purposes than you had in mind 
when ordering it. 


Soft, easily worked, tough and reliable 


INLAND STEEL COMPANY 


First National Bank Building, 


Works: Indiana Harbor, Ind., and Chicago Heights, Ill. 
St. Louis—St. Paul—Milwaukee—Denver—Dallas 


3 ‘STEELS: 





CHICAGO, ILL. 
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AMERICAN 
ScrREW 
CompPaNy 





Largest Greatest 
Stock Assortment 
WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 


STOVE BOLTS 
PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 
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SCREWS 


Weare manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 





Write for price lists and _ discounts. 














Stl Screw Company 


RIDGEPORT, CONN. 
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We Defy You to 
Find It! 


A better wire cloth than our 


‘‘Perfect’’ Golden Bronze? There 


is none. 


Witness the success your jobber 
has with it. It pays him to sell 
““Perfect’’ because he knows he 
sells honest quality. 


Stock it. Sell it. We stand be- 


hind you with our full guarantee. 


Ludlow-Saylor Wire Co. 


St. Louis, Mo. 
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Masons’ Six-Glass Plumbs and Levels 


These Levels have two Glasses and four Plumb Glasses so arranged 
that no matter how the tool is taken up, one or more of them are 
available with which to level or plumb. 

Each Glass is set solid in a metal case, which case is screwed into 
the level stock—a very much more satisfactory arrangement than 
were the glasses set directly into the wood. 


The Glasses are protected on both sides of the stock by a glass 
disc, which serves not only to protect the glass from breakage but 
keeps dirt and moisture from the openings. Made in two lengths, 


42 and 48 inches long. 
Will sell quickly if shown. 


STANLEY RuLeE & LEvet Co. 
New Britain, Conn. U.S.A. 
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In the Long Run a 
Bishops Greyhound 


Picture a greyhound with wings—the long, graceful, 
certain stroke of the dog’s limbs that carries him tire- 
lessly on and on; a balance, a poise that insures the 
evenness of his stride; a fineness of bone and of build 
that carry him forward and forward. 


Wipe out the picture of the flying dog and substitute 
one of a saw that fits the same description. 


It is a Bishop’s “Greyhound” Saw. 


Geo. H. Bishop &Company 


Lawrenceburg indiana, U. S. A. 














HMM 


Place this cabinet with its array of 
Forstner Auger Bits where your carpen- 
ter and woodworking customers can see 
it, then sit back, or rather, stand alive 
and watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a 
center level to guide them. They cut 
from. the outer rim, the entire surface is 
at work all the time; no jagged ends. 
You can use them as gouges or chisels; 
you can do scalloping, fancy scroll twist 

columns, newels, rib- 
pagi st° 2 bon moulding, etc. 
~ Let us send you de- 
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tails on this free display 
cabinet. 


LT 


The Progressive Manufacturing Co. 
Torrington, Conn., U. S. A. 
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Boost Your 
Spring Sales 


Be prepared to show your trade 
the American Self-Heating Flat 
Iron this year. Prepare yourself 
now by writing to-day for descrip- 
tive literature and our profit propo- 
sition. You can't be too early for 
the early buyers. 


AMERICAN 
Self-Heating Flat Iron 


An iron that holds its heat and gets 
hot quickly—a feature that every hur- 
ried housewife appreciates. Never 
sticks regardless of the starch. Saves 
time, work and worry—saves countless 
steps. 


No other piece of merchandise in 
your store can make a better showing 
in actual figures. And now is the time 
to prove it. 


We also make the American Port- 
able Lamp, the American Dark Chaser, 
American Camp Stoves and American 
Gasoline Lighting System for country 
homes—all good profit producers. 
Write for discounts. 


American Gas Machine Co. 


694 Clark Street 
ALBERT LEA -t- MINN. 

















Variety~ 


If the aluminum ware you sell has 
real inbuilt merit it will prove to be 
your most profitable line simply be- 
cause of the unending repeat sale pos- 
sibilities. 

Pots, pans, kettles, bowls, covers, 
buckets, pails, plates, boilers, roasters, 
collanders, percolators, measures, 
pitchers, dippers, chafing dishes and 
trays all offer opportunity for a first 
sale, which surely brings the customer 
back again. 





REAL SOLID 
ALUMINUM WARE 


has the merit necessary for this success 
because it is really built for service. 
Every utensil is in one piece—no joints 
or seams to give trouble. The metal 
is not skimped to save cost—the pro- 
portions are generous to insure long 
use. 


The completeness of the “Real 
Solid” line offers you a chance to sell 
over and over again to every customer 
and each succeeding sale is easier. 
Catalog? 


The Buckeye Aluminum Co. 


Wooster, Ohio 
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HERE are crore of the 
Carborundum Sharpen- 
im Stones that should be 
every carpenters’ tool kit 
ike he Roond Combination 
Stone, the Gouge Stones 
and the Handy Slip Stones. 
_ Carpenters everywhere 
know of the quick, clean 
cutting qualities of Carbo- 
rundum—be sure that you 
carry a good stock. 


Might we suggest a win- 
dow display of these 
stones for the carpenter ? 
We have some snappy 
window display material 
packed and ready to 
send you. 


Write for Carborundum 
Display Circular 344 


Niagara Falls, N. Y. 
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The Carborundum Company 





Ankyra Bolts Afford 
Unlimited Sales 


. . o e 
Possibilities 
A typical bathroom or kitchen 
graphically illustrates the extensive sales 


possibilities of internationally advertised 
Ankyra Ankor Bolts. 


From a city with a population 
of 105,764 one new salesman has sold to 
consumers 14,900 Ankyra Ankor Bolts in 
7 days! He writes: “The work is pro- 
gressing very favorably, the bolts practi- 
cally selling themselves.” 


Ankyra Bolts are used to hold 
roofs; they arg used on grounds, and for 
all kinds of fixtures and in all kinds of 
walls, in thousands of buildings in the 
United States and Canada. 


They satisfy because they are 
easy to install. Once inserted they hold 
permanently. Studdings and other rein- 
forcements are unnecessary for support. 
Each No. 8 Ankyra Bolt, for instance, can 
withstand a direct 400 pound pull. 


The free Ankyra booklet and 
sample bolts will convince you of these 
facts. Write today. They will go by 
return mail—and they involve no obliga- 
tion. 


Ankyra Manufacturing Co. 


150 Berkley St., 
WAYNE JUNCTION: PHILADELPHIA 
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Figure It Out For Yourself 


Here are some facts about the 


Billings & Spencer 











Wrench Board 


T is being displayed by 
over 4,000 dealers in 
this country alone. 


It is free, being furnished 
with your order for 
wrenches. 


It works every minute of 
the working day by saving 
time, space, and attracting 
your customer’s attention. 


It eliminates your search- 
ing through drawers and 
instantly shows your cus- 
tomers the exact wrench 
they are looking for. 


It keeps before you the 
quantity of wrenches you 
have in stock. 


It is practical, it is con- 
venient, it is attractive. 


It is a feature for your 
store and indicates that 
you are a_ progressive 
dealer. 


Look into this matter now. 
You might as well get all 
that is coming to you. 
There’s no reason to over- 
look a business proposi- 
tion. Write to-day for 
catalog and information. 


Every wrench stamped 
with the Billings 
& Spencer Tri- 
angle trademark 
is unconditionally guar- 
andteed. 


Toads Mast 


WANTS 


H FORD CONN. U 
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¥ h : For Hammocks 
alns and Swings 
In the Spring, the poet says, “ 
young man’s fancy lightly turns to 
thoughts of love’ —and hammocks. 
Hammocks are popular with every- 
one—for lounging, reading or sleep- 
ing outdoors. 


It is this popularity that makes 
the opportunity for 


BROWN 


HAMMOCK CHAINS 


Every town has a number of home 
owners who need this chain. By suggesting 
it to customers you can sell chains when 
you are making other sales. 


Brown chains are the strongest for their 
weight, in all sizes. You can guarantee 
them. Convenient styles and fittings for 
many uses help sales, too. 


If you aren’t pushing this line write to 
your jobber or to us for catalog and prices. 


Bridgeport Chain 
Company 


BRIDGEPORT, CONNECTICUT 
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That fact tells the story of Quality. 
Try a Simonds yourself—see the 
goods in action! 


Every good quality is second to 
cutting ability. Steel, temper, 
hang, balance—stand or fall by 
the test of cut. And for 84 years 


have stood that test, stood in stronger 
each year with the merchants handling 
them. 


There is just one reason why the saw 
should please the retailer—because it 
pleases his customers, the men whose 
saws cut clean. 


If something's to be desired in your 
saw business—more business, for in- 
stance, more “‘repeat’’ customers, more 
profits— 


You should know what help we will 
give you in selling. What help the 
Si-monds reputation gives you. What 
the terms are, what the profits are. 
Write— 


Simonds Manufacturing Company 
FITCHBURG, MASS. 
Established 1832 11 Branches 
“The Saw Makers’’ Five Factories 
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Announcement 


HE Whitaker-Glessner 
eeu Wheeling, W. 

Va., who for a number of 
years have owned all of the 
capital stock of the Wheeling 
Corrugating Company, have 
assumed the liabilities and 
assets of that Company. 


Except as to the name, no 
change has been made, and 
the business of the Wheeling 
Corrugating Company is 
now conducted by the pres- 
ent organization under the 
name of Whitaker-Glessner 
Company, Wheeling Corru- 
gating Department. The 
branch offices and ware- 
houses will be continued as 
now located. 


This opportunity is taken 
to thank you fof your patron- 
age, and to express the hope 
that the pleasant relationship 
of the past will be continued 


in the future. 


Whitaker-Glessner Company 
Wheeling Corrugating Dept. 

New York Philadelphia 

Kansas City Richmond, Va. 


Chicago St. Louis 
Chattanooga Minneapolis 






































































Note These Points of 
Nu-Ex Superiority 


Visible indicators show quantity of con- 
tents and pounds of air pressure. Instant 
inspection. 

Simplest action. Absolutely automatic. 
Turn the valve, point the nozzle—out goes 
the fire. 

Requires no pumping; pumping spoils the 
aim. 

Shoots a straight stream more than 30 
feet. 

Light in weight—a child can handle it. 

No complicated parts to get out of order. 

May be hung on wall, placed on floor, 
table or shelf. 

Not affected by age—retains its strength 
for years. Positively leak-proof. 

Nuexolene, the powerful extinguishing 
chemical, is fatal to fires—harmless to all 
else. 

Completely guaranteed 
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Fill out this coupon or attach it to your letterhead and send to-day. 


NU-EX FIRE APPLIANCE COMPANY 
Dept. C, Columbus, Ohio 


Please tell me how the Nu-Ex will make for me 43 per cent profit and give me 


your special co-operative plan for dealers. 


Address . = Pe ees re 


Jobber’s Name 
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and the special co-operative 
plan we offer our dealers. Get 
all the details of our money- 
making offer. Our guarantee 
on the Nu-Ex is the most far- 
reaching. We stand shoulder 
to shoulder with our dealers. 


coupon. It will mean dollars 
in your profit account. 


Nu-Ex Fire Appliance Co. 
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Profits, | 
| Easier Sales | 


a: 


FIRE-KILLER 


Test It Often at Our Expense — 
Then Sell It 


Get this good-selling money-maker for your store 
Make greater profits with the Nu-Ex, and do it with 
the knowledge that you are giving your customers 
the best. 


Let us show you how Nu-Ex Fire-Killers will 
make for you 43% on your investment. 


we have devised the most irre 
sistible sale-clincher ever proposed. Demonstrate 
the Nu-Ex to your customers at our expense. Show 


For your benefit, 


the wonderful ability of this flame-killer—its instant 
action on all kinds of fires. 


Our national advertising is winning customers 
for thousands of merchants. Can you imagine how 


many people in your own city will read about the 


Nu-Ex in our Saturday Evening Post and Literary 


Digest advertising campaign ? 


Cash in on this advertising 


Write us today or send the 


Dept. C, Columbus, Ohio 
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HARDWARE 


Why are Hair Brushes 
Sold in Drug Stores? 


The Answer Applied to Hardware and Linoleum 















There was a time when hair brushes and combs were 
sold almost exclusively in hardware stores. Of late, 
the drug stores have grabbed this business, and almost 
monopolized it. Why? Because they have learned 
the secret of “related lines.” Hair brushes go hand- 
in-hand with tonics, shampoos, and the like. 








Armstrong’s (A) Linoleum 


is “related” to every article used in the kitchen—stoves, refrigerat- 
ors, cutlery, crockery, pots, pans, etc. If you sell these you can also 
sell linoleum. 





Put a stock of linoleum in your stove and kitchenware depart- 
ment, and watch it sell. And remember the Armstrong selling 
helps—window displays, newspaper cuts, lantern slides, show cards, 
street car cards, etc., which are supplied free, express prepatd, to 
retailers of Armstrong’s Linoleum. 










Mail the Coupon for Full Particulars 


Armstrong oO” ae aes 


‘ Linoleum Dept., No. 93, 
Linoleum Dept. Lancaster, Pa. 





Lancaster, Pa. 





i 
! 
i 
j 
i Please send prices and samples of Armstrong's 
Geo : ‘B- Swayne 1 Linoleum; era book Reandihieen selling cade 
212 Fifth Ave. OE Heyworth Bids. | 
New York Chicago 1 OO a a 
! 
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The thoroughness of our 
organization together with 
the size and facilities of our 
plant assure prompt deliv- 
ery of SAE Standard Cap 
Screws, SAE Semi-Finished 
Nuts, SAE Castellated Nuts, 


as well as 


Automatic Screw 
Machine Products 


When time is an important fac- 
tor with you it would be well to 
remember this fact. 


Remember! When placing an 
order with the Corbin Screw Cor- 
poration you are placing it with 
an organization qualified both by 
experience and capacity to fill or- 
ders in the shortest possible time 
with products of the highest qual- 
ity. 


We shall be glad to submit quo- 
tations and advice on delivery upon 
receipt of blue prints and specifica- 
tions. 


We also manufacture Cap and 
Set Screws US threads, Machine 
Screw standard ASME, Machine 
Screw Nuts, Wood Screws, Stove 
Bolts, Tire Bolts, Thumb Screws, 
Thumb Nuts, etc. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 
BRANCHES: NewYork Chicago Philadelphia 


Corbin Brown Speedometer; also makers of Corbin 
Duplex Coaster Brakes for Bicycles 


When Time Counts 
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Get in on the power 
lawn mower business 
right now. Now is the 
time to line up your city 
park and boulevard com- 
missions, your cemetery 
boards, your country 
clubs and big estate own- 
ers, too—now while they 
are planning their sum- 
mer lawn care. 

Write for full informa- 
tion and terms—we are 
backing our dealers with 
best possible sales co- 
operation. We'll help you 
land the business in your 
territory. 


Ideal Power Lawn 
Mower Co. 
R.E. Olds, Chairman 


409 Kalamazoo St. 
Lansing, Mich. 
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‘ Cobbl er Sets 





ECONOMICAL 
Shoe Lasts and Stands 








EMPIRE 
Heel Plates 
























This is the time to con- 
sider Cobbler Sets, Shoe 
Lasts and Stands and 
Heel Plates. 


We happen to have The 
Best in the country. 







All good sellers that 
bring repeat orders. 





Comparison is the only 
proof, and all we ask. 






One shipment will 
insure more of the 
same kind. Try it. 


Ask for Catalog 
14H. 


Star Heel 























” LOUIS SACKS, Prop. 
NEWARK, N. J. 
U.S.A. 











Sit ube ieee 


Sy Se 
oS ~ 


<2 
=< 


’ 








a 


or 8 ore} SS S== 


‘ ae) 2S = == 
Arhmtnancidi nineties <a aston mentennatn np sete pad teeth eae sh ohh pits 


HARDWARE AGE 


é as - = 
SSS) ea 
- oe mae 


Fa yoni 


THE COMPLETE CHAIN LINE 
Weldless—Electric Welded—Fire Welded 


All Sizes—All Types—All Finishes 
From Plumbers’ Safety Chain to Ships’ Anchor Chain 


In addition to Coil Chain of all sizes, types and finishes we 
manufacture a great number of fast selling specialties: 


Weed Tire Chains, Weed Chain-Jacks, American 
Tire Lock Chains, American Automobile Towing 
Chains, and Dobbins Blow-Out Chains; Halters, 
Dog Leads and Kennel Chains; Cow Ties and Tie- 
Out Chains, Hammock and Porch Swing Chains; 
Sash Chain; American Galvanized Chain for Arc 
Lamp Suspension; Friction Chain for Looms; 
Heel Chains; Trace Chains; Saddlery Hardware, 
and Chains for all special purposes. 


We are the sole manufacturers of the Campbell Hammerlock 
Self-Spreading Cotter Pin. The most economical and prac- 
tical cotter pin on the market. 


AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT CONN., U.S. A. 


In Canada—DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 


Largest Chain Manufacturers in the World 


Factories in 


Bridgeport, Conn. Braddock, Pa. York, Pa. Carlisle, Pa. 
Columbus, O. Mansfield, O. St. Marys, O. Marion, Ind. 
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And there 
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THE GLOBE STOVE & RANGE CoO, 


KOKOMO =. 


is a solid, built for life-long service range flashes 


upon you when you see a GLOBE. 


is a world of proof that you are right. 


It is conceded that the original of any article of merit is its own best 
advertisement and selling argument. You should see a GLOBE range, 
and know its profit possibilities. 


Write us. 


Master Stove Burlders 
INDIANA 
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Horse-Shoe Brand 
Clothes Wringers 


Superior in Quality 
Superior in Workmanship 
Superior in Every Detail 
All wringers manufactured by us are 
furnished with a warranty tag, which bears 


the time of warranty. We stand back of 
every warranty. 





Have you received a copy of our latest 
catalogand pricelist? If not drop usa line. 


The American Wringer Co. 
99 Chambers Street, N. ¥. C. 











Speed Up Your Sales 


with the iron that pleases women 
wherever shown. You get your 
money back quickly and there’s a big 
profit for you handling the 


Self Heating 
vor 


For fourteen years it has been the same de- 
pendable iron, selling stronger each year. 850,- 
000 users now testify to its merits. Direct 
advertising co-operation. Write for details and 
free copy of “Royal Salesmanship,”” a valuable 
sales manual for retailers and clerks. 


Royal Iron Manufacturing Company 
552 Wayne Street Big Prairie, Ohio 






























































































































“Keep Out the Dirt and Slush” 
Order Promptly Cary’s ‘Everlasting’ 
Flexible Steel Door Mats 


The best quality steel Mat on the market. Made in 12 
stock sizes, also in rolis as illustrated. 


Cary’s ‘Everlasting’ Flexible Steel Mats are made from 
the heaviest and best quality galvanized steel. Each Mat 
is equipped with our new solid end pieces. 


Guaranteed not to curl up at the corners—can be used on 
both sides—fold up like a rug. 


The United States Government has awarded us the 
SEVENTH consecutive contract for our steel Mats. 


A MIGHTY STRONG INDORSEMENT 


Send for prices and catalogue. 


CARY MANUFACTURING CO. 
126-132 Nassau Street Brooklyn, N. Y. 
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VARIOUS 
METALS 


LARGE 
STOCK 


RIVETS 


117 FRANKLIN AVENUE 





@&D WASHERS <> 





STIMPSON-EYELETS 


NAILS 


EXTENSIVE 
VARIETIES 


SPECIAL 
TO ORDER 


GROMMETS 





BROOKLYN. NEW-YORK 











Highest : Quality 


REASONABLE PRICES 


MAKES 


SATISFIED CUSTOMERS 


AND 


PROFITABLE SALES 


Dependable 
Deliveries 





Guaranteed 
Successors to 


Union Caliper Co. 
Bates Mfg. Co. 
Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS x" 
CALIPERS, DIVIDE "S. NOTE <¢ HES, 
NA ETS, CENTER eu NCHE 
TEMPERE D STEEL RULES 
HACK SAW FRAMES, KEY SEAT RULE BLOCKS, 
THREAD GAUGES, THICKNESS GAUGES, 


Complete Line of Tool Holders for 
Turning, Planing, Boring, Shaping, Slotting, Cutting-Off, Side 
Cutting, Threading, Key Seating, Lathe Dogs, Drill Holders, 
Machine Vises and Screw Machine Products 


COMBINATION § UARES, 


Selling oa at ea Dunn & C 74-76 Murray St., 
Y. City; 34 N. Clinton 8St., Chic ago Ill, 














Hardware Dealers 
This Interests You 


| SK the thousands of really 

successful hardware mer- 

chants of the country when 
they started to make real money 
out of the hardware business, and 
they will tell you it was when 
they installed Warren’s Standard 
Hardware Systems and Fixtures. 











They would also tell you why 
their choice was Warren’s. 


Write today for our new Standard 
B Catalogue and “How to Make 
More Money in the 
Business.” 
and to you they are free. Address: 


Hardware 
Both are interesting 


J. D. Warren Mfg. Company 


Masonic Temple Chicago, Illinois 
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ESTABLISHED 1863 
Twelve Medals of 
Award at 
INTERNATIONAL 


Expositions 


«eee 











Copy of Catalogue will be sent free to any interested File Use 


G. & H. BARNETT COMPANY 


Owned and Operated by Nicholson File Co. 


BLACK DIAMOND FILE WORKS 


“Any 
INCORPORATED 1895 
Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 


r upon application 


Philadelphia, Pa. 
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Inspecting Pistons 
King Motor Car Co. 


What Automobiles Have Done 


The tremendous developments in automobile and accessory 
manufacturing have created a most profitable market for 
fine measuring instruments. To produce the necessary jigs 
and dies for duplicate parts, it is necessary to have accurate 
tools to lay out, check up, and inspect the work. Most 
toolmakers and machinists are using 


Starrett Tools 


AEG U.S PAT OFF, 


because of their accuracy, reliability, and convenient design. 
They are the standard for all accurate measurements. 


It will pay dealers to carry a complete line of these tools 
to fill the machinists’ demand for rules, squares, levels, 
micrometers, calipers, and gages, and to supply toolmakers 
and manufacturers with the larger and more expensive instru- 
ments such as vernier calipers, height gages, depth gages, 
large micrometers, large calipers, etc. 


Write for free catalog No. 21A describing 2100 styles and 
sizes of fine tools. 


The L:S-Starrett Co--Athol’ Mass: 
CWorld’s Greatest “Toolmakers as 


We dlelebbeldebttadeldbds delete helele 
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Another Chance 


If you didn’t order our No. 80 Screen 
and Storm Sash Hanger last month, 
this will remind you that you have an- 
other opportunity to put these money- 
making articles on your shelves. 


We are selling lots of them, but the 
season is young and you can still get in 
an order for a delivery early enough to 
make it well worth your while. 


But you’d better hustle! 
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National Mfg. Company 


Sterling, Illinois 
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Brown Brothers, N. Y 


The community farm near Kingston, N. Y., appealed to the school boys who were on vacation 


A Bundle of Business Builders for the Hardware 
Merchant Who Sells Seeds 


By THE ASSISTANT MANAGER . 


HITE NAVY BEANS, 20 CENTS A 
BUSHEL.—Those seven words in heavy 
type at the head of your newspaper adver- 

tisement next week would dominate the page. The 
beans are worth nearly half that many dollars. It 
would sure sound like a walloping big bargain or a 
gigantic blunder. Follow it through with an honest 
statement that 20 cents’ worth of beans properly 
planted plus a little thought and care through the 
summer will easily result in more than a bushel of 
the greatest strength producing vegetable on record 
and you have the starter for a seed advertisement 
worth while. Read the editorial in this issue of 
HARDWARE AGE. It couples up to this story. You will 
agree that the subject is worthy of the distinction of 
Space on the editor’s page. Waste land in the 
United States this year is a brand of poor citizen- 
ship. Cleared land capable of producing food if 
left idle this spring of 1917 is the reflection of an 
owner or renter whose patriotism could be scraped 
to the roots without drawing red blood. 


After a Pleasant Look 
A fellow hardware man dropped into my office this 
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morning. He was tall, thin and thoughtful—his 
legs were so long that when he deliberately crossed 
them the operation could be truthfully described 
as folding. : 

“What’s the outlook?” I asked as my last cigar 
went into the visitor’s mouth. Thank goodness he 
didn’t answer—war. He came from a small town 
in an agricultural State. “Well,” he answered de- 
liberately as he imitated a vacuum cleaner on my 
perfecto. “Well, it’s goin’ to be a great season for 
seeds and garden tools”—puff, puff. It was going 
now—prime tobacco burning at the rate of an eighth 
of an inch to the pull and the pulls coming as rapidly 
as the puffs of a freight engine on an upgrade. 
“Yes, sir! The high prices of foodstuffs is goin’ 
to sell some hardware for us this spring!” 

That chap said a mouthful. I got an editorial for 
that cigar and when I turned it in the Editor-in- 
Chief smiled. You know when the chief reads your 
copy and smiles that’s just the same as ringing up 
a big cash sale in the middle of the week when busi- 
ness is mostly waiting for Saturday to come around. 

Now I like to have the editor smile at me so I’ve 
just got the idea that a few suggestions to spring 
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on the seed buying public might do our stores some 
good and at the same time pleasantly reveal the old 
man’s molars again. Here goes! 


The Patriotic Window 


Advertise the most patriotic window display in 
town! Talk patriotism! Spill all the spot delivery 
material you have on loyalty—love of country and 
stand by the flag! Invite every one to come and look 
at your patriotic window display! When they come 
show them this. 

A good big picture of Napoleon Bonaparte in the 
front center of your window, a neat show card say- 
ing Napoleon said “An army travels on its stomach, 
not on its feet.” On each side of the window drape 
Old Glory—and fill the rest of your window with 
package seeds or bulk seeds in dishes and glass jars. 
A small show-card reading as follows: “Uncle Sam 
may need soldiers—and boys may need food—every 
little garden helps in the punch. Do your part. 
Here are the seeds!” Couple this up to a few of 
your own ideas and your seed window will be a 
winner. 

The Preparedness Parade 

Maybe that idea was punk. Possibly it isn’t worth 
the paper it’s written on. It may not get by. Guess 
I won’t take a chance but will suggest this one. 
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are no experiment. They have all been tested. Pre- 
paredness means planting. 


Planting Prize Gardens 

They say that compliments are great specs 
through which to look over complaints. I know 
there is going to be a big kick on some of these 
suggestions, so let’s run in enough of them to 
make sure of at least one compliment. 

Kids—the great unrestrained, care-free, jm- 
pulsive, loving flock of kids—makers of sentiment 
and builders of business. Let’s trim a seed window 
and display on a show-card a good big picture of a 
pretty little girl and a manly looking, peppery, 
freckle-faced boy. Beneath each picture let’s say in 
as few words as possible, that we are going to give 
a beautiful set of scissors to the girl and a .22 re 
peating rifle to the boy who raises the best garden 
in town. Get three prominent citizens to act as 
judges. Put the judges’ pictures with praise, and 
a brief character sketch in your window. Adver- 
tise and tell something of the Boy Scout merit 
badges for gardening. Fill the rest of your win- 
dow with seeds and see what you can start. 


Safety First 
Three strikes and we are not out. This fourth 
idea is a mustard seed in possibilities. Advertise 


Brown Brothers, N. Y. 


The club girls of Cleveland, Ohio, harvested a real crop from their co-operative gardens last year 


Preparedness! Ever since those 150,000 men 
marched in the big preparedness parade in New 
York last year folks have been talking preparedness. 
Advertise a preparedness parade in your window! 
Dig up the fag ends of your toy stock—a two- 
wheeled cart loaded with hay—a toy wagon, mule 
drawn and loaded with potatoes—a doll guided truck 
groaning under a couple of real cabbages—a boy 
drawn sled heaped high with carrots. Make up a 
procession passing along a sand-made highway in 
your window. Fill up the background with pack- 
age seeds or bulk seeds. Put in a show-card: 
America Prepared! There is a food factory in every 
vacant lot. Don’t strike while you can wield a 
spade! Uncle Sam may need the garden truck and 
if he doesn’t you can eat it yourself. Our seeds 


a “Safety First” window display. Talk all the 
safety first you can in that ad. Say nothing about 
seeds, but invite the public to see your “safety first” 
window. Let’s buy, beg, borrow or take out of stock 
a small safe. Put it in the center of the window. 
Leave the door open and on the inside in small made- 
to-order sacks place stores of wheat, barley, corn, 
oats, rice, potatoes, etc. Let’s make some show- 
cards emphasizing the high cost of foodstuffs. Let’s 
compare the price of tomatoes, corn, canned goods 
and vegetables a year ago and now. Let’s tell folks 
that the food shortage is real, and that it will take 
this country at least two years to “catch up” with 
its regular reserve supply, even if we have splendid 
crops. Our “Safety First” window ought to be the 
talk of the town. 
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Brown Brothers, N. Y. 


The kiddies of the tenement districts are as proud of their tiny gardens as any farmer can possibly be of his fields. 


This movement is worthy of a boost from business men 


Brown Brothers, N. Y. 
This demonstrates the possibilities of the empty lot. It was taken in New York City 
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Governor Whitman Says 


One of the main causes of the high 
cost of living is too many ‘‘Winter 
Gardens” and too few vegetable gar- 
dens. <Ain’t it true? Make your gar- 
den pay this summer. The first step 
is to clean up the yard (we have the 
rakes) and to spread fertilizer. Noth- 
ing better for this purpose’ than 
Sheep Manure 
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We are headquarters for Garden Sup- 
plies, Garden Tools, Seeds, etc. 


R. J. ATKINSON 


HARDWARE 


1183 BROADWAY BROOKLYN 
TELEPHONE 301 BUSHWICK 





A spring ad full of practical suggestions 


We can do a lot to help solve the high cost of liv- 
ing if we jump to it now. Seeds planted in the 
middle of the summer will not do much good. Let’s 
start our people thinking about gardens now. 

R. J. Atkinson, one of the most alive wires in 
Brooklyn, N. Y., has opened his campaign by quoting 
the Governor of the State. His ad takes a running 
start and he will keep persistently at it. It’s a time 
to speed up and seed up. 

P. S.—Gee whiz! The editor took the whole lot 
and just before he left for home stepped into my 
cubby hole to ask if he could raise onions from seed 
planted in the spring. I broke the news to him that 
it was all O. K. and told him about onion sets. The 
old man’s going to plant a garden, and if that crop 
fails your Assistant Manager may be looking for a 
job. There’s a lot of responsibility in writing a 
“Little Farm” story. 





Correcting an Error and 
Boosting Wellsville 


Fk PITOR'S NOTE :—We are glad to publish the 

correction offered in the following letter. We 
also take great pleasure in reproducing a letter the 
Hoyt Hardware Company is sending to its custom- 
ers. This letter cannot help but build a closer tie 
between the customers and this progressive hard- 
ware store. Such a letter inclosed with the monthly 
statements of any hardware merchant would prove 
a winner. 

Mr. Hoyt’s Letter 
WELLSVILLE, N. Y. 

To the Editor: 

In your issue of the seventeenth of February, 
about an article in regard to the New York State 
Convention, either I made a mis-statement or the 
reporter was wrong in taking it. 

I said that we charged 6 per cent after 60 days, 
and gave 3 per cent for spot cash discount, and that 
but one or two persons had objected to paying the 
interest charge. We certainly would not charge 
interest on thirty-day accounts, and there would be 
little pay in charging a 3 per cent interest. 

Now with reference to the letter, copy of which we 
herewith inclose. We are getting out this letter 
to use in a five-column space in our daily and weekly 
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edition, to send to about 3500 readers in this neigh- 
borhood, and would thank you to edit this letter 
cutting out or adding to, as you think would be ad. 
visable, so as to make it as forceful and attractive 
as possible. 

The suggestion for this letter came from our 
recent meeting, and also from numerous articles 
that have appeared in your valued publication. 

Yours respectfully, 
Hoyt HARDWARE CoMPANY, 
W. J. Hoyt. 

The letter to the customers of the Hoyt Hardware 

Company is as follows: 


WHY WELLSVILLE? 


HAT is your opinion of our town? We say “our” 
because you’re helping to make it what it is. 
Do you get the share of social life and recreation 
it offers and is the character such as appeals to you? 
Are you helping to make it a better town morally, 
where boys and girls can safely come and enjoy our 
schools, libraries and churches? Are you accorded 
fair treatment by its citizens and business people? 
Is there a feeling of goodfellowship and a real hand- 
shake when you come, an application of the Golden 
Rule to you and by you? Will Wellsville be a good 
place for you to live? 

The roads to our town are mostly good and are 
being improved by co-operation. 

We’re just good enough to be open for your sug- 
gestions for improvement in any way, and to thank 
you for them. Along with your thought for our 
betterment comes your responsibility for its appli- 
cation. Is Wellsville your logical place to trade? 
Do you find business conditions satisfactory? Can 
you find what you need and want? Recognizing your 
rights and privileges to buy where and how you 
will, allowing the rights of all competitors to get 
all the business they can, do you give our dealers a 
chance to supply your wants on an even footing 
with their competitors? 

Here’s where we wish to assert our claims to 
recognition in the business interests of our commun- 
ity. The coming days will be those requiring the 
utmost care in buying. When the “almighty dollar” 
will assume a greater magnitude than ever before. 
For nearing twenty-five years we’ve attempted to 
meet people’s wants. 

Quoting, ‘“We’ve been pleasing and displeasing 
oeople ever since—we’ve lost money and we’ve made 
»—we’ve been cussed and discussed, knocked about, 
lied to, held up, robbed and slandered,” but we’ve 
made many friends who are very loyal to us, and 
this we fully appreciate—we want more. You come 
into our store and meet with courteous attention, 
find a perfect freedom and welcome to use all our 
conveniences—desk room, local and long distance 
‘phones, rest room, free notarial service, and gen- 
erally the goods for which you’re looking. All 
goods marked in plain figures, conveniently ar- 
ranged, inviting comparison as to grades and prices. 

Our motor delivery system insures pretty prompt 
attention to telephone or personal orders. We can 
cover most country business on short notice. Don’t 
be diffident about using the telephone for informa- 
tion on any subject. We're here to assist. Goods 
may be returned when not satisfactory and we're 
not easily peeved. If you think of a way in which 
you believe our methods and manners as well as our 
stock can be improved, tell us! We're far from 
perfect. Let Wellsville be your natural trading 
point. When you think of hardware your mind will 
automatically think of Hoyt. Then act! Always re- 
member the cash discount inducement we hold out. 
It’s a good investment. 

Hoyt HARDWARE COMPANY. 











Pennsylvania Wholesale Hardware and 


Supply Association 


THE members of the Pennsylvania Wholesale 
Hardware and Supply Association held their 
sixteenth annual convention in the Hotel Astor, New 
York City, Thursday, March 8, and it was the best 
attended meeting so far since organization. There 
were thirty-five persons present, including several 
invited guests. 

While this organization is not large in numbers, 
it covers important sections of a great industrial 
State and exerts considerable influence in trade 
circles. What the members say they esteem as a 
special privilege is the advantage resulting from 
the close touch with each other, thereby promoting 
good fellowship and leading to many practical bene- 
ficial results in the conduct of everyday business, 
both in profits and social contact. 


Morning Session 


The morning session, of executive character and 
for members only, began soon after 10 a. m., with 
President Bittenbender in the chair, who opened the 
day’s proceedings with the delivery of his annual 
address. Then followed a series of round table talks 
which began with “How May Better Co-operation 
Be Secured Between the Credit and Sales Depart- 
ments?” a paper prepared by R. M. Reilly, chairman 
of the Executive Committee. The next subject was 
“What Is the Best Method of Ascertaining the Num- 
ber of Turn Overs Made Annually on the Different 
Classes of Goods?” Mr. Swank of Johnstown led 
this discussion. The third topic introduced by H. N. 
Breese was “Is It Possible to Obtain as High a Per- 
centage of Profit on the Present Cost of Materials 
as Was Received During the Normal Period?” The 
next discussion was begun by Ralph E. Weeks of 
Scranton, the subject of which was “Should War Be 
Declared Between the United States and Germany, 
and What Would Be the Effects on Business?” The 
last theme, introduced by C. H. Miller, was “Rela- 
tive Tonnages of Wholesale and Retail Stocks on 
Hand Jan. 1, 1917, as Compared with Jan. 1, 1916.” 
These talks, participated in generally by the mem- 
bers, were instructive and helpful, occupying the 
entire time until after one o’clock, when the ‘con- 
vention adjourned for luncheon. 


Luncheon 


There were present as invited guests, T. James 
Fernley, secretary-treasurer of the National Hard- 
ware Association; Roy F. Soule, Editor of Harp- 
WARE AGE; James H. Kennedy, Editor of Hardware 
Dealers’ Magazine; Edward G. Baltz, Editor of 
American Hardware Journal; E. H. Darville, asso- 
ciate editor of HARDWARE AGE; A. B. Peck, of the 
American Screw Company, and Robert Biddle, sec- 
ond, president of the Supplee-Biddle Hardware Com- 
pany of Philadelphia. 

The several short addresses, covering a wide range 
of subjects from trade matters to war conditions, 
were attentively listened to. 


Afternoon Session 


The convention resumed its work after the lunch- 
eon, the first subject considered being “The Per- 
centage Cost of Doing Business During the Year 
1916,” regarding which members had been especi- 
ally asked to come prepared with figures. Those 
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Meets in New York 


submitted by the majority of the houses ranged 
from a minimum of 10 per cent to a maximum of 
22 per cent, and in detail were as follows: 10, 11%2, 
12, 13 16/100, 14, 14, 14%, 15, 157/100, 16, 16, 
16144, 16 35/100, 18 74/100, 19, 20 and 22 per cent, 
with an average, as computed by the secretary, of 
15 49/100 per cent as a composite figure. In this 
connection it should be remembered that the interest 
on invested capital was not takn into the account. 
During the discussion it developed that a number 
of representative houses said that their percentage 
of overhead cost of transacting business was less 
last year than the year previous, which was ex- 
plained by the fact that sales had been very largely 
increased. Some of the members reporting, how- 
ever, said that their percentages were larger, while 
one representative from a Pennsylvania house over 
150 years old questioned whether any jobbing house 
could conduct a successful business on a margin as 
low as 10 per cent for overhead and contingent ex- 
penses. However, the figures are given as they were 
submitted and are interesting because of the con- 
siderable spread between extremes. 

The second proposition was in regard to an “Esti- 
mate of the Percentage in Relative Values of Stock 
on Hand Jan. 1, 1916, Compared with Jan. 1, 1917, 
Assuming that the Volume of Stock, Item for Item, 
was Practically Identical on Both Dates.” 

The result of this inquiry was fixed at 29% per 
cent greater value lat January than on Jan. 1, 1916. 


Officers for the Ensuing Year 


The following officers were re-elected for the com- 
ing year: W. E. Bittenbender, Scranton, president; 
A. H. Herr, Lancaster, first vice-president; W. N. 
Eberhard, Allentown, second vice-president, and 
George D. Krause, Lebanon, treasurer. The sec- 
retary, an appointive officer, and the new executive 
committee will be named in due course. 

The association holds two meetings each year, 
the first or annual meeting always in New York. 
The place for the fall meeting is changed according 
to circumstances. This year there was an invita- 
tion for the next meeting to assemble in Philadel- 
phia, which was extended by T. James Fernley, on 
behalf of the Philadelphia Hardware Jobbers, which 
was appreciatively accepted. 


Members 


The members consist of C. Morgan’s Sons, Lewis 
& Bennett Hardware Company, and Eastern Penn- 
sylvania Supply Company, all of Wilkes-Barre; 
Bright & Co., John H. Obold & Co., Stichter Hard- 
ware Company, Ltd., and Bard Hardware Company 
of Reading; The Bittenbender Company and Ralph 
E. Weeks Company, scranton; Reilly Bros. & Raub, 
Steinman Hardware Company and Herr & Co., Lan- 
caster; George Krause Hardware Company, Leb- 
anon; C. Dreisbach’s Sons, Lewisburg; Danville 
Hardware & Supply Company, Danville; A. J. Roat 
Supply Company, Kingston; Peter E. Buck & Son, 
Ashland; Kline & Co., Williamsport; C. H. Miller 
Hardware Company, Huntington; Swank Hardware 
Company, Johnstown; F. Hersh Hardware Company, 
Allentown; Emery Hardware Company, Bradford; 
George Bright Hardware Company, Pottsville, and 
Jere Woodring & Co., Hazleton, Pa. 
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Reorganization of A.C. Penn, 


Incorporated 


A C. PENN, Incorporated, recently passed through 

* a reorganization in which it emerged from a 
$250,000 infant to a life-sized $875,000 corporation. 
The rapidly increasing business of this well-known 


























































A. C. Penn 


hardware concern made an insistent demand for 
more capital, which was readily raised and the cap- 
italization increased accordingly. A. C. Penn has 


been re-elected president of the corporation, and 
will continue to direct its important activities. 

Mr. Penn is one of the best known and most ef- 
ficient sales managers in the country. Not only has 
he successfully 


managed the corporation which 





















































A. S. Koenig 


bears his name, but he serves a large number of 
American manufacturers in an advisory capacity. 

A. S. Koenig, the newly elected vice-president and 
director, was until recently president of E. G. 
Koenig’s Sons, a large sporting goods company of 
Newark, N. J., and while retaining his interest in 
that successful business Mr. Koenig will in the fu- 
ture devote his time to the Penn Corporation. He is 
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one of the best known and most successfu! sporti 
goods men of the East, and is a recognized cutlery 
specialist. 

A. C. Penn, Incorporated, in addition to the well- 
known Penn safety razors, blades and honing strops, 
is exclusive distributor for Wallace lamps, Frank 
Miller products, Ultralites and Ferrostat indestrue- 
tible vacuum bottles. 

HARDWARE AGE congratulates A. C. Penn, Incor- 
porated, on its deserved and rapid growth. 


Coming Conventions 


AMERICAN IRON, STEEL AND HEAVY HarpWare 
ASSOCIATION CONVENTION, New Orleans, La., March 
27, 28, 29, 1917. Headquarters, Hotel Grunewald, 
Arthur H. Chamberlain, secretary, Marbridge Build- 
ing, New York City. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel. F., D. 
Mitchell, secretary-treasurer, Woolworth Building, 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CoN- 
VENTION, in conjunction with the AMERICAN Harp- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters, the Rice 
Hotel, John Donnan, secretary-treasurer, Rich- 
mond, Va. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Amarillo, Tex., April 23, 24, 25, 
1917. E. P. Thompson, secretary, Memphis, Tex. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hot Springs, May 3, 4, 5, 1917. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Tampa, May 8, 9, 10, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Montgomery, May 22, 23, 
24, 1917. Walter Harlan, secretary, 44 Boulevard 
Circle, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Macon, June 5, 6, 7, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Mo., June 12, 13, 14, 1917. M. 
L. Corey, secretary, Argos, Ind. 


Guenther Hardware Company 
Still Jobbing 


OWENSBORO, KY. 
To the Editor: 

By some method or other it seems that the in- 
formation has been given out that our firm has dis- 
continued the jobbing business. This is erroneous, 
wholly untrue and without foundation. We still 
have traveling representatives on the road, and we 
are still doing a strictly jobbing business, therefore 
we should be classed as jobbers. 

Kindly make the announcement in your paper 
that such is the case, and oblige, 

Yours very truly, 
Guenther Hardware Company, Inc. 
Per J. E. Guenther, President. 





‘Hardware Age System of Accounting 


Eighth Installment—Questions and Answers 


SNEAD 


By T. W. 


~~ DITOR’S NOTE :—The next installment of the 
HARDWARE AGE System of Simplified Account- 
ing will be the last, and in order to answer the 
many inquiries coming in from all parts of the 
country it was decided to make this week’s install- 
ment a series of questions and answers. The ques- 
tions are typical examples of a large percentage 
of the questions that are being asked. 
The questions and answers are as follows: 


How It Takes the Place of 
General Ledger 


AUDUBON, MINN. 
To the Editor: 

Just received HARDWAGE AGE of Feb. 3, with sec- 
ond installment of the System of Simplified Ac- 
counting for hardware dealers. Would you kindly 
send me a copy of the first installment of this sys- 
tem, as I either did not receive it, or else I lost it. 
I would like to follow this and see if it would be 
suitable for me. You say this will do away with 
general ledger. How can that be done? Ledger 
must be used for customers buying on credit. 
Ledger accounts must be used for wholesalers buy- 
ing on credit. Ledger accounts must be used for 
wholesalers, firms and manufacturers, etc. Infor- 
mation on this subject will be appreciated. 

Yours truly, 
A. SWANSON. 


NEW YORK, MAR. 6. 
Mr. A. Swanson, 
Audubon, Minn. 

Dear Sir: 

In answer to the last paragraph of your letter in 
which you state that you do not believe that the 
system would do away with a general ledger, and 
that it would be necessary to carry a ledger for cus- 
tomers buying on credit and accounts for jobbers, 
etc., from whom you purchase your merchandise. 

You have evidently confused the general ledgers 
with your customers’ accounts ledger. Form 1 in 
the HARDWARE AGE System of Accounting is 
known as the Daily Record; and this record is a 
complete general ledger of your business at any 
time. In other words, you can take the totals of 
this record sheet on any day and prepare a state- 
ment of your business as of that date. This you 
formerly had to do by using a general ledger into 
which had to be posted the results as obtained 
from your journal and from your cash receipt book 
and your check book and any other subsidiary books 
that were used to get the results of your business 
into the general ledger. This we have done away 
with by using what is known as the Daily Record, 
which is self-balancing in that it is divided into 
debit and credit sides and the total of your debit 
will equal at all times the total of your credit. This 
you will see at a glance by referring to the large 
supplement sheet that appeared with HARDWARE 
AGE on Feb. 3. If you have not received this sheet, 
I suggest that you advise us immediately and we 
will send it to you. 

We assume, of course, that if you do a large 
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charge business with your customers that you now 
carry a customer’s ledger and likewise if you buy 
from your jobbers on credit that you do likewise. 
But if you will glance at the supplement illustrating 
the Daily Record you will notice that Column 23 
on the debit side and Column 30 on the credit side 
will control your customers’ accounts ledger to a 
penny. Likewise Column 21 on the debit side and 
Column 33 on the credit side on the Daily Record 
will control your accounts payable to others. 

If we have not made your questions entirely clear, 
we are sure that you will call upon us again. Trust- 
ing that we have been of service to you, we beg 
to remain, 

Very truly yours, 
HARDWARE AGE, 
T. W. SNEAD, 
Business System Department. 


Will it Fit Jobbing Business 


ROCHESTER, N. Y. 
To the Editor: 

We are interested to know if the HARDWARE AGE 
System of Accounting meets the requirements of 
a jobbing business. 

If so be kind enough to send us the descriptive 
circulars for our consideration. 

Yours very truly, 
GEo. W. Davis & Co. 


NEW YorRK, Mar. 6. 
Geo. W. Davis & Co., 
4 Pleasant Street, 
Rochester, N. Y. 

Gentlemen: 

In answer to your inquiry as to whether the 
HARDWARE AGE System of Simplified Accounting 
would meet the requirements of a jobbing business 
the writer begs to advise as follows: 

You, of course, will realize that every business 
needs its own individual treatment. But the idea 
of buying and selling is just the same whether it is 
retail or wholesale. In other words, you have to 
know the same vital facts about your business, 
whether you buy and sell on a wholesale plan or 
whether you do so on a retail plan, and if an ac- 
counting system designed to take care of such a 
business in the retail field will accomplish this work 
there, then there is no reason why it should not 
do the same thing in a wholesale business. 

I am requesting the HARDWARE AGE Book Depart- 
ment to forward you sample sheets of the system, 
and I might add that at the completion of the arti- 
cles now running in HARDWARE AGE they will all 
be bound together in a complete illustration and 
description of the entire system. 

The writer suggests that you go over this very 
carefully and if there is any point upon which we 
are able to advise you we will be only too glad to 
do so. 

Awaiting your inquiries, we beg to remain, 

Very truly yours, 
HARDWARE AGE, 
T. W. SNEaD, 
Business System Department. 





=e ee ane ee 


PS SN PAE CO ERIS eS 3 anne eas =e 


naman Po 








Complete Description in 


Pamphlet 


BosTON, MAss. 


To the Editor: 

We have mislaid some of the recent numbers of 
HARDWARE AGE and have not a complete file of the 
HARDWARE AGE System of Simplified Accounting. 

It has occurred to us that you possibly have put 
these into folder form and if so we would be very 
much obliged if you could send us one or two copies. 

Yours very truly, 
WALWORTH MFG. COMPANY, 
THEODORE W. LITTLE, Vice-president. 


NEW YORK, Mak. 6. 
Walworth Mfg. Company, 
Boston, Mass. 

ATTENTION Mr. THEODORE W. LITTLE. 

Dear Mr. Little: 

This asknowledges your letter of the 26th ultimo 
advising that you had mislaid some of the recent 
numbers of HARDWARE AGE and requesting that we 
send you the HARDWARE AGE System of Simplified 
Accounting in folder form. 

The writer wishes to advise that at the comple- 
tion of these articles in HARDWARE AGE they will all 
be compiled in pamphlet form, illustrating and de- 
scribing the system in detail. 

The writer has referred your request to the Cir- 
culation Department, which will handle the distribu- 
tion of these pamphlets, and will send you one as 
soon as they are ready. 

A great deal of interest is being taken in the 
System of Simplified Accounting, and the results to 
be obtained promise to be much greater than we 
had hoped for. 

Thanking you for your interest in the accounting 
series and trusting you can make good use of the 
pamphlets, we beg to remain, 

Very truly yours, 
HARDWARE AGE, 
T. W. SNEAD, 
Business System Department. 


How to Tell “Cost of Goods 
Sold” and“Accounts Payable” 


AURORA, NEB. 
To the Editor: 

We are very much interested in your system of 
Simplified Accounting now running in HARDWARE 
AGE. 

If we could adapt our business to this form, we 
would be glad to do so, but on looking over the ar- 
rangement we would ask your explanation of the 
following: 

Daily Record sheet. 

Column for cost of merchandise. 

Your Daily Record is ruled in twenty-seven lines 
and this, as we understand it, would be a complete 
record of all transactions. 

In our remittance to wholesalers, etc., we make 
the majority of them once a month and we carry 
about seventy-five accounts. To use this system, 
we would probably be obliged to total these pay- 
ments in one item and this would cause consider- 
able extra work, as well as allowing some chance 
for errors. Another thing, you carry a column for 
cost of merchandise sold. This certainly is an ex- 
cellent idea, but we doubt the practicability of it. 
In a varied stock of merchandise, such as we carry, 
there are a number of articles on which it is not 
practical to mark the cost. These items include 
nails, oils, bulk seeds, etc. We, of course, carry a 
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_ cost of these articles in a cost book, but if we ep- 
* deavored to look up the cost on all such items sold, 


it appears to the writer that it would take consider. 
able extra office help and as the whole system js 
built around this, we would like some suggestion 
concerning it. With the exception of the two items 
mentioned, we believe it an excellent arrangement 
for any business and would be very glad to put it 
into effect. 

Thanking you in advance for any suggestion that 
you may be able to give us, we are 

Respectfully yours, 
SCHRANDT & MILLER Co. 
NEW YORK, Mak. 6. 
The Schrandt & Miller Co., 
Aurora, Neb. 

Gentlemen: 

This acknowledges receipt of your letter of recent 
date requesting information relative to the Daily 
Record sheet and the column for cost of merchandise 
in the HARDWARE AGE System of Simplified Ac- 
counting. 

We are requesting the Book Department of Harp- 
WARE AGE to forward you the large supplement sheet 
that appeared in the February third issue, illustrat- 
ing the various entries that would appear on your 
Daily Record sheet. After you have received this it 
will no doubt clear up in your mind a great many 
questions that you are asking us in your recent let- 
ter. The Daily Record sheet is a-complete general 
ledger of your business at all times, in that you can 
take the totals of the columns any day and make 
a statement of your business. 

After the completion of the articles describing the 
system in HARDWARE AGE, the entire series will be 
bound in pamphlet form and this pamphlet, of 
course, will be delivered to our readers who are in- 
stalling the system. If you desire a copy of this 
pamphlet, I suggest that you get in touch with us 
in order that we may send this to you as soon as it 
comes off of the press. 

In the last paragraph of your letter you state that 
you carry about seventy-five accounts with whole- 
salers, jobbers, etc., and that it would be consider- 
able extra work to enter these on the system. At the 
present time whenever you pay an account of this 
nature you have to enter it on your journal or on 
your check book or both. By entering the payment 
of one of these accounts on your Daily Record you 
have completed the transaction as far as you are 
concerned in your bookkeeping. This you will see 
by glancing at entry M on the supplement sheet that 
we are sending you, which illustrates the paying of 
an account to the Ajax Cutlery Company. These 
goods were received and entered on the Daily Rec- 
ord in entry D on the same supplement sheet. 

We assume, of course, that in order to determine 
the amount of business that you are doing with 
each one of your jobbers, wholesalers, etc., that you 
now carry an accounts payable ledger, or at least a 
record of the various purchases and payments that 
you have made with all of your creditors. By this 
I mean your largest creditors from whom you pur- 
chase your merchandise. You cannot, of course, 
itemize these transactions on the Daily Record, but 
the total amount that you owe to others is absolute- 
ly controlled by Column 21 on the debit side and Col- 
umn 38 on the credit side of the Daily Record. 

The amount due you from your customers is like- 
wise controlled by the Daily Record which takes the 
place of your cash receipt book and your cash dis- 
bursement book, your journal, etc. 

You also suggest that it is impossible to figure the 
cost of such articles as nails, oils, bulk seeds, etc., 
unless you have a very large clerical force. 

The writer suggests that on all such articles as 
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these that you adopt the following plan: You state 
that you know the actual cost of these goods from 
your cost book and, for example, we will assume that 
on these goods you are selling on a 33 1/3 per cent 
mark-up, and we will assume that you have made a 
sale of some of these goods for $1. When this sale 
is entered in your Daily Sales Record instead of 
looking up the cost as you would on a plow or a 
lawn mower, ete., you simply figure the cost by de- 
ducting your mark-up from the total sale. In this 
case you would deduct 33 1/3c. from $1 and your 
cost would be 66 2/8c. which you would place in the 
column called “Cost of Merchandise Sold.” Your 
average mark-up, of course, would vary in the vari- 
ous classes of merchandise that you sell, and par- 
ticular care should be given that this form of finding 
your cost does not become general. The writer 
simply suggests this manner of arriving at your 
cost in order not to increase the over-head expenses 
of your business. You will, of course, realize that 
at the end of six months or year in which you are 


that you sell each day. 
will entail probably a small amount of extra help in 
order to get this information started in your estab- 
lishment deter you from getting the information at 
once if you do not already know it. 
the cost of the goods that you are selling you are 
compelled to wait too long to find those facts about 
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working the actual value of your inventory and 
stock on hand will not be affected to a very large ex- 
tent by this method of accounting. 

On all other classes of merchandise it is abso- 
lutely essential that you know the cost of the goods 


Do not let the fact that it 


Unless you know 


your business that are absolutely essential to success 
to-day. 

The writer trusts he has been of service to you 
and if we can be of any assistance in your account- 
ing methods, we are sure that you will call upon us. 

Very truly yours, 
HARDWARE AGE. 
T. W. SNEAD, 
Business System Department. 





THE HARDWARE AGE System of Simplified Ac- 
counting will cost $15, and will include: 

1 sectional post binder, bound in genuine gray 
army duck with heavy leather corners. 

200 daily record loose leaves. 

1 daily sales binder bound in gray army duck. 

100 daily sales loose-leaf record leaves. 

Extra sheets can be obtained at a cost of $2 
per 100. 

Note: HARDWARE AGE has arranged with one 
of the largest loose-leaf manufacturers to have 








these systems manufactured for the benefit of its 
readers at a cost far below that for which the 
system could be purchased individually. Before 
deciding to install the system in your business 
read the complete series of articles. Do not make 
the mistake of making your business fit the sys- 
tem, but make your system fit the business. Write 
to the Editor of the Business System Department 
for complete instructions if you have not all the 
issues. 











Representatives from every State in the Union were among the 150 delegates present at the sales conference of 
the district and branch managers of the Fisk Rubber Company, Chicopee Falls, Mass., which was held recently 
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The concern has grown from a small building in 1899 with only 27,000 ft. of floor space, to a plant of about 20 


Derives Valuable Information 


from Hardware Age 


MOUNT VERNON, OHIO. 
To the Editor: 
Enclosed find check for $2, subscription to HARD- 
WARE AGE for another year. 
We look forward to every issue of HARDWARE AGE 


buildings and a floor space totaling more than 30 acres 





from which we derive very valuable information. If 
you were to visit our store you would see many 
hardware selling kinks in use taken from the weekly 
issues, 
Please mail us copy No. 2 of Roy F. Soule’s “Hard- 
ware Selling Kinks.” 
Very truly yours, 


G. R. SMITH & Co., 
C. J. Woops. 
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HE one big theme of the annual convention of 

the South Dakota Retail Hardware Associa- 

tion, held at Sioux Falls Feb. 27, 28 and 
March 1 and 2, was community co-operation. At 
every session of the convention this subject or some 
angle of it was introduced. Question Box discus- 
sions inevitably swung around to incorporate some 
phase of community effort and community develop- 
ment. 

The meeting brought out the greatest number of 
exhibitors in the history of South Dakota hardware 
gatherings. The report of the secretary revealed 
a substantial growth in membership during the 
past year, while the registration of the convention 
passed all previous records. 

The convention was opened on Tuesday afternoon, 
Feb. 27, by President A. E. Morgan. M. L. Corey, 
secretary of the National Retail Hardware Associa- 
tion; H. S. McIntyre of the Hardware Trade, and J. 
C. Flood of E. C. Atkins & Co., spoke at the opening 
session. 

President A. E. Morgan in his address touched 
briefly on association work, of the value of close 
co-operation with the National Retail Hardware 
Association and the State body, and of his grati- 
fication in the rapidly increasing number of mem- 
bers. 

Following Mr. Morgan, Secretary Parker read 
his report. He also touched upon association work 
and explained to the merchants the real service the 
South Dakota State Association can render. In the 
year of 1915, the secretary stated, the South Dakota 
Association had 192 members. In 1916 225 mem- 
bers were enrolled and the number of new members 
added during the first two months of the year would 
seem to indicate that 300 would not be too big a 
mark at which to aim for 1917. Mr. Parker spoke 
warmly of the great work being done by trade pub- 
lications and suggested that the members follow 
them closely. 

The report of the treasurer indicated that the 
finances of the association were in a very satisfac- 
tory condition. 

The general topic handled in the open forum at 
the Question Box session was “The Community’s 
Business.” The results of this discussion indicated 
a belief that the same co-operative effort which had 
resulted in the building up of the State and na- 
tional hardware associations should bring like re- 
sults in buildirg up a better spirit of co-operation 
between business men and consumers of every lo- 
cality. 

All Sessions Open to the Public 

Owing to the rather widely spread sentiment 
among the members in favor of eliminating the 
executive sessions and replacing them with open 
sessions, the board of directors concluded at a 
special meeting to make all sessions of the conven- 
tion open to the public. 

M. L. Corey, secretary of the National Retail 
Hardware Association, was the first speaker of the 
afternoon. Mr. Corey outlined some of the work 
being done by the national body and told of the plans 
for the future. H. M. Clark, Lakefield, Minn., spoke 
for a few minutes on the subject of “Community 
Co-operation,” outlining some actual examples of 
what had been done to bring together the farmer 
and the business man. “Hardware Mutual Insur- 
ance” was the tonic taken up in the open session at 
this meeting. The question of adequate insurance 


Community Co-Operation Big Theme 
at South Dakota Convention 
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to cover increased stock values due to existing price 
conditions was carefully considered, as well as em- 
ployers’ liability insurance. 

“The Farmers’ Trade and How to Hold It in the 
Local Trade Center” was the subject of an address 
on Thursday, March 1, by A. E. Chamberlain, rep- 
resentative of the Agricultural Publishers’ Associa- 
tion. Mr. Chamberlain briefly traced the growth of 
what is now commonly known as the Trenton Idea, 
telling of the conditions as he found them in that 
Missouri town both before and after the community 
work was taken up. The speaker sounded a word 
of caution when he said that the merchant should 
be careful not to make the mistake of approaching 
the proposition purely from the standpoint of doing 
something for the other fellow. “Don’t everlast- 
ingly harp on what you as business men are doing 
for the farmer,” he said. “In the final analysis 
every act is based upon selfishness. There are vari- 
ous degrees of this. The retailer should practise 
intelligent selfishness; should realize that every time 
he aids the farmer in securing a better market for 
his farm products, or enables him to increase his 
crop yield, or does anything to add to his purchas- 
ing ability, he, himself, is benefiting through the aid 
that is being given to the farmer. Everyone should 
be held as a partner in all the interests and affairs 
of the community. And to make a success of this 
work the business man should approach the propo- 
sition from this angle.” 


The Question Box 

“The Business of Selling” was the subject taken 
up at the Question Box session. The topic was di- 
vided into three sub-divisions, each under the charge 
of a separate leader. The merchants first of all 
discussed the business of selling from the stand- 
point of advertising; second, from the standpoint 
of the actual making of the sale, and third, as it 
related to credit and collections. The merchants 
rose to the occasion and expressed their views fully 
on the subject. 

On Friday the South Dakota Stove and Sales- 
men’s Association held a joint session with the 


; South Dakota Hardware Association. The meeting 


was presided over by President Collins of the former 
organization. In his address of welcome the presi- 
dent called attention to the interdependence of the 
traveling man and the retailer, pointing out that the 
best interest of each called for the closest possible 
co-operation. 

O. H. Dyar, representative of the Malleable Iron 
Range Company, gave a talk on the subject of 
“Stove Complaints” in which he stated that the 
common stove ailments were due in 99 per cent of 
the cases to some reason not the fault of the stove 
or range itself. E. F. Smith of the Michigan Stove 
Company, J. C. Flood of E. C. Atkins & Co., and 
E. J. Mannix of Sioux Falls gave brief talks at this 
session. 

At the final session the following officers and di- 
rectors were elected: President, G. S. Maxwell, 
Sioux Falls; vice-president, C. M. Halpenny, North- 
ville; secretary, F. J. Shephard, Mitchell; treasurer, 
H. C. Parker, Murdo. 

Executive board: A. E. Morgan, Parker; H. B. 
Johnson, Alexandria; G. S. Maxwell, Sioux Falls; 
C. M. Halpenny, Northville; F. J. Shephard, 
Mitchell; H. C. Parker, Murdo, and W. D. Towslee, 
Watertown. The time and place of the 1918 con- 
vention will be announced by the executive board. 
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WASHINGTON, March 12, 1917. 
HE Sixty-fourth Congress expired at noon on 
Sunday, March 4. No tears were shed over 
the dear departed, for few Congresses in the 
last half century have made so poor a record. 

It did many things it should not have done and 
left undone many others it should have done and 
there was very little health in it. It died in a Sen- 
ate filibuster that resulted in the humiliating de- 
feat of the bill giving the President authority to 
arm merchant vessels and the failure of no less 
than seven of the big annual appropriation bills, 
thereby forcing an extra session which the Presi- 
dent has called to meet April 16. 


Made the Money Fly 


It was slower than cold molasses in January in 
providing funds for preparedness, but it scattered 
hundreds of millions of the people’s money for all 
sorts of doubtful projects, including a Government 
shipping board, a farm loan board, a good roads 
fund, a federal armor factory which probably will 
never make any armor, a Government nitrate plant, 
which will only be able to make its product at fab- 
ulous cost, and a dozen other equally visionary 
schemes. The total expenditures have not yet been 
footed up, but they will probably double those of any 
previous Congress. 

But the exasperating filibuster on the armed 
neutrality bill, conducted by twelve men who were 
deaf to the President’s appeal to grant him power 
to protect Americans on the high seas, has had one 
important result. The hoary rules of the Senate, 
framed when Adam was a little boy, have at last 
been revised so that a two-thirds majority in that 
august body can finally bring a pending question to 
a vote. 


Will Shorten Sessions of Congress 


This will mean that the Senate, though still en- 
titled to be regarded as a deliberative body, can do 
business when it finally decides that it really wants 
to. Incidentally the adoption of the so-called cloture 
rule, as proposed, will probably shorten the average 
long session of Congress by a full month. Here, at 
least, is something to be thankful for. 

If the Sixty-fourth Congress has displayed en- 
ergy in any direction it has been in the levying of 
new taxes. Although the majority leaders of both 
houses still defend the Underwood-Simmons tariff 
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The Sixty-fourth Congress—What It Did and Did Not Do 


BY W. L. CROUNSE 


ton News 


act as a wise and adequate measure, they have 
been forced at each session of the Congress just 
ended to pass a new taxing law levying heavy bur- 
dens on the people. 

At the first session they put through the so-called 
Omnibus Revenue bill, doubling the income tax and 
levying a 12'% per cent impost on the munitions 
makers. During the second session they discovered 
and adopted the excess profits tax, which has added 
so much to the joy of living in the warring coun- 
tries of Europe. 


Some Sins of Omission 


Notwithstanding the fact that the Sixty-fourth 
Congress sat continuously from Dec. 6, 1915, until 
March 4, 1917, with the exception of a recess of less 
than three months in the fall of 1916, it failed to act 
upon scores of important measures urged by the 
President and by the most farsighted business men 
of the country. Among those thrown overboard 
were the bills included in the President’s program 
of railroad legislation, the Webb bill legalizing ex- 
port combinations, the measure authorizing the 
President to take over the output of American ship- 
yards building for foreign dwners in time of war 
or national emergency, the Kenyon Honest Paint 
bill, and the Stevens Price-Maintenance bill. Big 
measures, these, and all entitled at least to be voted 
upon. 

The sky did not fall, but, as I predicted, the Sen- 
ate finally passed the Kitchin Revenue bill, carrying 
the excess profits tax. Republicans and Democrats, 
mindful of the great emergency confronting the 
country, tossed aside all personal considerations and 
permitted the bill to come to a vote without resort 
to filibustering tactics. 

As the majority leaders commanded more than 
sufficient votes on their own side of the chamber 
to put the bill through, the minority felt free to 
record their opposition to the principles underlying 
the excess profits tax and they therefore voted solid- 
ly against the measure. 


Chairman Simmons Springs Surprise 


Just before the revenue bill was brought to a vote 
Chairman Simmons, of the Finance Committee, 
sprang a surprise on the minority. It was a card he 
had had up his sleeve for several days and was 
suggested by the exceedingly critical parliamentary 
situation. 
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The Finance Committee had reported the Kitchin 
bill with a large number of amendments of more or 
less importance. If these modifications were adopted 
by the Senate the bill would have to go back to the 
House for concurrence and in all probability would 
be sent to a conference committee to be finally licked 
into shape. 

All this would mean delay and with only three and 
a half days of the session remaining delays would 
not only be dangerous, but probably fatal. 

To meet this situation Mr. Simmons announced 
that the Finance Committee would abandon all its 
amendments and offer the bill for passage in exactly 
the form in which it came from the House. The re- 
sult was a single, hasty roll-call at a late night ses- 
sion by which the bill was passed by a vote of 47 to 
33 cast on strict party lines. 

Then Senator Simmons, with a big load off his 
mind, yawned luxuriously and stretched himself out 
on a Senate sofa for a much needed nap. 

The acceptance by the Senate of the House rev- 
enue bill without amendment operated to make no 
important change in the. provisions of the excess 
profits tax as recently given in this correspondence 
except that the section providing for the automatic 
repeal of the tax on July 1, 1921, was eliminated. It 
will now be necessary for Congress to pass a meas- 
ure specifically providing for the repeal of this tax. 


Hard on the Munitions Makers 


The acceptance of the House bill without change 
will also have an important consequence for the 
munitions makers. By a special amendment the 
Finance Committee changed the omnibus revenue 
law of Sept. 8, 1916, so as to provide for the repeal 
of the munitions tax six months after the end of 
the European war instead of in one year there- 
after, as stipulated in the,omnibus act. In accept- 
ing the House revenue bill this amendment was 
necessarily thrown overboard and in consequence 
the munitions makers will be called upon to come 
across for a full year after the cessation of hos- 
tilities in Europe. 

The concession embodied in the Senate amend- 
ment was intended to offset the fact that munitions 
makers will be obliged to pay the 1 per cent cor- 
poration tax, the 121% per cent munitions tax, and 
the 8 per cent excess profits tax, not to mention the 
supertax paid by all stockholders whose dividends, 
added to their other income, exceed $20,000 per an- 
num. Even the Finance Committee, with its Oliver 
Twist appetite for more revenue, saw the injustice 
of pyramiding tax burdens in this fashion and there- 
fore provided for the early repeal of the impost on 
munitions. 

While the munitions tax will be collected for a 
full year after the termination of the war, it is al- 
together probable that this levy will cease to be pro- 
ductive soon after the declaration of peace, as war 
orders will then dwindle rapidly. Uncle Sam will 
therefore probably get next to nothing from this 
source during the last six months of the year fol- 
lowing the war. 


Hard Fate of the Webb Bill 


The Webb bill fell by the wayside. This important 
measure legalizing export combinations and designed 
to permit Americans to meet their competitors in 
foreign markets on something like an even footing 
has been in a very precarious position for nearly a 
month and nothing short of a miracle could have 
brought about its enactment. 

In these matter-of-fact days miracles are few and 
far between and the Webb bill went to its fate 
us the result of an every-day filibuster on the part 
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of Senator Robert Marplot L. Follette, champion 
long-distance talker of the Senate. It was an up. 
timely end to a movement that had enlisted many of 
the most farsighted business men of the country, 
but it will teach a lesson by which the champions ot 
this legislation will profit in the coming Congress. 

A backward glance at the history of the Webb 
bill will show not only why it failed but what steps 
should be taken to insure its passage when it js 
again taken up. A little forethought will save a 
lot of time and there will be no charge for the ad- 
vice here given. 

The Federal Trade Commission drew the Webb 
bill. It was then approved by the President and in- 
troduced by the Chairman of the House Judiciary 
Committee. 

It ran the gauntlet of the best lawyers in the 
House and was reported without a dissenting voice 
and without the change of a word or letter. When 
taken up on the floor, however, the House was in 
the turmoil characteristic of the closing days of a 
session and the pilots of the bill found it necessary 
to steer their little craft between Scylla and 
Charybdis. 


Two Horns of a Dilemma 


On the one hand there was the certainty of de- 
lay if all amendments were opposed, while on the 
other the projected changes would undoubtedly 
weaken the bill and serve to complicate the situation 
that would confront the measure in the Senate. 
Choosing what was believed to be the lesser of the 
two evils, the House leaders accepted the amend- 
ments offered and hurried the bill over to the Sen- 
ate in the hope of having it attached as a “rider” 
to the then pending omnibus revenue bill. 

This was last September, within four or five 
days of the end of the session. Pressure for ad- 
journment was tremendous and Senators were 
keyed up to such a pitch as to be willing to slit each 
other’s windpipes to gain a parliamentary advantage 
for the measures in which they were interested. It 
was a black prospect that confronted the Webb mill. 

The attempt to add the measure to the omnibus 
revenue bill failed. Senator Simmons declared that 
to place such a “rider” on the omnibus bill would 
either kill both measures or keep Congress in ses- 
sion another six months. 

So the Webb bill was dropped. In the congested 
state of the Senate calendar it never had a chance 
to be considered as an independent proposition. Sen- 
ator Newlands, Chairman of the Interstate Com- 
merce Committee, put it in his pocket and after- 
wards transferred it to a committee pigeonhole, 
where it rested until the business men of the coun- 
try, with the co-operation of the big trade papers, 
brought it back to life at the notable hearings held 
early in January. 


Rewritten in Senate Committee 


The necessity for eliminating the House amend- 
ments was pointed out at the hearings and the com- 
mittee agreed to make the desired changes. Senator 
Pomerene, however, decided that certain provisions 
of the bill should be safeguarded to prevent the in- 
direct restraint of domestic commerce as the re- 
sult of the organization of export combinations, and 
secured the adoption of some far-reaching amend- 
ments. 

Careful study of the Pomerene amendments has 
convinced the friends of the bill that their adop- 
tion has not rendered the bill any less effective for 
the purpose for which it was intended, although 
business men combining to extend their foreign 
trade will have to exercise great care in order that 
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they may not be brought to book on the charge of in- 
eidentally restraining domestic commerce. 


Crowded Out by Budget Measures 


When the Webb bill was finally reported by the 
Senate Committee it stood a fair chance of passage. 
Subsequently, however, the parliamentary situation 
in the Senate became so complicated as to preclude 
action on any proposition other than the big budget 
measures and the Administration’s war measures. 

Now, let us take a look at the prospect ahead of 
the Webb bill. If the extra session of Congress is 
not limited to special measures it will, of course, be 
reintroduced and vigorously urged, and in any event 
it will be brought forward promptly at the begin- 
ning of the next regular session. 

At this juncture I make bold to offer a suggestion 
to the promoters of this legislation based upon some 
thirty-odd years’ observation of Congressional pro- 
ceedings. In my opinion the bill can be passed early 
in the next session provided certain pitfalls are 
avoided. 

Friends of the Webb bill, who were largely instru- 
mental in inducing the Federal Trade Commission 
to draft it, are proposing that it shall be reintro- 
duced in the form in which it was prepared by the 
commission,‘ and they claim that it can be passed 
in the House without the addition of the amend- 
ments which were added to the measure in that body 
last August. This, I believe, would be a mistake. 


How the Bill May Be Passed 


| am positively assured by leading members of the 
Senate Committee on Interstate Commerce that the 
bill cannot be reported by that committee and cer- 
tainly cannot pass the Senate without the Pomerene 
amendments. There is, therefore, one plain course 
to be pursued that will promise early success. 

Let the friends of the bill in both House and Sen- 
ate redraft the measure to meet the views of the 
Federal Trade Commission and of the majority of 
the Senate Committee on Interstate Commerce, and 
then launch a vigorous campaign to pass the meas- 
ure through both houses without changing the dot- 
ting of an “i” or the crossing of a “t.”” With these 
tactics the bill will start on its way in the form in 
which it can count upon approval in the Senate and 
after its passage by that body it will not be neces- 
sary to return it to the House for concurrence or 
reference to a conference committee. 

Of course, with two years ahead of them it may 
be possible to fight the bill through both houses in 
the orthodox way attempted at the session just 
ended, but this will probably mean that the entire 
twenty-four months will be consumed in the process. 
In the meantime the big German cartels, the French 
comptoirs and the English trusts will eat the Amer- 
ican exporters alive! 


Handbook for Trade Organizations 


The Department of Commerce is about to issue a 
big handbook that will no doubt prove to be one of 
the most popular Government publications that ever 
came off the big presses of the Government Printing 
Office. It is a compendium of the commercial and 
trade organizations of the country and is the work 
of E. A. Brand, Assistant Chief of the Bureau of 
Foreign and Domestic Commerce. 

In addition to describing the various administra- 
tive problems that confront the average chamber of 
commerce, such as the mediums of municipal pub- 
licity, methods of securing and holding members, 
raising an adequate fund for conducting work, as- 
signment of duties to committees, plans for erect- 
ing permanent quarters and training men for secre- 
tarial work, there are a number of chapters on trade 
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subjects and upon problems that have special bearing 
on thi#’small as well as the big town. The book also 
contaizis a complete summary of the lines of work 
which are pursued by the so-called trade associa- 
tions in the various industries and a résumé of the 
functions and activities of foreign chambers of 
commerce in every part of the world. The volume 
has the distinction of being the first published work 
containing a description of the field covered by the 
American chambers of commerce abroad. Numer- 
ous photographs and charts will be used in illustrat- 
ing the book. 


Working for the Small Business Man 


The author of this comprehensive and exceedingly 
useful compendium is one of the quiet but efficient 
workers whose thorough methods are rapidly earn- 
ing for him a most enviable reputation. Mr. Brand 
has been an official of the Department of Commerce 
since its organization, having begun as assistant to 
the chief of the Bureau of Manufactures, which 
was subsequently consolidated with the Bureau of 
Foreign and Domestic Commerce. He is one of 
the few officials who have kept the small American 
business man in mind as well as the big fellow who 
wants to extend his foreign trade. 

At the same time he has labored most intelligently 
in building up our foreign commerce and since the 
beginning of the European war, in spite of obstacles 
that would have daunted a man of less courage and 
energy, he made a long tour of the American con- 
sulates of England and continental Europe to study 
the business methods of the American commercial 
attachés and the trade promotion work of the con- 
suls. Mr. Brand’s comprehensive report, subse- 
quently laid before the Secretary of Commerce, has 
been the basis of many reforms and improvements 
in our foreign trade service. 

Brand does not employ the services of a brass 
band, but every American business man who glances 
at the splendid volume he has just completed will 
give him a vote of thanks. 


Colt’s New Prices 


{* has been the policy of the Colt’s Patent Fire 

Arms Mfg. Company, Hartford, Conn., to refrain 
as long as possible from advancing prices on Colt 
revolvers and automatic pistols but conditions have 
made it necessary to revise the price schedules. No- 
tices and lists showing the new prices effective 
March 8th have therefore gone out to the trade. 

Copies of the new price lists for distribution to 
customers will be sent dealers on request. 


Wife’s Perversity 
LD CRABTON is particularly severe upon his wife 
in argument. During a recent passage-at-arms be- 
tween the two his wife managed to interpose with: 

“My dear, I wish you wouldn’t be so very positive 
about everything. Remember, there are always two 
sides to every question.” 

Whereupon Old Crabton roared back at her: “Well, 
that’s no reason why you should always be on the 
wrong side.”—Exchange. 


A Definition From the Trenches 


“What are diplomats?” 
“Diplomats .are the people who do the quarrelling 
while we do the fighting.”—Washington Star. 


A. R. Sisson of Chattanooga, Tenn., is now rep- 
resenting Henry Disston & Sons, Philadelphia, Pa., 
in their southern territory, east of the Mississippi. 
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Prospects Bright 
for Big Modern 
Toy 





ELL Toys Made in America” is the slogan of 

the toy manufacturers and distributors who 
exhibited at the Annual Toy Fair held at 
the Breslin, Imperial and Union Square hotels, in 
New York City. The enthusiasm displayed over toys 
made in our own country was never equalled when 
foreign-made articles comprised a large share of our 
annual toy business. And not the least of the satis- 
faction arises from the fact that the toys sold this 
year will be mainly “our own” toys, and that there 
is an appreciable demand for toys made of better 
material than ever before, better finished, better 
designed and consequently at higher prices. 

The toy industry of this country has grown very 
rapidly in the past few years. Statistics recently 
compiled by the New York Tribune show that in 
1859 there were an even dozen toy establishments 
supplying the demand for American factory-made 
toys. During that year our imports of toys 
amounted to something like $353,000. Since that 
year, with a growth in population of but 219 per 
cent, the number of establishments in the United 
States where toys are made has increased by 2317 
per cent, the value of the products by 7377 per cent, 
the imports by 2336 per cent and the per capita ex- 
penditure for toys by 1165 per cent. In 1859 there 
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were twelve establishments, representing an in- ’ 


vested capital of $87,000, and turning out products 
worth $184,000. In 1914 there were 290 establish- 
ments in the United States, with an invested capital 
of $10,484,000, and making products with a value 
of $13,757,000, and the last two years have seen 
more rapid advances than ever before, both in the 
number of concerns manufacturing toys and the 
value of the output. 





The “Shoo-Fly” chair horse made by the Benner Mfg. 
Company, Lancaster, Pa. 
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Toy Fair 








and Distributors 
Exhibit at New 
York Hotels— 


Miniature Machine Tools 


The miniature machine tools exhibited by the 
Alexander Kraemer Company, Dayton, Ohio, hold 
a double significance for hardware merchants. 
First, because they are really practical toys that 
can be sold at a moderate price to yield a fair profit, 
and second, because the sale of these toys should 
result in an increased interest in tools and the wider 
use of them. 





The “Tad-O-Bile” is made for outdoor use of little tots 


These miniature machine tools are really very 
practical machines, built of fine material. With 
them a boy can really do on a small scale the work 
that can be done with the machines after which 
these toys were patterned. This was shown by 
actual demonstration at the fair. 

The line includes a lathe that retails for $3; a 
circular saw, $1; sanding machine, $1; buffer and 
grinder, $2; press punch, $3; jig saw, $3; drill 
press, $2.50, and battery motors, from $1 to $4. 
The smaller toys can be operated by the small 
motors; the motor retailing at $3 will operate sev- 
eral of them. A special motor can be had that will 
run on either alternating or direct current. The 
bodies of these machines are nicely finished in black 
enamel and other parts in natural steel or in nickel- 
plate. The machines are operated by both chain and 
belt drive. 

“Tinkerpins” 

The game of “Tinkerpins,” brought out by the 
Toy Tinkers of Evansville, Ind., has been improved, 
and will be sold this season for $1. The rules gov- 
erning the game are somewhat the same as those 
used in bowling, except that no “spare” is allowed. 
A little roller is spun in the hands and started on 
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its course down an alley, setting up the pins for the 
other player as it moves. The object is to knock 
down all the pins, if possible, without allowing the 
roller or “ball” to drop into a groove at the end of 
the alley. The game can be folded and packed in a 
small box. 

Chair Horse 

D. C. Henry, Auburn, N. Y., exhibited the coaster 
wagons, toy wagons and carts, and toy furniture of 
the Sheboygan Coaster & Wagon Works, Sheboygan, 
Wis., and a line of “Shoo-Flies,” swings, see-saws, 
and other novelties made by the Benner Mfg. Com- 
pany, Lancaster, Pa. 

One of the new items of the Benner Mfg. Com- 
pany is the “Shoo-Fly” chair horse, which we illus- 
trate. This is strongly made and beautifully fin- 
ished with either a red base and white body or all 
white with black trimmings. The seat is uphol- 
stered in corduroy. The chair is supported by 
stout rods, on which it swings. This “Shoo-Fly” 
with a red base can be sold from $4 to $4.50, and 
with all-white finish from $4.50 to $5. Several 
other new toys are shown, among them an attractive 





The “Rockaway” auto is a 1917 model of the rocking 
horse 


indoor see-saw and a number of swing toys similar 
to that described. The Sheboygan Wagon Works 
featured a line of toy furniture and an extensive 
line of boy’s coasters, wagons, etc., including a 
complete fire apparatus. ° 


Croquet Sets 


The Saginaw Wood Products Company, Gaylord, 
Mich., displayed eleven new numbers of croquet sets 
that have been added to its extensive line. These 
are of the better quality, and sell at retail at prices 
varying from $2 to $7 a set. 


“Jitney Car” 


This concern also featured a new line of children’s 
coasters, known as “Jitney Cars.” These are made 
in a number of patterns and sizes, following the 
general design of that illustrated here. They are 












A fully equipped toy automobile put out by the Sturte- 
vant-Murray Mfg. Company, Detroit, Mich. 


well made and finished. In addition to the model 
shown, which has solid wheels, others have rubber- 
tired wheels with ball bearings. 


The Gilbert Line 


The A. C. Gilbert Company, New Haven, Conn., 
exhibited several new items in addition to its regu- 
lar lines of “Erector,” “Mysto Magic,” etc. 

One of these was a wireless outfit made to sell 
at $5 and the two others at $10 each. The $5 outfit 
is known as a house-to-house set. It contains two 
complete outfits so that two boys may work 
together. With the $10 receiving set one can re- 
ceive messages at a distance of over 500 miles; the 
$10 sending set will transmit under suitable condi- 
tions at a distance of 5 miles. 

This concern has also added three new electrical 
sets in addition to the $5 set placed on the market 
previously. These sets will retail for $1, $3 and $10. 
The Gilbert Erector was, of course, given the most 
prominence. Several unusual models were exhib- 
ited. 

“San-Duz-It” Toys 

The Gopher Toy & Novelty Company, Minne- 
apolis, Minn., exhibited at the fair an entirely new 
line of sand-operated motion toys. The sand is 
poured into a funnel at the top. As it falls through 
the small opening it strikes a swinging object and 
causes it to move back and forth at a lively rate. 
Several of these toys are made to sell for 50c. and a 
few patterns to retail at $1 or more. 


Waterproof Tennis Racket 
Clarence Kinne, Pawtucket, R. I., representing E. 





This automobile chassis, built entirely of Structo, was complete in almost every detail 














Kent, of the same city, exhibited a special water- 
proofing feature of the Kent tennis rackets. Six 
rackets, trademarked Kent’s “Hydro-proof” are now 
being sold with this waterproof finish on the gut 
and frame. In demonstrating this feature Mr. 
Kinne held a racket under a faucet and then placed 
it on a hot steam radiator without injuring the 
racket in any way. The waterproof compound, 
which is known as “Hydroproof-Racket-Lak,” is also 
being sold in small cans, each one containing suff- 
cient to treat a racket for one season. 


“Bizzy-Andy” 


The latest edition to the Wolverine line of gravity 
toys manufactured by the Wolverine Supply & 
Mfg. Company, Pittsburgh, Pa., is the “Bizzy- 
Andy” trip hammer toy which will be ready for the 
market very soon. It is operated by sand, and will 
be retailed for 50c. The company has also prepared 
a very attractive large-size lithographed cut-out for 
display purposes. 

Structo 


The Structo Mfg. Company, Freeport, IIl., ex- 
hibited several new structo engineering outfits, 
known as “Jr. Engineer,” “Structo Engineer” and 
“Chief Engineer.” They are to sell for $4, $6 and 
$12, respectively. 

This concern has also brought out a set of minia- 
ture automobile wheels for use in building a model 
automobile chassis. They very closely resemble the 





A miniature circular saw, sanding machine and lathe 
made by the Alexander-Kraemer Company 


Miniature machine toola made by the Alexander-Kraemer Company, Dayton, Ohio. 
7% in. high, and the other items are in the same proportion 









Hardware Age 





The punch at the left stands 








original. Four wheels, 2%4 in. in diameter, comprise 
a set, the retail price of which is $1. The company 
exhibited a model automobile chassis built with 
Structo and operated by a small electrical motor 
placed in the same position on the chassis as the 
regulation motor would be. The model was com- 
plete in almost every detail, including steering gear, 
differential, etc. 

















































































The Saginaw Wood Products Company has named this 
the “Jitney Car” 








Gravity Toys 





The John C. Turner Novelty Company, Dayton, 
Ohio, exhibited a line of gravity toy trains. In the 
one illustrated at the head of this article that por- 
tion of the track which is inside the station is lifted 
by means of a string and pulley until the little car 
is raised up to a point where it.can run on the 
elevated tracks. The force of gravity causes the 
car to run around and down the track until it enters 
the station again. 

The same idea is also utilized in a smaller outfit 
with a straight track. Provisions are made whereby 
the end of the track can be elevated, causing the 
train to run back and forth as the track is raised 
or lowered. This concern also makes larger engines, 
pullman cars and coaches intended to be drawn by 4 
string. 

The Sturtevant Murray Company, Detroit, Mich., 
exhibited a miniature automobile complete in prac- 
tically every detail. It had an adjustable, collapsible 
windshield, made in two pieces; an adjustable top 
made of imitation leather, with a window in the 
rear, special adjustable pedals for children of various 
ages and sizes, gear drive, knuckle steering gear, 
horn, two electric headlights and a red tail light, 
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and a spare wheel on the back. It can be had in a 
variety of finishes. The retail price is $35. This 
model can also be furnished without the equipment 
as a racer, and with a portion of the equipment if 
desired. 

The H. K. Toy & Novelty Company, Indianapolis, 
Ind., had on exhibition a line of electrical toys to 
which several additions have recently been made. 
One of these is an automatic pile driver run by a 
motor. When the weight has been elevated to the 
top by the motor it automatically trips and 
descends. It is a very attractive action toy, and sells 
for $2.50. 

Juvenile Cars 

A derrick was also shown which retailed at the 
same price, and a number of other special toys. 

The Skudder Company, Chicago, Ill., had advance 
samples of two new items, the “Toddle Car”’—a new 
pedal car for youngsters, which will sell for $3, and 
the “Spee Dee” car, which is operated by a lever. 
The seat moves up and down and gives a “horse- 
back” movement. It will be made in two styles, to 
sell at $5 and $6. 

The Dan Patch Novelty Company, Connersville, 
Ind., exhibited a new car for small children which 
is known as the “Tad-O-Bile.” It is made espe- 
cially for outdoor use. The body is enameled in 
bright red, striped and trimmed in black. It has 
a natural wood steering wheel and an imitation tank 
back of the seat. The axle is made of steel and 
the wheels have washer bearings. The steering 
device is similar to that used on automobiles. The 
length of the “Tad-O-Bile” is 35 in., and the height 
of the seat 12 in. The wheels are 8 in. in diameter, 
and have %%-in. rubber tires. 

Another new product of this concern is the 
“Rockaway” auto, which is made for indoor use. 
Turning the steering wheel causes the car to rock 
forward and backward. It is enameled in blue, 
with orange stripes and trimmings. The seat, back 
and sides are upholstered: The car has a starting 
crank in the front, a radiator cap on the top of the 
hood, and a tool box back of the seat. It is so de- 
signed that the youngster can enter it or climb 
out of it with little difficulty. It is 43 in. long, 19 
in. high and 15 in. wide. 

Space allows us to illustrate and describe but a 
few of the many toys shown at the Toy Fair. There 
were others on display that can undoubtedly be sold, 
and will be sold the coming season in our hardware 
stores. Those featured in this article have been 
chosen as being particularly suited for the great 
majority. Others which are still in the process of 
construction, and on which definite data and photo- 
graphs were not available, will be illustrated and 
described in the New Goods Department of Harp- 
WARE AGE, in later issues. 


Bissell Carpet Sweeper Com- 
pany’s Annual Meeting 


T the annual stockholders meeting of the Bissell 

Carpet Sweeper Company, March 2, the follow- 

ing officers were elected for the ensuing year: Mrs. 

Anna Bissell, president; T. W. Williams, vice-presi- 

dent; M. R. Bissell, Jr., vice-president ; F. M. Deane, 

treasurer and R. E. Shanahan, secretary and general 
manager. 

The directors are Mrs. Anna Bissell, T. W. Will- 
iams, W. E. Gill, Irving Bissell, M. R. Bissell, Jr., 
F. M. Deane and R. E. Shanahan. 

Two years ago vacuum sweepers were added to 
the line, since which time, we are informed, they 
have grown into a large factor in the company’s 
output. 





69 


Clinton Wire Cloth Company 
Reorganized 


T HE Clinton Wire Cloth Company, Clinton, 
Mass., has been reorganized with capital of 
$2,500,000, consisting of $1,000,000 common stock 
and $1,500,000 of 6 per cent preferred stock. 
All the former owners have retired from the com- 
pany with the exception of the Fairbanks and Stod- 
der interests. The new officers are Stuart W. Webb, 
president; Charles F. Fairbanks, treasurer, and 
these officers together with the following constitute 
the new board of directors: Rowland W. Boyden, 
Wallace B. Donham, Hermann F: Clarke, all of Bos- 
ton, and George T. Stodder of Bangor, Me. Mr. 
Webb will assume charge of the manufacturing and 
Mr. Fairbanks will direct the financing and sales. 

The company will continue to produce the lines 
of structural products and wire cloths for which it 
has established a high reputation here and abroad. 
One of the early developments will be the establish- 
ment of a plant in the Middle West to better serve 
its western customers. Manufacturing facilities at 
the main plant at Clinton, Mass., will be largely ex- 
tended and an aggressive sales and manufacturing 
policy will be inaugurated. The list of products of 
the company which has been constantly expanding 
in the past years will be still further added to and 
both the manufacturing and sales organizations of 
the company will be reorganized to adapt them to 
the new policies. The company is just placing on 
the market a new brand, “The Pilgrim,” of wire 
cloth in the hardware grades which is galvanized 
after weaving by a new process developed and pat- 
ented by the company and for which many points 
of superiority are claimed. 

The principal office of the company will continue 
to be maintained in the Sears Building, Boston, and 
nearly the entire eleventh floor of the Flatiron 
Building, New York, is to be occupied shortly as a 
sales office. Albert Oliver & Son will be sole sales 
agent for structural products in the territory east 
of the Rocky Mountains with headquarters at New 
York. Royal D. Bradbury, well known as a con- 
sulting engineer in structural engineering, will 
become manager of sales of structural products and 
will devote some of his time to the further develop- 
ment of this line. 

The Clinton Wire Cloth Company was organized 
in 1846, incorporated in 1856 and reorganized in 
1866. There has been but little change in ownership 
since that time until the present reorganization. 


Wheeling Corrugating Now 
Whitaker-Glessner Company 


THE Whitaker-Glessner Company, Wheeling, W. 

Va., which for a number of years has owned all 
of the capital stock of the Wheeling Corrugating 
Company, has assumed the liabilities and assets of 
that company. 

Except as to the name, no change has been made, 
and the business of the Wheeling Corrugating Com- 
pany is now conducted by the present organization 
under the name of Whitaker-Glessner Company, 
Wheeling Corrugating Department. The branch 
offices and warehouses will be continued as now 
located. 


THE PENNSYLVANIA RUBBER COMPANY is build- 
ing an addition to its shipping department which 
will double its capacity. The building is now in the 
course of erection and will be completed within a 
few months. 
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Making the Food Shortage 
Sell Hardware 


EANS have doubled in price. Canned 
B vegetables have learned a lesson from 
metals and are advancing with disconcerting 
regularity. Potatoes are still rated as vege- 
tables but are commanding fruit prices. 
Strawberries in January have little on the 
lowly spud and vegetables in general are 
crowding old bills and inventory records for 
a place in the vault. 

The farmers, even in short crop districts, 
are finding plenty of smile material despite 
freight congestion and the federal investiga- 
tion of food control. There is a lot of joy 
out behind the barb wire fences which mark 
the boundaries of King Farmer’s domain, 
but in the villages and cities there are mil- 
lions of wage earners who did not or could 
not fill their cellars last fall with the common 
vegetables which form such an important 
part of each day’s meals. The hotels and 
dining cars and restaurants and boarding 
houses and lunch counters have raised their 
prices and their patrons have joined the 
housewives in loud lamentations or vigorous 
kicks. Irate individuals and deeply con- 
cerned committees have “put it up” to the 
grocers with reason, vehemence and warn- 
ings, but the distributors have merely thrown 
up their hands, expressed their regret, 
offered their books for inspection and asked 
what they could do about it. Traced through 
the mazes of wholesalers and commission 
men the available supply of foodstuffs has 
been found to be short and many of the 
vegetables which under normal conditions 
are so plentiful as to be considered “very 
common” are for the first time in many years 
being fully appreciated. 

Too many ships loaded with “things to 
eat” have been sailing for the other side. 
We still have plenty of food but it isn’t prop- 
erly balanced. For instance, there is plenty 
of rice in the country, but there is a shortage 
of Irish potatoes. We have been so indulged 


in this great land of plenty that we do not 
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take kindly to the commands of necessity. 
We know that rice is as good or even a better 
starch food than potatoes, but by George we 
like the tuber better! 

For weeks past we have complained, 
argued and kicked, but sooner or later we all 
bump up against that stone wall question, 
what are you going to do about it? 

The answer is—HARDWARE. 

A lot of front foot property is going into 
gardens this year. A lot of people who have 
been artistically interested in flower beds are 
going to transfer their floral desires to bed- 
rock this spring. Tomatoes, cabbages, beans, 
peas and potatoes are going to be treated 
with more tender regard. Present prices are 
going to prove a great incentive to action on 
a spading fork, regardless of blisters. Lawns 
are luxuries—mighty sweet, pleasant whole- 
some luxuries, but they are luxuries just the 
same. We are going to hang onto our lawn 
mower land in the front yards, but a lot of 
us are going to spade up the sod in the back 
yard and plant sweet corn and cucumbers. 

The spring of 1917 can be made one of the 
greatest garden seed seasons of history. It 
is time to begin advertising. Necessity is go- 
ing to prove a master aid in disposing of our 
seeds this year. The hardware dealer who 
handles seeds and does not break records this 
spring is asleep to an exceptional opportu- 
nity. Many of the most progressive dealers 
are already opening their seed selling cam- 
paigns. And that is just the beginning. A 
rake, a hoe, a spade, a fork, a hand cultiva- 
tor, hose, nozzles—why there is practically 
no end to it. Most progressive hardware 
stores engage regular newspaper space. It 
is natural that they should desire to use that 
space in the most constructive manner. 
HARDWARE AGE offers the suggestion that 
strong newspaper copy be prepared at once 
enlightening the public on the possibilities 
of the home garden. Compare the prices of 
vegetables in your town with the prices of a 
year ago. Tell what can be raised on a plot 
of land 40 or 50 ft. square. Enthuse your 
people with the fun there is in it and couple 
that pleasure up to the freshness of the food, 
the wholesomeness of the exercise and the 
part each man, woman and child can play in 
relieving the world’s food shortage. A brief 
campaign in your local paper will brand you 
a progressive dealer and will bring you a 
business return well worth the effort. 

Special attention is called to the seed-sell- 
ing story in this issue. 





March 15, 1917 





-The Food Situation 


NYONE. in touch with the actual situ- 
A ation realizes that the high cost of 
living is to-day the serious and momentous 
problem of the hour. For it occupies the 
general thought and concern even more than 
the question of possible entanglement in war. 
In this problem the unprecedentedly high 
prices of all foodstuffs play a principal part, 
and rightly so, For wholesome and suffi- 
cient food at moderate prices is one of the 
requisites of an advancing civilization. Un- 
fortunately the stress of denial has so gone 
home to the many that we have been the 
victims of hysterical though well meant at- 
tempts at remedies, much fake advice, and 
that mass of superficial outpouring in the 
daily press which always obscures the real 
issues in such emergencies. 

What we need is an intelligent analysis of 
the situation, and the exercise of that com- 
mon sense which the nation invariably re- 
verts to, even though it may occasionally 
drag its anchor for a brief space. 

What first are the facts? The grain and 
other food crops of 1916 were not so much 
less on the whole than usual, but the real 
difficulty lay in the shortage of those two— 
wheat and potatoes—which are most largely 
used directly as human food. Most of the 
articles on this subject have a fashion of 
grouping all grain crops under the heading 
of human food, when they are nothing of the 
kind, save in relatively small ratio. Only a 
very small part of the corn, barley, rye and 
oats yields are ever eaten by human beings. 
The two staffs of life are potatoes and wheat, 
and when they are short in yields, as they 
were at the last harvest, we are up against 
a serious problem. 

It does not help the situation very much 
even if we have, as is the fact, a good supply 
of corn, oats, barley, and rice, if the average 
person does not like them and will not eat 
them save under stress of actual hunger. It 
is mere academic foolishness for would-be 
wise men to lecture to the poor, as was re- 
cently done in New York, that they ought to 
eat these things, when they do not and will 
not. You cannot change the eating habits of 
a nation in a few months, save under actual 
want. 

Added to this shortage in the all-important 
food products there exists an enormous de- 
mand from abroad for our foodstuffs, a de- 
mand, in fact, which has more than doubled 
our exports of these products since the be- 
ginning of the European war. Likewise we 
have had for nearly two years a flood-tide of 
prosperity, which has greatly increased the 
purchasing power of the many. In such 
periods and under such conditions we invari- 
ably eat and drink more things and more 
kinds of things than in normal times. In 
these two ways our domestic consumption of 


foodstuffs has increased out of all propor- 
tion to our growth in population. We have 
been wasteful and self-indulgent. Then, 
moreover, the cold storage proposition, sup- 
posed to be a reservoir of supply to stabilize 
prices, has done nothing of the kind. Rather 
it has given an opportunity for selfishness 
and criminal greed to capitalize the situa- 
tion. Nor has speculation been absent, 
though it has not often been possible to get 
on the trail of its machinations. 

The various much exploited marketings 
and new methods of distribution have only 
touched the fringe of the difficulty. New and 
efficient economic methods do not grow, like 
mushrooms, in a night. Moreover, the sal- 
aries and wages of the average man have not 
kept pace with the prices of commodities. 

Now what are we going to do about it? 
Obviously there is not very much that can be 
done before harvest time. Talk of embar- 
goes on exports of foodstuffs is idle chatter 
and will never be put into effect, save in situ- 
ations much more acute than at present. If 
we have an average yield of our agricultural 
products this year the situation will largely 
take care of itself. 

As a matter of fact, short as wheat and 
potatoes undoubtedly are, we have in the 
country a sufficient amount of food for all 
reasonable purposes, if only our methods of 
distribution were better and more econom- 
ical, and if railroad congestion and embar- 
goes did not further complicate the situation. 
There are to-day more food animals in the 
shape of livestock, more milch cows, and 
more poultry in the country than a year ago. 
Consequently there is more meat, more milk, 
more eggs and butter, being produced than 
twelve months ago. The thing that can be 
done and that is being done is to consume 
less than we have been doing. It is not a 
pleasant performance, though a very sen- 
sible and sometimes a healthy one. 

The effect of this policy is already appa- 
rent in the increase in supplies and the de- 
crease in prices in many food products other 
than meat and bread. There is but little 
doubt but that we have passed the worst 
stages of the situation. With spring near 
at hand we shall have an increasing number 
of vegetables and of all dairy and poultry 
products. Likewise the great summer 
harvest of grains is not far away, There is 
no doubt but that the acreage planted to 
grains and all food products this spring will 
break all records. Hogs, cattle, and poultry 
are slowly but steadily increasing in num- 
bers. Agricultural efficiency improves each 
year. The abnormal demand from abroad 
will cease with the end of the war. The 
growing intelligence and efficiency of the 
American farmer will demonstrate to us ere 
long his entire ability to provide the country 
with all needed food supplies under all ordi- 
nary conditions. 
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Annual Dinner of 


NCE each year the largest and most representa- 
O tive gathering of New England steel, iron, 

metal and hardware men takes place at the 
annual dinner of the New England Iron and Hard- 
ware Association. As always, the dinner held Feb. 
27 at the Hotel Somerset, Boston, Mass., was an in- 
teresting and largely attended affair. The atmos- 
phere at the dinner was distinctly patriotic. Be- 
hind the head table appeared the statement, “Our 
Toast, The United States of America.” The big 
ballroom was lavishly decorated with large flags 
and bunting and the favors for the guests were 
small silk flags. At the conclusion of the dinner 


musicians attired to represent the famous trio, “The 
Spirit of 1776,” made up of drummers and a fifer, 

















A. B. Marble 


marched about the hall and were followed in a pro- 
cession by the members and guests to the number 
of 250. 

At the head table were President Charles A. 
Adams, the Hon. Leslie M. Shaw, ex-Secretary of 
the Treasury; the Hon. Henry G. Wells, President 
of the Massachusetts Senate; the Rev. R. Perry 
Bush, the Hon. Samuel L. Powers, toastmaster, and 
Charles F. Bragg. President Adams made a brief 
speech and introduced the Hon Samuel L. Powers, 
who has been the toastmaster at most of the twenty- 
four dinners that the association has held—a mark 
of appreciation of his unusual ability in this ca- 
pacity. 

The Hon. Leslie M. Shaw was the chief speaker, and 
his discussion of national and international affairs 
was loudly applauded, particularly his graphic illus- 
tration of all business as a chair with three legs— 
capital, labor and good management, not capital and 
labor alone as is generally supposed. In part he 
said: “When hostilities end, our present prosperity 
will end. The belligerents will need less and pro- 
duce more. Their factories are not crippled, except 


in Belgium. As Lloyd George told Ambassador 
Herrick, ‘England is producing now four times as 
much as before the war; her exports to the United 
During 1916 they 


States are breaking the record.’ 


and Hardware Men 


George J. Mulhall 
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showed an increase of $592,000,000. Any current 
gains which the Government does not take from us, 
we had better conserve to have a reasonable balance 
against the coming of peace. 

“All the commercial nations of the world, except 
the United States, will get together and draft the 
most important treaty ever penned. What notice 
our requests may get I can’t predict. Having fought 
without our aid, they may not feel that they need 
our advice. If we want to enforce peace after the 
war, why not get in now? I would rather get in 
and help pick the winner than to have the winner 
pick me. 

“For our Government to own or manage ships 
would mean a loss which might better be put into 
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direct subsidies, or let the Government increase 
canal tolls to the maximum of what the traffic will 
‘bear and with the income encourage a merchant 
marine. 

“If it will protect us on the seas or wherever by 
treaty we are, American enterprise will do the rest. 
In less than fifty years our products will be enter- 
ing all ports and our land will be as potential in- 
ternationally as it is now great nationally. 

“But the Government must abandon its purpose 
to share in matters inconsistent with its proper 
functions. The limit of its prerogative is to see 
that the field is clear, to watch the great game of 
business, to remove obstructions beyond the juris- 
diction of individuals. It should not compete or 
monopolize the field, reducing the citizen to an at- 
tendant with broom, bucket and sponge and taxing 
him to the limit of endurance for losses that result 
from fumbling. 

“Without management, capital languishes and 
labor starves. No government and no community 
can supply management except industrial dictator- 
ship such as England and France have adopted, or 
strongly centralized autocracies such as Germany.” 

The Hon. Henry G. Wells, introduced by the 
toastmaster as a probable next governor, sounded 
a warning on the initiative and referendum, say- 
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ing that to give more power to voters would be to 
make us governed more than ever by a minority, 
pointing out the example of Oregon where only 65 
per cent of the population were registered and only 
55 per cent of those voted on referendum measures. 
The hyphenated Americans, he said, were not so 
dangerous as the Americans who failed to attend 
committee hearings, point out false arguments and 
in other ways shoulder the burdens of citizenship. 
Business men need to pay more attention to the 
political drift toward paternalism and legislation 
that destroyed initiative. 

The Rev. R. Perry Bush also delivered a speech 
with patriotism as its leading thought, speaking 
from the standpoint of a preacher who loved peace 
so well that he was ready to fight for it. 

The committee of arrangements consisted of A. B. 
Marble, chairman, R. M. Boutwell, Frank A. Mar- 
vin, Herbert Field, Charles A. Adams, E. E. Farn- 
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ham, Wilbur S. Locke, Fred L. Avery, Fred L. 
Greely, George J. Mulhall, Leon C. Carter and W. 
B. Ayer. This committee has the assistance of 
these business houses: The John B. Varick Com- 
pany, the Belcher & Loomis Hardware Company, 
Peter Gray & Sons, N. H. Bragg & Sons, the Dana 
Hardware Company, Dodge, Haley & Co., the A. C. 
Harvey Company, the Jones & Laughlin Steel Com- 
pany, the Congdon & Carpenter Company, Frank 
W. Brigham, Lackawanna Steel Company, the Her- 
rick Company, the Carnegie Steel Company, the 
Standard Horse Shoe Company and Avery & Saul. 

The reception committee—Roswell M. Boutwell, 
chairman, and the association’s capable secretary, 
George J. Mulhall—was as in years past most ac- 
tive in making the occasion a success, and the mem- 
bers adjourned with a forward look to the dinner of 
next year. 


The Diary of Dawson Black 


By HAROLD WHITEHEAD 


Instructor in Business Method at Boston University 


Section 33 


ONDAY, Feb. 21.—We had quite an interest- 
ing discussion at our meeting this evening. 
You remember my telling you last week about 
the idea which occurred to us to rent vacuum clean- 
ers and sending an operator with them, and while 
the man was in the house he was to push the sale of 
house furnishings? It listened very well, but we 
decided we couldn’t do it. It was Charlie Martin 
who put the kibosh on it. He said all the advertising 
literature we have of the vacuum sweeper showed 
women and children operating the machine, and 
that we would look like highway robbers to suggest 
that we should go into a house and run a machine 
of this kind. He also said: “Besides, don’t you 
think, Mr. Black, it would take us too much from 
our regular work, and either here or there we would 
have to have extra help?” 

After I thought the matter was dropped, Martin 
said, “Do you think that one dollar is sufficient to 
charge for a day’s use of that machine? Don’t you 
think we can get two dollars just as easily? Also, 
remember that if the machine has been out one day 
from our point of view it becomes unsalable after 
a day’s use.” 

“Do you think they will stand for that much?” 
asked Jones. 

“Oh, yes,” I chimed in, “I’m sure they will. It is 
going to save the women two or three days’ work; 
and, as you know, many people hire a man or woman 
to come for a day to beat the rugs and they can’t 
get anybody under two dollars a day, and it usually 
takes them more than a day to do the job.” 

So we decided to charge two dollars a day for the 
rent of the vacuum sweepers. 

“Why not have Fellows of the Flaxon Advertising 
a prepare a little folder on that?” suggested 

ones, 

“He is the man who got up that little Service 
booklet, isn’t he?” asked Martin. 

“Yes,” I answered. “Quite a clever piece of work 
that was.” 

“There’s only one thing I am wondering,” he said 
after a minute’s pause, “and that is, whether that 
booklet is in exactly the kind of language that you 
are in the habit of using. I wonder whether we 
could not have taken the same thought and ex- 


pressed it in the kind of language that we are in the 
habit of using.” 

“We might,” I replied, “but I don’t agree with 
you on the advisability of doing that. I believe it 
is the unusualness of that Service booklet which is 
making it so successful.” 

Let me tell you, little Diary, that that booklet has 
caused quite a lot of comment, but we have had to 
watch our service much more closely than ever be- 
fore. People are expecting us to live up to what we 
said. Perhaps it’s a good thing for us, for if we in- 
tend to dominate in service, as we surely do, we 
have got to be on the jump all the time to see that 
we “deliver the goods.” There’s one thing it taught 
me—and that is, whenever you advertise you have 
got to live up to everything you say or the advertis- 
ing hurts more than it helps. 

“You are right perhaps, Mr. Black,” said Martin, 
“but is it necessary to pay good money out to Fel- 
lows to prepare these special folders for us when 
we ought to learn to do it oyrselves? Why not drop 
them for a few months and see how we come out in 
handling our own advertising matter?” 

I was strongly opposed to this, because I felt that 
we should confine our efforts to running the store, 
and that as Fellows knew more about advertising 
than we did it was really cheaper for us to let him 
handle that and for us to put our time in doing work 
that we knew more about. 

Martin was so insistent, however, that I told him 
he could go ahead himself if he wanted to and work 
up an ad for the vacuum sweepers. He says he will 
do it, and if he does I will tell you about it; but I’m 
not going to drop Fellows. He has given us too 
many good ideas and I believe everything we have 
paid him is well worth while, even to get his opinion 
as an outsider on our problems. 

Jimmy gave us an idea which I thought was 
pretty good. “Say, Boss,” he said, “why don’t you 
put in a line of baseball goods?” 

“Barlow has always handled those,” I said, “and 
—and—” I trailed off to nothing because I realized 
that because Barlow handled those it was no reason 
why I should not, and if I stopped handling every- 
thing he did I would have very few goods in the 
store. I had to give up the idea of farm implements 
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because of the big hold he has on that business and 
the amount of money it required to carry the neces- 
sary stock. 

“I'm captain of the Little Tigers,” broke in 
Jimmy, “and if you put in baseball goods, why I can 
get all our gang to buy from here—and say, I know 
a couple of kids that would be glad to go and see the 
captains of the other kids’ teams around here—espe- 
cially if you were to give them a little rakeoff.” 

We all laughed—except Larson. “I think that is 
one of the best suggestions Jimmy ever gave us,” 
he said, “and perhaps by having some of Jimmy’s 
pals act as outside salesmen on a commission basis 
we might strike up some business which otherwise 
we would not get.” 

Here Martin broke in, “I know a house in Boston 
that would supply us with all the catalogs we wanted 
and we could sell from catalog if necessary, and 
they would give us a substantial discount for any 
orders we sent them.” 

“Write to them, Charlie,” I said, “and see what 
they’ll do.” 

Good heavens, Friend Diary, what a tremendous 
lot of different lines there are which a hardware 
store can handle—even if only for a brief season 
each year—and make some profit out of them. But 
you sure do have to keep on the jump to think of 
them all. I know my store would never have been 
handling the number of lines that we now have if it 
hadn’t been for the Monday meetings. These 
meetings seem to tone up all of us and once we have 
gone on record to do something we seem to strive 
hard to live up to it, so that we won’t let the other 
fellows have the laugh on us, which they certainly 
would if we fell down. I invented a motto to-day. 
It is this: 

“Eternal humping is the price of Success.” 

I asked Charlie Martin what he thought of it. 
He said, “It’s fine, and if you used the word vig- 
ilance instead of humping—why you are only about 
twenty-five hundred years behind the fellow who 
originated it!” 

Wednesday midnight, Feb. 23.—Who said twenty- 
three was an unlucky number? The man or woman 
who dared to vilify such a lucky number as twenty- 
three I hereby condemn as a miserable, pessimistic 
grouch, possessed of an ingrowing hatred for him- 
self and the rest of mankind, a yellow jaundiced 
scalawag whose only pleasure comes from being 
miserable. Outside of that he’s all right! 

I was at the station at 3.30 to-day, although 
Betty’s train was due in at 3.55—and then the train 
was fifteen minutes late! How I fumed and fretted 
at the inefficiency of our railroad service, but I for- 
got all that when the train finally puffed into the 
station and Betty tripped out of the car right into 
my arms. I can’t express to you the happiness I 
experienced—all the hundred and one things we 
had to talk over—all the foolish little stunts we 
did just like a couple of kids—but both of us su- 
premely happy! I extend my heartfelt commisera- 
tion to those poor benighted wights who don’t pos- 
sess a wife. 

I must go now—Betty’s calling. 

Thursday, Feb. 24——While I was in the middle 
of breakfast this morning the telephone rang. I 
jumped up to answer it and recognized Barlow’s 
voice. 

“That you, Black?” he said. 

“Yes,” I said. “Betty’s home!” 

“Glad to hear it,” he replied. “I wish you would 
drop into the store this morning if you can, will 
you?” 

“Sure,” I answered, but felt somewhat disap- 
pointed. He seemed to treat Betty’s return as a 
mere nothing. Still I suppose he knows no better. 
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When I joined Betty at the table I told her about 
my automobile arrangement with him. She seemeq 
very pleased at that. Betty thinks a lot of Barlow. 
I think more of him than I used to. I used to think 
of him as an old duffer. Now I know he is a quiet, 
thoughtful, progressive business man. 

As soon as I got into the store he beckoned 
me to the rear. “Say, Black, you’ve got some 
vacuum sweepers,” he said; “I’m not handling those 
things and I wish you’d send one up to the wife, 
She’s always said she wanted one. I'll pay you now 
—how much?” 

I told him the cost price and suggested that he 
pay me 10 per cent, which he said was perfectly 
agreeable. 

Then he said, “I couldn’t help laughing the other 
day. Martin seemed to be quite worried.” 

“Worried? What about? He was all right last 
night.” 

“I don’t mean Charlie; I mean Bill, at Martin’s 
garage. It seems somebody said that Martin who 
is with you is contemplating getting into the garage 
business, and Billy Martin thinks that the confusion 
of names will take a lot of business away from him.” 

“Who on earth said a thing like that?” I laughed. 

“Oh, you know these rumors get started. They 
start from nowhere and they carry on indefinitely, 
The best thing, of course, is to ignore anything like 
that.” 

“Funny that the name should be just the same, 
isn’t it? Especially when we——” 

He put a warning finger to his lips and then I 
remembered my promise not to mention to anyone 
our spring deal in automobile accessories and gaso- 
line. “I told Betty,” I said. 

“That’s all right; Betty has an excellent forget- 
tery.” 

“She came home yesterday.” 

“Oh, yes,” he said. “She’s been away, hasn't 
she?” 

(You can’t talk to a man like that, can you, 
Friend Diary?) 

Just as I was leaving he said, “I understand that 
your friend Stigler is contemplating getting out of 
his five-and-ten-cent business. 

I grinned. “Made it too hot for him, have I?” 

“IT don’t know about that,” he said, “but I under- 
stand that Woolton’s five-and-ten-cent store people 
are buying the place and adding it to their chain. 
Well, good-by,” and he turned abruptly and left me. 

When I walked back to the store I felt mighty un- 
comfortable—Woolton, the biggest five-and-ten-cent 
chain in the country next door. I didn’t mind some- 
how while it was Stigler, because he hadn’t sufficient 
money to carry big varieties as they do. Neither 
did he know anything about organization or mar- 
keting methods as the Woolton people do. 

As I neared my store I happened to notice Stigler 
and a short, thick-set man coming out of his five- 
and-ten-cent store. As they passed me Stigler said, 
“Howdy, Black,” with an attempt at joviality. Stig- 
ler has been looking much older lately. He wears a 
worried look. 

When I passed his store I noticed two dapper 
young men busily writing. I had a hunch they were 
stock taking. 

I told Martin and Larson about it. Larson poo- 
pooed the idea of being afraid of the competition. 
Martin felt differently, however. 

I expect the Woolton people will take over the 
store on the first of the month, and if so they will 
advertise big bargains the day before. They are go- 
ing to have crowds of people visiting them the first 
two or three days the store is opened, because they 
always offer as leaders some tremendous values. I 
mentioned this to Martin. “The thing we've got to 
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do, Mr. Black, if I may say so,” he said, “is to see 
if we can’t get the jump on them in some way and 
also trim our windows so as to profit by anyone 
visiting their store.” 

Jones, who was inclined, like Larson, to deprecate 
the idea of fearing them, said, “I guess we needn’t 
worry about them. We’re educating the people to 
buy something better than five-and-ten-cent goods. 
Just keep up the educating stunt, Boss.” 

“You will find,” said Martin, “that they will make 
their store as bright as possible, and I am afraid 
that ours will look a little dull in comparison.” 

When Stigler had the store fitted up he had some 
very powerful lights put in, but he never used them 
much. My store is not any too bright, although, of 
course, like him, I have electricity. 

“I tell you what we'll do,” I said. “We'll have an 
electrical display in both windows and for the first 
week we'll try to get a bigger blaze of light in our 
windows than they will have. We’ll display the 
best quality goods that we can so as to avoid any 
attempt at competition with them, but we’ll make 
our store so bright that everyone going to their 
store for the bargains will be impressed with our 
up-to-dateness.” That is what we decided to do. 


C. S. Williams Appointed 
Trade Commissioner 


(CHARLES S. WILLIAMS, a well-known hardware 
man of Mansfield, Ohio, has been appointed 
Trade Commissioner to investigate hardware mar- 
kets in Africa, the near East and India. 
HARDWARE AGE congratulates the Department of 
Foreign and Domestic Commerce on this appoint- 





Charles S. Williams 


ment. Mr. Williams is no stranger to the hardware 
manufacturers and wholesalers in this country, hav- 
ing been identified with the trade since 1887. He 
was born June 14, 1869, at Gibson, Susquehanna 
County, Pa. He started selling goods on the road 
in 1887, after a public school education and a year 
at Kenyon Military Academy. His first position 


was with Landers, Frary & Clark, New Britain, 
Conn., and the Holley Mfg. Company, Lakeville, 


Conn., traveling central western territories for these 
concerns, 


In 1895 he severed his connection with 
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By the way, Martin gave me his handbill adver- 
tising the vacuum sweepers. The following is a 
copy of it: 





LET INVISIBLE HANDS DO YOUR HEAVY 
CLEANING 


Instead of hiring help to clean your carpets, 
let one of our PEERLESS ELECTRICAL VAC- 
UUM SWEEPERS do it for you. 

PEERLESS ELECTRICAL VACUUM 
SWEEPERS are quiet, efficient and thorough. 
You don’t have to find meals for them and they 
never answer back. 

If you have electricity in your home hire a 
PEERLESS ELECTRICAL VACUUM SWEEP- 
ER to clean your rugs. 

$2.00 a day—delivered and collected free. 

A child can operate them, but they do the work 
of a giant. 

A special demonstration all next week at 

BLACK’S HARDWARE STORE, 
32 HILL STREET. 
“If it’s electrical you can get it from us.” 











(To be continued) 


the Holley Company, remaining with Landers, Frary 
& Clark until Jan. 1, 1910. In 1910 and 1911 he 
represented nine prominent hardware manufactur- 
ers in the same territory. In 1912 he represented 
the Peck, Stow & Wilcox Company, and at the close 
of that year sailed for Europe where he spent the 
entire year of 1913. In 1914 he went back in the 
States representing the Meridan Cutlery Company 
and since that year he has been looking after his 
personal business in Mansfield, Ohio. 

Mr. Williams recently took the Civil Service ex- 
amination for Trade Investigator and out of a very 
large number of applicants was the only one who 
passed both the civil service written examination 
and the oral examination conducted in Washington, 
D. C. His splendid qualifications for this position 
will undoubtedly result in a most constructive trade 
report from the country he visits. Mr. Williams 
will welcome letters from American hardware manu- 
facturers who desire to have special reports on any 
particular products in the countries to which he will 
go. Any information so requested will be included 
in the report he will make for the Government. He 
will probably sail for South Africa about the first 
of May and in the meantime can be reached at the 
New York Customs House, Room 409. 


Hardware Age a Necessity 
COTTONWOOD, IDAHO. 
To the Editor: 


We were delighted to noticé that you gave our 
ad a space in your valuable magazine, and appre- 
ciate the favorable comment thereon. Our aim in 
sending you this was to bring forth criticisms in 
order that we might improve our advertising. We 
run an ad weekly in this same amount of space and 
are striving to make the ad as attractive as within 
our means. 

We have found your magazine of invaluable aid 
to us and look forward with deep interest weekly 
for its arrival. Its authentic market reports, sales 
helps, and other important news items tend to make 
it a necessity for the hardware merchants. 

Very truly yours, 
JOHN HOENE. 





Trade Conditions and Iron, Steel and Hardware Prices 






NEW YORK 


Office of HARDWARE AGE, 
New York, March 13, 1917. 


HARDWARE merchants in this market and vicinity 

are buying carefully, and as a rule in quite good 
volume, sometimes liberally, according to locality and 
circumstances. There is still considerable difficulty in 
getting goods, many lines of which are much behind 
in deliveries. 

Jobbers say they are much busier now than during 
the corresponding period a year ago, and that they have 
been shipping goods considerably in advance of the 
usual order in normal years; forwarding goods in 
February where ordinarily they would not have been 
acceptable until late March or in April. 

Not only are there few, if any, declines, but there 
are constant advances in standard lines, with prices 
firm and well maintained. We also learn that manu- 
facturers often are not catching up to much extent on 
back orders, and shipments are slow to arrive. A good 
spring business is expected by distributors, and prepa- 
rations are being made to handle it. The head of one 
jobbing house says that orders are as good as at any 
time since 1910, and that they are now selling axes, 
snow shovels, lanterns and other related lines for early 
fall shipment. 

In export business a manufacturer mentions fairly 
good orders from Central America, and through Eng- 
lish representatives in London for Australia. From 
South Africa there is less business at present, while 
trade with South America is coming along slowly, and 
in less volume than formerly. Cuban business has 
slacked off a little because of internal troubles, but with 
the brighter prospects of the existing government main- 
taining itself, as now seems likely, this trade should 
improve. 

Hardware markets are firm, and there is no difficulty 
in selling goods when merchants have them to offer. 
Service, they say, is the prime consideration and prices 
are secondary; the main feature of current business 
being to get adequate stocks of leading lines of goods. 
Manufacturers are finding it increasingly difficult to 
keep up a desired rate of production because of the 
many difficulties pertaining to materials and transporta- 
tion. Another feature is the lack of care often shown 
by many workmen, in processes of manufacture, which 
often is very apparent in the quality of the goods. 


WIRE NAILS.—Jobbers say that there is a little better 
general demand for wire nails, probably stimulated by 
the recent advance of $4 per ton at the mills. The 
comment is made that even now wire nails are low 
compared with other steel products such as sheets, 
plates, strips, hoops and bands. Distributors are buy- 
ing now principally because depleted stocks must be 
evened up and to some extent on account of more 
springlike weather. Freight embargoes still continue to 
embarrass merchants in the receipt and delivery of 
nails. 

Wire nails, in store, are $3.80 and carted by the jobber 
$3.85 base per keg. 

Cut Naits.—Cut nails are moving fairly, with not 
much in volume just at present for export compared 
with a month ago when trade was a little better in 
this line. With the arrival of more favorable weather 
for building construction this line is expected to im- 
prove, but owing to high prices for building materials 
there is considerable conservatism. It is estimated that 
some of the larger buildings are costing more than 40 
per cent beyond normal prices of say three years ago, 
while statements by architects give the range as from 
10 to 100 per cent more than a year ago. 


Cut nails, in store, are $4.20 and delivered within carting 
limits by jobbers $4.25 base per keg. 


WaTeR CooLers.—Cordley & Hayes, 7-9 Leonard 
Street, New York City, are quoting the “XXth Cen- 
tury” cooler among leading numbers as follows: No. 56 
mahogany $10.50, white $11; No. 16 mahogany $8.50, 


/ 
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white $9; No. 156A mahogany $11.50, white $12; No, 
116A mahogany $9.50, white $10; No. 560 mahogany 
$14, white $15; No. 160 mahogany $11.50, white $12.50, 
subject to 30 per cent discount. The above prices are 
without bottles. In ice water jars there is a range of 
six sizes from 3 to 21 gal. capacity upon which prices 
will be quoted when asked for. 


McCaFFREY FILE ComMPpANy.—The McCaffrey File 
Company, Philadelphia, Pa., quotes as follows: Me- 
Caffrey files, American standard, 60 per cent; McCaf- 
frey_ precision files (Swiss pattern) 25 per cent and 
McCaffrey American standard horse rasps 70 and 10 
per cent discount. 


FLETCHER, TERRY COMPANY.—The Fletcher, Terry 
Company, Forestville, Conn., manufacturing glass cut- 
ters and light hardware, is quoting on glass cutters, dis- 
counts ranging from 30 to 50 and 5 per cent, and on can 
openers 30 to 50 per cent, according to the different 
kinds of these goods. 


SHEATHING PAPEeR.—The Berlin Mills Company, Port- 
land, Me., is now quoting Bermico sheathing paper, 
f.o.b. mill in carload lots, at $70 per ton, and in less 
than carloads, f.o.b. mill, at $85 per ton. 


PapLockKs.—Sargent & Co., New Haven, Conn., and 
New York, announce under date of March 9, that all 
prices on padlocks are withdrawn and new prices will 
be issued as soon as possible. 


LINSEED O1L.—As has been anticipated for some time, 
linseed oil is higher because of the strong position of 
flaxseed. We are told by large crushers that May seed, 
March 9, Duluth, was $2.94% and for July delivery 
$2.965¢, compared with $2.82% Feb. 9, or approximately 
12c. per bu. more in thirty days. The demand from 
large buyers is much stronger. For instance, manu- 
facturers of paint, varnish, oil cloth, linoleum, etc., re- 
quire considerable quantities of linseed oil as a prime 
constituent part of such products to cover contracts for 
the manufactured material, and must protect them- 
selves because of orders on hand. The demand from 
painters and other consumers, however, is moderate, but 
it will doubtless improve with spring weather. What 
complicates the seed question is the embargoes on Cal- 
cutta seed by the British Government, which has shut 
down on this and other material originating in the 
Orient. Especially India, wherever under its jurisdic- 
tion, for other than Great Britain or English colonies. 
Again, substitutes often used are scarcer and higher. 
For instance, Soya bean oil and China wood oil, in- 
digenous to China, the reasons including scarcity and 
difficulty of ocean transportation. 

Linseed oil, raw, city brands, is now $1 for five or more 
bbl. and $1.01 in less than five bbl. 

State and western oil is 99c. per gal. in any quantity, and 
it is even said that more is asked for car lots than small 
quantities, because holders would rather sell little than much 
at present under conditions now prevailing. 

WInpow Gtass.—The situation is improving in win- 
dow glass production, according to recent advices, show- 
ing that except in relatively few plants where fires 
had to be put out because of lack of fuel, especially 
natural gas, factories making window glass are again 
manufacturing a normal output. The outlook now 1s 
for steady operation until the end of the blast, May 29. 
Buying in the last half of February was active to an- 
ticipate advances made late in February, equivalent to 
approximately 10 per cent. Jobbers have recast their 
prices in conformity with the higher figures of manu- 
facturers, but a further advance contemplated has been 
deferred for awhile. A good seasonal trade is expected. 

Window glass prices are as follows: 

Single thick, first three brackets, A quality, 84 and 3 per 
cent; single thick, first three brackets, B quality, 86 and 5 
per cent; single thick, larger than the first three brackets, 
A and B quality, 83 and 3 per cent; double thick, all sizes, 


A quality, 84 and 3 per cent, and double thick, all sizes, B 
quality, 86 and 3 per cent discount. 
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Revier VALvEs.—The H. Mueller Mfg. Company, 145 
West Thirtieth Street, New York City, has adopted the 
following revised lists, effective March 5, because of 
advance in cost of raw materials, which apply on iron 
and brass body D-13420 diaphragm operated relief 
valves, shown in the company’s catalog No. 5, page 28, 
as follows: 


Size—inches % Ms % % 1 1% 1% 2 
fron body .$5.50 $5.50 $5.50 $5.95 $9.30 $15.25 $19.25 $27.90 
Brass body.12.30 12.30 12.30 13.15 17.30 28.30 35.75 51.90 


Rore.—The demand for rope exceeds the ability to 
supply. Hemp fiber continues to straggle along across 
the continent in an uncertain way, which necessarily 
reduces the volume of product. Most, if not all, of the 
raw stock from the Philippines comes via Seattle, which 
necessitates a long, expensive and frequently inter- 
rupted land haul at high cost freight. Rope business in 
and about New York harbor, notwithstanding the tying 
up temporarily of deep sea ships because of submarine 
troubles, is about as good as it has been, although it 
was thought that this trade would show considerable 
shrinkage for a while. 

Manila rope, first grade, is still 24c., second grade 23c. and 


third grade 21c. base per lb. 
Sisal rope is, first grade, 20c., and second grade 19c. base 


per Ib. 

Brass AND CoPPER.—The market for brass and copper 
materials is spoken of in some quarters as of a waiting 
character, with new demand for merchandise wanted at 
once rather than for any particular time ahead. As 
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er aoremy and manufacturers report that despite the 
present high prices the flow of spring business con- 
tinues and is away beyond expectations. 

The market on all lines remains firm and prices are 
continually advancing. Structural steel shapes were 
advanced $10 per ton and plates $15 per ton to-day. 

Dealers report very satisfactory sales in mechanics 
tools and roller-skates. Builders’ hardware manufac- 
turers are from two to three months behind in their 
orders and deliveries are very unsatisfactory, especially 
for contract work. 

Collections have improved during the last week. 

An advance of 20c. per hundred has been announced 
on all steel wire products, while soft steel bars, shapes 
and plates have been advanced $5 per ton at the mill. 

There has been a slight relief in the car shortage 
especially on shipments west of Pittsburgh. Automobile 
accessories have started to move and large volumes of 
business are reported by local jobbers. 


STEEL.—Leading manufacturers have withdrawn all 
prices on steel and advanced prices are expected. Local 
jobbers report that their stocks are extremely low on 
bars, shapes and plates and that deliveries from the 
mills are very unsatisfactory. 

We quote f.o.b. Chicago, soft steel bars, $3.75 per hundred, 
plates $4.75 per hundred and shapes $4 per hundred. 

Coprer.—Prices on copper continue to be firm and an 
advance is expected. 

We quote f.0.b. Chicago on electrolytic 38%c. per Ib. for 
immediate delivery ; casting copper, 3414c. per lb.; sheet cop- 
per, 42c. per Ib. base. 

Brass.—The continued advance has discouraged its 
use wherever possible. Automobile manufacturers 
have omitted the use of it wherever practical from their 
ears. Manufacturers of builders’ hardware report that 
the demand for steel sets has increased, as the consumer 
refuses to pay the price of wrought brass. 

We quote from jobbers’ stocks f.o.b. Chicago sheet brass 
38%c. per Ib. base; seamless tubing, 47c. per Ib. base, and 
brazed, 46c. per lb. base. 

_ Steet Sueets.—The demand for steel sheets con- 
tinues and prices remain firm. 


We quote from local jobbers’ stocks 28 gage galvanized, 
73.00 per 100 Ib.; common steel steels, 28 gage, $5.40 per 


SoLDER.—Prices on solder were advanced 2c. per |b. 
by the jobber. 
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in so many other lines, there is considerable trouble 
getting fuel and other materials, owing to the scarcity 
of cars and railway congestion. 

Copper sheets are still 44c. at mill and 46c. base per Ib. 
out of stock in New York. 

Bare copper wire, for electrical purposes, carloads, mill 
shipments, is approximately 3744c. base per Ib. with this 
quotation more or less of nominal character. 

NAVAL STorRES.—The market for naval stores is very 
irregular, with prices nominal and at present figures 
holders of large stocks face a considerable loss for rosin 
in particular, of which it is estimated there is about 
300,000 barrels on hand. Because of the easier ten- 
dencies in southern markets, buyers are waiting while 
exports are light owing to scarcity of ocean tonnage and 
high freight rates. 


Turpentine, in yard, is 50c. per gal. 

Manufacturers show considerable indifference regarding 
rosins, with common to good strained, in yard, on the basis 
of 280 lb. per bbl., quoted at $6.25 and D grade $6.30 per bbl. 


SoLpER.—The market for solder is stronger, in- 
fluenced by higher prices for both tin and lead, from 
which it is made. While prices are higher there is not 
very much buying, but the tone of the market is strong. 
Half and half solder is 37%4c.; No. 1, 34%c., and refined 
is 29%6c. per pound. 


FASTENERS AND Box STRAPPING.—The Stanley Works, 
New Britain, Conn., is now quoting for average orders, 
saw edge fasteners at 55 and 10 and 5 per cent; plain 
edge fasteners 70 and 10 per cent, and Twinrold box 
strapping in case lots at 15 per cent discount. 


AGO 


We quote from jobbers’ stock f.o.b. Chicago, in less than 
100 lb. lots, XXX guaranteed, % and %, 39c.; over 100 Ib., 
37c.; No. 1 plumbers’, in less than 100 Ib. lots, 3744c.; in lots 
over 100 Ib., 33%c. 

BUILDERS’ HARDWARE.—New prices which were is- 
sued this last week show that builders’ hardware has 
advanced practically 10 per cent. 


LINSEED O1L.—Linseed oil advanced 8c. per gal. 
since last reported. Manufacturers state that this is 
accounted for by the shortage of flax, as they have been 
unable to get space on the boats from South America. 

We quote in strictly carload lots f.o.b. Chicago, raw linseed 
oil, at i per gal.; boiled, $1.01 per gal.; in single barrel lots, 
$1.05 per gal. for raw linseed oil and boiled linseed oil, $1.06 
per gal. 

WrireE.—Smooth annealed wire advanced 20c. per hun- 
dred this last week. Jobbers report that their stocks 
are running low and deliveries from the mills are slow. 

We quote 6 to 9 gage smooth annealed fence wire f.o.b 
jobbers’ stocks, $3.60 per Ib. ; galvanized, $4.30 per 100 Ib. 

Rope.—Manufacturers of rope are not making very 
active campaigns for business, as practically all their 
output has been contracted for. Shipments of Manila 
hemp are very unsatisfactory, as they are unable to get 
enough cars transported from Seattle, where it comes 
by boat from the Philippines. Prices rem&in firm. 

We quote to retailers f.o.b. Chicago as follows: No. 1 
Manila rope, 2414c. per Ib. base; No. 2 Manila rope, 234¢c. per 
Ib. base; No. 3 Manila rope, 21\%c. per Ib. base. No. 1 sisal 
rope subject to stock on hand. No. 1 sisal rope, 20%c. per 
Ib.; No. 2 sisal rope, 19%c. per Ib. 

O1s.—The demand for oils has increased and prices 
remain firm. Wholesale prices in single barrel lots, 
f.o.b. Chicago, are as follows: 

Gasoline, 19c. per gal.; naphtha, 18%c. per gal.; turpen- 
tine, 57%c. per gal.: denatured alcohol, 70c. per gal.; wood 
alcohol, $1.25 per gal. 

Woop Screws.—Owing to the increased cost of steel 
wire, an advance in wood screws is expected to be put 
into effect immediately. Deliveries are becoming some- 
what slow and stocks are running low on some sizes. 

We quote from local jobbers’ stock as follows: Flat head 
bright screws, 75-10-10; round head blued, 72%-10-10; flat 
head brass, 4714-10-5; round head brass, 45-10-5. 

MIxEpD PAINTs.—The demand for paints has increased 
and retailers report very satisfactory sales with prices 
remaining firm. 

We quote from jobbers’ stock f.o.b. Chicago as follows: 


No. 1 house paint, $2.25 per gal.; second grade, $1.70 per gal. ; 
third grade, $1.40 per gal. 
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SHOVELS, HoEs AND Rakes.—Jobbers report that re- 
tailers have been placing unusually large orders in an- 
ticipation of heavy demands for spring business. Prices 
remain firm. 

We quote No. 2, Greenleaf's shovels at $9 per doz.; No. 2, 
Greenleaf’s spades, $9 per doz.; malleable iron garden hoes, 
all sizes, $5.50 r doz.; 12-in. malleable rakes, $2.40 per 
doz.; 14-in. malleable rakes, $2.60 r doz.; 16-in. malleable 
rakes, $2.80 per doz; electric welded, 12-in., $3.30; electric 
welded, 14-in., $3.50; electric welded, 16-in., $3.80 per doz. 

Giass.—While there has been no advance reported in 
the price of glass, the manufacturers claim to be seri- 
ously handicapped by the shortage of sand. Transporta- 
tion facilities have made it almost impossible for them 
to move sand to their plants. 

We quote from jobbers’ stock as follows: Single strength, 
A, first 3 brackets up to 40 in., 87 per cent off; all sizes over 
40 in., 86 per cent off; all sizes of double strength AA, 87 
per cent off. 

NuTs AND Bo.ts.—Jobbers are still accepting orders 
based on old prices, but an advance is expected to be 
put into effect very shortly. Stocks remain about 
normal. 

We quote to retailers from jobbers’ stocks f.o.b. Chicago 
as follows: Machine bolts up to x 4 in., 50-5 per cent dis- 
count. Larger sizes, 40 per cent discount. Carriage bolts up 
to % x 6 in., 50 per cent discount; larger sizes 35 per cent 
discount. Lag screws, 50-5 per cent discount. Hot pressed 
nuts, square and hexagon, $3 per 100 Ib. 

Wire CLoTH.—Sales on wire cloth have been beyond 
the expectation of the jobber and he now finds himself 
short on several different sizes. Prices remain firm and 
deliveries from the mills are very unsatisfactory. 


Prices are as follows: Black Galvanized 
se SPT erPerereverTrre ds $1.90 $2.45 per 100 sq. ft. 
OO GEE dos v:0.0.0:4:0.0-6.8 060 re de oe 2.80 per 100 sq. ft. 
SE GEE cb sss chsccnseeeatexgabe 2.95 3.35 per 100 sq. ft. 
oe Saree ee bora ty 3.75 4.25 per 100 sq. ft. 


RoLLeR SKATES.—The season for roller skates has 
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opened up with a rush and dealers who did not antici. 
pate their wants earlier in the season find that the job- 
bers are unable to supply them. Prices have advanced 
and stocks are very low. 


We 


uote f.o.b. Chicago from jobbers’ stocks Union 
ware 4 


ompany’s No. 5, $1.45 per pair, No. 6, $1.60 per pair. 

PouLTRY NETTING.—The demand for poultry netting 
this last week has been very heavy and jobbers claim 
that if this continues, their stocks will be wiped out 
very shortly. Prices remain firm, with an advance ex. 
pected. 

We quote poultry netting galvanized before 
70-20-10; poultry netting galvanized after weaving 70-10-24 

BarB WIRE AND STAPLES.—Owing to the increased 
price in steel wire, an advance is expected to be put 
into effect in the very near future. Local jobbers, 
however, have not raised their prices since last re. 
ported. 

We quote painted barb wire to retailers f.o.b. Chicago, in 
less than car lots, $3.80 per 100 lb.; galvanized, $4.50 per 100 
lb.; polished fence rm PK $3.80 per keg; No. 9 plain wire 
$3.60, and galvanized, $4.50 per 100 Ib. Regular advances for 
the smaller sizes, 

WIRE NAILS.—Owing to the increased sales, local job- 
bers report that they are short on several sizes and de- 
liveries from the mill are very unsatisfactory. An ad- 
vance of 20c. per keg will be put into effect Monday. 
Dealers were allowed to contract for 50 kegs at the 
prices ruling previous to the advance. 

We quote to retailers f.o.b, Chicago from jobbers’ stock. 
$3.65 per keg base in small lots; larger quantities on speci- 
fications only. Wire coated nails; $3.65 per keg base. 

BUILDING PAPER.—No change has been reported the 
last week, except that deliveries are unusually slow and 
stocks are exceedingly low. 


We quote red rosin “C” paper 78c. per roll. 
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Office of HARDWARE AGE, 
Pittsburgh, March 13, 1917. 

THE past week has been an eventful one in prices in 
heavy iron and _ steel, and, to some extent also in 
hardware prices. There seems to be no end to advances 
in prices and everything points to very much higher 
values on all kinds of iron and steel products, and prob- 
aby as well on practically everything that the hardware 
stores handle. Should war be declared, and it now 
seems almost certain that it will be, it would mean that 
at once the Government would start to place heavy 
orders for munitions and other war supplies with manu- 
facturing plants, and these orders, of course, would 
have the preference over domestic orders. The placing 
of these orders would congest the mills even more than, 
they are now, and violent advances in prices are certain. 
In the past week pig iron has gone up fully $1 a ton, 
with very much higher prices predicted. Semi-finished 
steel in the forms of billets and sheet bars, also forg- 
ing billets, are up fully $5 per ton; structural material 
is up $7; plates, $15; steel bars and steel bands, $7; 
sheets are also up; light rails have been advanced $5; 
iron bars, $5, and rivets, $10 a ton. We noted in Harp- 
WARE AGE last week the advances of $4 a ton on black 
and galvanized iron and steel pipe and also in wire 
products, so that there is hardly an item in either raw 
or finished iron and steel that has not been advanced 
from $2 to $3 up to $15 per ton. This means that cor- 
responding advances in the lighter lines of products 
handled by the hardware trade are bound to come. It is 
likely that within a week or ten days announcement will 
come out from manufacturers withdrawing present 
prices, and the issuance of new price lists on a very 
much higher basis. There will also be more trouble in 
getting deliveries of material which have been bad for 
a long time, due to shortage in supply, also to scarcity 
of cars and labor and inability of most plants to get 
fuel. The market on everything seems to be in line for 


higher prices, and just how high they will go before the 
top is reached is a good deal of a question. 

There are predictions made here that Bessemer iron 
will go to $50 a ton, steel to $100 and finished material 


up proportionately. Already a number of concerns 
making pig iron have withdrawn from the market until 
they can get their bearings and decide whether they 
want to sell pig iron for delivery in third quarter and 
last half of this year. A few small sales of No. 2 foun- 
dry iron have been made for third quarter and last half 
at $37 and $38 per ton at furnace. Several large lots 
of Bessemer iron have sold for last half delivery at $37 
at furnace. Steel makers are quoting $70 minimum on 
billets and sheet bars, and steel is very hard to find even 
at these prices. In fact, prices do not cut much figure 
now in negotiations between the steel mills and con- 
sumers, the question being to get the material and at 
the time it is wanted. 


Hardware jobbers and retailers report they find more 
and more trouble in getting deliveries of materials, and 
this is bound to grow worse. Output of steel of all kinds 
from the heaviest to the lightest articles in February 
was cut down by the severe cold weather, shortage in 
fuel and labor and inability to get cars for shipments. 
It is said in a general way, output in February was 30 
per cent less than in January, and this is severely felt 
in the present unusual conditions that are ruling. In 
many cases jobbers are cutting down the quantities of 
materials specified on orders, trying to distribute their 
goods as equitably as they can among the trade, and 
there is hardly a single item on which deliveries can be 
had promptly and in the quantities desired by the retail 
trade. 


CHAIN.—Last week all manufacturers of heavy 
chain announced an advance of about $10 per ton. 
Manufacturers report they are sold up for three or four 
months ahead and that their output of chain is cut 
down very much by the shortage in steel and labor. 
Shipments are also held up by the shortage in cars, and 
even higher prices are predicted. Chain is selling now 
at the highest price ever known in the trade. 

The new prices now in effect on common proof-coil chain 
are as follows: 3/16 in., $10; ™% in., $8.05; 5/16 in., $7.05; 
% in., $6.50; 7/16 in., $6.85; 14 in. and 9/16 in., $6.20; 


in. and 11/16 in., $6.10; % in. and 13/16 in., $6; % in. an 
15/16 in., $5.90; 1 in., $5.80; 1 1/16 in., 1 1/18 in. and 1% 
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in, $9.90. The extras have also been changed and are now 
as follows: 3/16 in. and % in, B. B., $1.50 extra; 3/16 in. 
and % in., B. B. B., $2 extra; 5/16 in. and larger, B. B., 
$1.25 extra, and 5/16 in. and larger, B. B. B., $1.75 extra. 

“Wire Naits.—As briefly noted in the issue of Harp- 
ware Ace of March 8, prices on wire nails were ad- 
vanced $4 per ton, or 20c. per keg, effective from March 
5. This advance in prices has been predicted in this 
report for some time, and reflects the strong conditions 
ruling in the wire nail trade, both as regards demand 
and prices. Makers of wire nails report they are sold 
up for some months ahead, and that the demand is much 
heavier than they can supply as promptly as wanted by 
the trade. For some time stocks of wire nails held by 
jobbers have been very light, they being unable to get 
prompt deliveries from the trade. Prices on wire nails 
in carloads and larger lots now in effect to the large 
trade are as follows: 

Wire nails, $3.20 base per keg; galvanized, 1 in. and 
longer, including large-head barb roofing nails, taking an ad- 
vance over this price of $2.20 and shorter than 1 in., $2.70. 

PLAIN AND BARB WiRE.—As announced in HARDWARE 
Ace last week, prices on all kinds of wire were advanced 
$4 per ton, effective from March 5. The demand for 
plain and barb wire, and, in fact, for all kinds of wire 
for many months has been enormously heavy and all 
the mills are back in deliveries eight to ten weeks or 
longer. Recently export orders for fully 150,000 tons of 
barb wire were placed with American mills for delivery 
in second half of this year. It is said that still higher 
prices are likely to be announced within a short time. 
Prices now in effect on the different grades of wire in 
carloads and larger lots to the large jobbing trade are 
as follows: 

Bright basic wire is $3.25 per 100 Ib.; annealed fence wire, 
Nos. 6 to 9, $3.15; galvanized wire, $3.85; galvanized barb 
wire and fence staples, $4.05; painted barb wire, $3.35; pol- 
ished fence staples, $3.35 : cement-coated nails, $3.10, base, 
these prices being subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight added to point of 
delivery, terms 60 days net, less 2 per cent off for cash in 10 
days. Discounts on woven-wire fencing are also lowered two 
points, effective March 5, and are now 51 per cent off list for 
earload lots, 50 per cent off for 1000-rod lots, and 49 per cent 
off for small lots, f.o.b. Pittsburgh. 

To the retail trade, the usual advances over the above 
prices are charged, these ranging from $4 to $7 and $8 
per ton. 


Nuts AND Botts.—Several makers have made an- 
nouncements of a practical withdrawal of prices, and 
it is likely a new list of discounts will be sent out this 
week, showing advances in prices on all kinds of nuts 
and bolts from $5 to $10 per ton. The demand for a 
long time has been enormously heavy and very much 
beyond the capacity of the makers to furnish promptly. 
The export demand is also heavy, and it is said makers 
are able to obtain fully $20 per ton advance on some 
export orders over domestic prices. Discounts now in 
effect, but which are very likely to be changed before this 
issue of HARDWARE AGE reaches its readers, are as fol- 
lows, delivered in lots of 300 lb. or more, when the 


BOS 


Office of HARDWARE AGE, 
Boston, March 10, 1917. 
THE retailer who waits until he begins to sell spring 
goods before he places the bulk of his orders for 
stock will find himself without stock soon after the sea- 
son opens. This opinion was expressed by one of the 
large distributors this week. The statement is indica- 
tive of the change now going on in the attitude of deal- 
ers toward prices. The swing from hand-to-mouth buy- 
ing toward buying to cover for at least the first half of 
the year is becoming more pronounced each day. The 
trend of events in national affairs and the consequent 
change in industrial affairs lend strength to the opinion 
of those who believe that no recession in prices can pos- 
sibly occur for months and that prices will be higher 
and firmer and goods harder to get. 
There is no lessening of transportation difficulties. 
Without variation all reports agree that the difficulties 
in getting deliveries are increasing. Heavy and expen- 
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actual freight rate does not exceed 20c. per 100 Ib., 
terms 30 days net, or 1 per cent for cash in 10 days: 


Carriage bolts, small, rolled thread, 40 and 10 per cent; 
small, cut thread, 40 and 2% per cent; large, 30 and 5 per 
cent. 

Machine bolts, h. p. nuts, small, rolled thread, 50 per 
cent; small, cut thread, 40 and 10 per cent; large, 35 and 5 
per cent. 

Machine bolts, c. p. c. and t. nuts, small, 40 per cent; 
large, 30 per cent. Bolt ends, h. p. nuts, 35 and 5 per cent; 
with c. p. nuts, 30 per cent. Lag screws (cone or gimlet 
point), 50 per cent. 

Nuts h. p. sq. and hex., blank, $2.50 off list, and tapped, 
$2.30 off; nuts, c. p. c. and t. sq., blank, $2.10 off, and tapped, 
$1.90 off; hex., blank, $2.25 off and tapped $2 off. Semi- 
finished hex. nuts, 50, 10 and 5 per cent. Finished and case- 
hardened nuts, 50, 10 and 5 per cent. 

Rivets 7/16 in. in diameter and smaller, 40 and 10 per 
cent. 


Rivets.—All makers of rivets have advanced prices 
$10 per ton, and report the demand still abnormally 
heavy. There is also a heavy export inquiry, and recent 
shipments of four carloads of rivets were made to India 
and South Africa. 

In carloads and larger lots to the jobbing trade and large 
consumers, makers are now quoting buttonhead structural 
rivets at $4.75 per 100 lb. base, and conehead boiler rivets at 
$4.85 per 100 Ib. base, for sizes 4-in. in diameter and larger, 
f.o.b. Pittsburgh. Terms are 30 days net or one-half of 1 
per cent for cash in 10 days. 

STEEL Bars.—Late last week the Carnegie Steel Com- 
pany sent out notices of an advance in prices on steel 
bars of $7 per ton, or from 3c. to 3.35c. per lb., base, 
f.o.b. Pittsburgh. Other makers at once took similar 
action and advanced their prices $7 per ton, but for 
some time most makers of steel bars have been getting 
$5 per ton, or more, higher prices than quoted by the 
Carnegie Steel Company, due to the fact that they were 
able to make more prompt deliveries. The Carnegie 
Steel Company and the Jones & Laughlin Steel Com- 
pany, the two largest makers of steel bars in this coun- 
try, are practically sold up for all of this year, but other 
mills that can make deliveries in three to four months 
are now quoting 3.50c. and up to 3.75c. at mill. In 
small lots from warehouses steel bars are bringing 4c. 
to 4.25c. per lb. for fairly prompt shipment. The 
Lockhart Iron & Steel Company also announced an 
advance of $5 per ton in refined iron bars, and we now 
quote refined iron bars in carloads at 3.50c. to the large 
trade, and railroad test bars at 3.65c., f.o.b. Pittsburgh. 


WRouUGHT Pipe.—As announced in this report last 
week, makers of black and galvanized iron and steel 
pipe advanced prices $4 per ton, and report the market 
very strong. Most pipe mills except on butt-weld sizes, 
have their entire output sold up for this year and are 
not quoting on new orders except to regular customers. 
On butt-weld sizes the demand is not so heavy, and the 
mills can ship out in about 60 days from date of order. 

SHEETS.—Prices on sheets are very strong and likely 
to be higher at any time. Most mills are now quoting 
5c. minimum on Nos. 9 and 10 blue annealed; 5c. on 
No. 28 Bessemer black sheets;*and about 7c. on No. 28 
gage galvanized sheets. These are the prices quoted to 
the jobbing trade and large consumers, the usual ad- 
vances being charged by jobbers to the smaller trade. 


TON 


sive express shipments from distant points are very 
common in order to fill the gaps in broken stocks. Coun- 
try roads in most districts have been well-nigh impass- 
able the past week and slow business has been the re- 
sult in many sections. Reports on building activities 
this spring vary widely in different cities. On the 
whole it appears that there will be in the aggregate 
much new building this season, but confined quite large- 
ly to factories and the better-grade residential work. 

There has been about the usual number of advances on the 
minor lines, including: Solder, 2c. a lb.; sheet and lead pipe, 
\%c. on list; shot, 10c. a bag; common pulley blocks, 10 per 
cent; market wire, 10 per cent; conductor pipe, 10 per cent: 
nut and boring machine augers, 10 per cent; wire brads and 
staples, 5 per cent; fleld fence, 5 per cent. 

Bo.ts.—Prices on bolts have been withdrawn and the 
new prices when issued will show an advance of not 
less than 20 per cent on most of the common kinds. The 
new prices will be in general effect by the first of next 
month. 
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Nuts.—There has been a general change in prices of 


nuts as is shown by the following new prices: 


Full Kegs 

From store From mill 
De De MI OS, Bg a dco ob bWeewceeon List 2.50 off 
Te, Wc ME ONS gos as psy dae borese List 2.30 off 
iy ae, i RG ws 5 0 Sve oSdridek end wa eae List 2.50 off 
lt NR I a a hg te ie he eh a le be Lid List 2.30 off 
CS DP. & & C, ONO WOR. «occ ccceceves List 2.10 off 
Cy. Ge ar ee sah clo vke's obs ceoas List 1.90 off 
Ce ee ae es ls so ov eb 0.8 ewiodecce List 2.25 off 
Ge A ae Be ee i On 002 5 6842500008 List 2.00 off 


Freight allowed on mill shipments of 300 lb. or more. 





Hardware Age 


Prices from store on less than keg lots (200 Ib 
100 to 199 Ib. of a size donee al tine: 


Foe ee eees CoCo REDO ee eee lc, alb 
ee eh, Oe WA a ss kb din hive dae eae bere o oo f 

Se Se OP ee IG ics or cccusetaen.,. AGG so 
SO Oe SOW Oe Ores sso cccpccetaccece... Add 4c alb 
Be ee ~<a Ate lene a hp hlia Add be. aly 


WrouGHT WASHERS. — The new prices on wrought 
washers to retailers are: 
Full kegs (200 lb.) of a size from store, 4c. off list, 


On less than keg lots (200 Ib.) of a size from : : 
100 to 199 Ib. of a size........ Pky ib. thing 


dd lc. a Ib. t 
50 to 99 Ib. of a size.........22.0: Add 2c. a Ib. to keg peiee 
7. = 4 ~ po a a see evowercoees Add 3c. a Ib. to keg price 
o » OF M BIC... ceccccccees Add 4c. a Ib. t 
1 to 9 Ib. of a size............-.. a Ib, to kee ice 


Add 5c. a lb. to keg price 


TWIN CITIES 


St. Paul and Minneapolis, March 10, 1917. 


PRING retail business has not yet received the neces- 

sary impetus of really warm weather to make every- 
one engaged in it work up to capacity. The weather is 
moderating, with an occasional snow storm to remind 
us that winter has not entirely forgotten us, but the 
thermometer creeps higher and our “entrenchments” 
of snow are shrinking. Dealers are planning their 
spring campaigns for business along seasonal lines, 
and even this early an occasional inquiry for prices and 
descriptive matter on seeds and kindred articles is 
being received. 


In the wholesale lines the trade, while showing cau- 
tious buying, is very good, being ahead in volume of 
last year’s totals for a corresponding period. The 
volume would have very substantial additions if the car 
situation were properly and promptly relieved. No 
very marked change has developed during the past week 
and goods are still held back by slow deliveries of cars 
to destination, and the added slowness in “spotting” cars 
after they reach the city for which they are intended. 
In some instances cars have been known to be in the 
city from a week to five weeks, with apparently very 
little concerted careful action to have them delivered. 

Another angle of the car shortage is the absolute in- 
ability of local manufacturers to ship finished prod- 
ucts, of which they have quantities, and to get further 
supplies of material, As a consequence, shorter hours 
and even a complete shutdown in some instances has 
been necessary. Flour mills are badly crippled, the 
temporary relief granted in order to relieve the food 
shortage in the East having passed. Fuel shortage is 
still very serious, though milder weather has aided 
materially in this respect. Coal for commercial pur- 
poses continues scarce. 

The average retailer, who bought last year, for this 
year’s needs, is congratulating himself on this point, 
but he is fervently hoping that he may “unload” down 
past even his old normal stock before anything serious 
may happen. To this end he is reducing varieties 
where possible, buying small quantities for quick turn- 
over where necessary, and watching his credit accounts 
very closely. Seasonal goods should be contracted for 
as early as possible, however, as there are decided indi- 
cations of short stocks and slow deliveries. This 
naturally means price advances added to slow deliveries. 
In fact, in some lines wholesale stocks are becoming 
badly broken with small prospect of early replenishing. 

The long anticipated advance in nails and all kindred 
wire products took place early in the week. Included 
with this are sheets and galvanized products, and 
papers and roofings threaten to follow soon. The ad- 
vance caused little surprise, as nearly everyone was 
expecting it, and some surprise was expressed that it 
was not considerably more. However, some people take 
the stand that very much more in the way of increase 
in prices will seriously curtail building operations. 
Any amount of estimating is in progress, but it is too 
early yet to even predict the percentage which will fol- 
low up estimates with orders, and requests for de- 
liveries. Some contractors hold that building will be 
carried on very extensively, while others anticipate a 
rather quiet year. 

The decision to arm merchant ships has come at last, 
and another step taken in the strained situation every- 
one has been watching. The anxious attention it has 
received doubtless has had a detrimental effect on busi- 





ness in general. It remains to be seen how much it 
will actually cripple business through this section of the 
country, but the effect should be less here than any- 
where, as so much of the merchandise is ultimately 
sold to the farming communities which are tributary. 


WirE NAILS AND Braps.—Nails have advanced at 
last, an advance that two years ago would have been 
considered a large one, but which seems normal now. 
Mill deliveries are slow, and serious shortage may result 
when the season opens up. Brads have not yet ad- 
vanced but an early change may be looked for. 

We quote from local jobbers’ stocks standard wire nails at 
$3.80 per keg base, coated wire nails at $3.70 per keg base 
and brads at 75 per cent discount. 

WIRE AND STAPLES.—These items have also suffered 
from advances. Inquiries for barb wire for spring 
fencing are beginning to come in, but the price seems 
discouraging to many who inquire. One man asking 
price on a quantity considered he had lost nearly $1,000 
by not buying before the advance. We quote from local 
jobbers’ stocks: 

Galvanized Glidden cattle wire, $3.71 per 80-rod spool; 
galvanized Glidden hog wire, $3.89 per 80-rod spool; painted 
Glidden cattle wire, $3.16 per 80-rod spool; painted Glidden 
hog wire, $3.61 per 80-rod spool; No. 9 black annealed smooth 
wire, $3.75 per cwt.; No. 9 galvanized ennealed smooth wire, 
$4.45 per cwt; polished fence staples, $3.95 per cwt; gal- 
vanized fence staples, $4.65 per cwt. 

Wire CLoTH.—Price remains stationary as yet with 
a slightly increased demand. We quote from local job 
bers’ stock: 

12 mesh black painted wire cloth, $2 per 100 sq. ft.; 12 


mesh galvanized wire cloth, $2.50 per 100 sq. ft.; 14 mesh 
bronze wire cloth, $10 per 100 sq. ft. 


Bo.ts.—The market on bolts is firm and steady with 
no advances and a trifle heavier demand. We quote 
from local jobbers’ stocks: 

Small machine bolts, 50 per cent; large machine bolts, 
30-10 per cent; small carriage bolts, 45-5 per cent; large 


carriage bolts, 35 per cent; lag screws, 40-10 per cent; 
stove bolts, 60-10 per cent. 


SHEETS AND TIN PLate.—A decided scarcity and ad- 
vanced price are features of the market here. Black 
sheets, however, have not followed the last two ad- 
vances of galvanized. Tin still is stationary, and orders 
are being placed for spring requirements. We quote 
from local jobbers’ stocks: 

Black sheets at $5.70 per hundred weight base; galvanized 
sheets at $8 per hundred weight base; I C 8-Ib. coating 
20x28 roofing tin at $15.50 per box; 8-lb. coating charcoal 
bright tin 20x28 at $20 per box. 

OIL AND TURPENTINE.—Linseed oil and white lead 
show an advance. The advance made by one manu- 
facturer some time ago is now general and prices are 
half a cent a pound higher than they were last fall. A 
sharp advance of four cents per gallon is noted in oils, 
but turpentine has declined half a cent per gallon. We 
quote on local jobbers’ stocks: 

Boiled oil, barrel lots at $1.03 per gal.; raw oil, barrel 
lots at $1.02 per gal.; turpentine, barrel lots, at 58c. per gal. ; 
white lead, 100-lb. kegs, $11.13 per 100 Ib., with the usual 
differentials for quantity. 

Rore.—No changes have taken place for several 
weeks in price and demand and supply seem about 
the same. No relief has been sighted on raw materials 
and freight conditions make a bad situation worse. 


We quote from local ee gid stocks best grade manila rope, 
grade sisal rene 20%c. per pound 
Ase. 


24%c. per pound base, 
base and cotton rope at 25c, per pound 
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South Jersey Association 
Holds Spring Meeting 


HE South Jersey Hardware Association held its 
spring meeting and banquet at the Hotel Ridg- 
way, Camden, N. J., Thursday, March 8. Among the 
visitors were J. R. Duff, of Collingswood, who gave 
a very interesting talk on window dressing; W. P. 
Lewis, secretary of the Pennsylvania and Atlantic 
Seaboard Hardware Association, who spoke on con- 
vention and association work and who particularly 
emphasized the need of good window display and 
carefully prepared advertising; Mathias Ludlow 
and William Littell, Jr., from the North Jersey 
Hardware & Supply Association. A committee of 
three was appointed to make arrangements for a 
summer outing. 


Office Force of Illinois 
Association 


THE accompanying photograph will introduce to 
our readers Leon D. Nish, secretary of the 
Illinois Retail Hardware Association, and the corps 
of assistants which have aided him in making his 
office one of the most efficient in the association field. 
The business of the Illinois association is handled 
with the same thoroughness as that of any large 
mercantile organization and the records in Mr. 
Nish’s office are in such excellent shape that he is 
able to answer any and all questions pertaining to 
the affairs of the association at a moment’s notice. 
The Illinois association owns its own offices at 
Elgin, Ill., and as its membership is the largest 
among State associations, Secretary Nish and his 
staff are busy people. The fact that only five out 
of the 1335 members of the Illinois association were 
in arrears for dues when the annual convention was 
held recently at Springfield proves conclusively that 
the secretary is on the job. 
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Cincinnati Contractors Meet 


THE Cincinnati Association of Sheet Metal Con- 
tractors, Cincinnati, Ohio, held its annual meet- 
ing and banquet at the Business Men’s Club on the 
evening of March 8. About forty members and 
their wives were present. No business was trans- 
acted and the meeting was purely a social affair 
President William F. Anspaugh presided. 

Among the speakers were John Weigel, president 
of the Cincinnati Hardware Guild; F. William 
Stechow, former president of the Cincinnati Sheet 
Metal Association; Charles E. Pfau, secretary of 
the Huenefeld Company; E. J. Becker, secretary of 
the Hardware Club of Cincinnati; W. F. Belmer, 
president of the Hardware Club of Cincinnati: 
Charles Kobmann, John A. Hengeller, and others. 

A. H. Tuechter, president of the Cincinnati Bick- 
ford Tool Company and director of the Business 
Men’s Club, addressed the association, and stated 
that the present high costs of all materials should 
make for a closer co-operation between manufac- 
turers, dealers and contractors. 

He extended an invitation to the guests present 
to attend the monthly club dance in the main dining 
room, which was accepted by all of those present 


WILLIAM V. NEGUS, only son of the late W. I 
Negus, has connected himself with the Sickels-Loder 
Company, 56-58 Murray Street, New York City. 
His father, W. I. Negus, was senior partner of 
W. I. & S. G. Negus, a well-known New York hard- 
ware house about twenty years ago, located at 177 
Greenwich Street. Mr. Negus will cover the trade 
of the Hudson River Valley and parts of New Jer- 
sey, as he has been doing for Underhill, Clinch & 
Co., in whose employ he was for eighteen years. 


Not His Fault 


Percy—Poets are born, not made. 
Pearl—I know, poor dear! I wasn’t blaming you.— 
Exchange. 





The efficient office force of the Illinois Retail Hardware Association, Elgin, Ill, left to right: Miss Jurs, Mrs. 
Brown, Miss Cotton, Ry Wallace, assistant secretary, Miss Hurd, M. L. Hurd, traffic manager and L. D. Nish, 
secretary 
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Publicity for the Retailer 


A Store Catalog with an Action-Producing Back Page—A 
New Store Paper from Colorado—Unique “ Walt Mason” 


Heater Ad from Maine Hardware Man 
By BURT J. PARIS 


A Business-Getter from the Word Go 


Nos. 1 and 2 (9 in. x 1014 in.). We are in receipt 
of the new edition of the store catalog published 
by the Buchanan Hardware Company, Richfield 
Springs, N. Y. This is a 12-page catalog, neatly 
printed on a good grade of news print stock and 
saddle-wire stitched. To peruse this catalog is to 
gain an excellent idea of the Buchanan stocks. No. 
1 shows the general page arrangement throughout 
the book. It will be noticed that each item is sep- 
arated by rule panels which eliminate any confusion 
in reading. Forty-one distinct lines of hardware 
merchandise are featured and as the company draws 
largely upon rural trade, items for the farmer are 
liberally sprinkled through the pages of the catalog. 
This page features milking machines and cream 
separators. In compiling the catalog, the idea of 
John A. Losee, the presiding genius of the company, 
seems to have been to use two methods of listing 


items. A certain percentage of items are listed with 
price and generally with an illustration. The bal- 
ance are played up by carefully written copy as wit- 
ness on this page the strong presentation of the 
Empire milking machine, likewise the cloth window 
ventilators. Also on the De Laval separator, good 
copy is used. Then there will be a page of poultry 
supplies listing founts, hovers, brooders, feeders, 
incubators with only sizes and prices. The method 
is good because it permits the listing of many more 
lines and items than if a block of copy were devoted 
to each item. In preparing a similar catalog, we 
would advise you to follow Mr. Losee’s idea. To give 
you an idea of what should be included in a well- 
balanced hardware catalog appealing to both urban 
and rural trade, we cite some of the lines listed: 
Kitchen cabinets, washing machines, farm and gar- 
den implements, housecleaning supplies, cutlery, 
poultry supplies, paints, pumps, plumbing depart- 





Empire Milking Machines 


Empire Milkers are an tmprovement over others. They have 
all desirable features of others, as well as evclusive features 
which replace the pndesirable ones found in others. For suc- 
cessful milking, the teat should be massage4 Hitherto it has 
been necessary to use compressed air for this purpose. Com- 
pressed air require extra pipe lines, more expense in erecting, 
more power to operate. The EMPIRE, owing to improved teat 
cups and pulsator, makes compressed air unnecessary. Instead 
of compressed air, the Empire uses simple atmosphere pressure 
to massage the teats. This is safer and more economical, not 
only in initial cost but future expense 





Cream Separators 
De Laval Separators 


SAVE $10 to $15 per cow every year 
of use over all gravity or dilution 


ey ! THERE 
PRICE IS RIGHT 





Cloth Window Ventilators 


They will be welcomed by the housewife, the 
office man, the school teacher hey as a "means 
air, without or dust 

iy trested cotton tabvie of fine mash, 

keeps out all drafts, dust. rain and snow, but 

sits a constant circulation of fresh air. The 

Sine to of hentuben adjustable to fit any or- 
dimary window openmg 


PRICE, 2% EACH 














“At Your Service”’ 
_ Remember that our store is “At Your Service.” When in town we e cordial- 


ed our store “the friendly store 
not annoy you by endeavoring to persuade you to 

every eS cee and look around 
the new merchandise that we are constantly adding and the many new house- 
hold helps which we aim to stock as soon as they are put on the market. Call, 
write or phone us for any information that you may desire on goods in our line. 
You will receive a reply by return mail. 





MAIL THIS COUPON MAIL THIS COUPON 
BUCHANAN HARDWARE CO., BUCHANAN HARDWARE CO., 
Richfield Springs, N. Y Richfield Springs, N. Y 
Send me full information regarding the fol- Send me full information regarding the fol 
lowing marked with a cross (X): lowing marked with a cross (X): 
Coffee Percolators 
. Casseroles 
. Baking Dishes 
Lisk Roasters 
Community Silver 
-Tea Kettles 
.. Bread Boxes 
Asbestos Sad Irons 


Refrigerators 
Oil Cook Stove. 
-Oil Heaters 
Step Ladders 
.-Clothes Baskets 
. Window Screens 
. Sereen Doors 
..Mop Wringers 
~-Dustiess Mops 
. Wash Boilers 
Pyrex Oven Ware .. 

Kitchen Cabinets .. . Jap-a-Lac 
Family Scales 

+.Jee Cream Preezers . . Pai 

.- Aluminum Ware 

. Serving Trays 

..Washing Machines .. 

-Vacuum Sweepers .. 

Address. 


Cow Stanchions 
Water Systems 


Sprayers 
Galvanized Tanks 
Hardware for Barn Fencing 
Hardware for House . Steel Fence Posts 

. Rope Galvanized Roofing 

..- Pumps . Asbestos Roofing 
Hay Cars and Track ..Rubber Roofing 

.- Plumbing ..Eave Troughing 

. Paint . .DeLaval Separators 

..Hot Water Heating ..Metal Shingles 
Steam Heating . -Pyrox 

.. Hot Air Heating Beaver Board 
Stoves and Ranges .. Feed Cookers 

. Plows Feed Grinders 

. Cultivators James Bere Equip’t 

















" Service” 
BUCHANAN | HARDWARE co. 


LD SPRINGS, N. Y. 











No. 1—A page from a comprehensive store catalog 
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No. 2—The page that produced the action 
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McCUE’S MERCANTILE BULLETIN 
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STORE-0-GRAPHS 





Join our Hoosier Club. 





Edited by C- J Hale, for the benefit 








of the customers of the McCue Mer- 
cantile Co. of Lamar, Colorado. 
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FEBRUARY, 1917. 


LE 
Announce Change of Firm Name 


The W. F. McCue Mercantile Co. 
on January 1, 1917, succeeded the firm 
name of The W. M. Dickinson Lumber 
Co., taking over the entire business 
of this pioneer firm of this city. The 








$1.00 down, $1.00 a week. 








a 
| “Favorite” Incubators used 
| America’s most successful poultry 


| raisers 
' 





Roy Toothacker, southwest of the 
city, hauled a South Bend Malleable 
Range to his home. 





“The Housckeeper’s Delight”, Du- 
plex Alcazar Ranges, the two stoves 
in one. We are showing as full 
on our floor. 


ne 





company announces their line cf stores 





and yards will hereafter be operated 




















under the one firm name of The W. 
P. McCue Mere. Co., with no ehahges 
in the management of their well es- 
tablished business. 





A good example is the best sermon. 


Diligence is the mother of good 


Ex-Commissioner Barr of Baca 
county recently purchased a bill of 
lumber and buildirg materials for a 
new residence on his ranch. 





Brown & Gould delivered to their 
ranch 3 miles northwest of the city 
one of the firm's Black Hawk Manure 
Spreaders 





luck. 


A refusal of praise is a desire to be 
praised twice. 


SAVES MILES OF STEPS 


ance $1.00 a week. 
The object of education is not only 





Join our Hoosier Club—Pay $1.00 when you order the Hoosier and bal- 


We bought a carload—to give our c 





Mrs. R. B. Morrison of the Pastor- 
ius ranch east of the city was made 
happy with one of our “Favorite” In- 
cubators last month. 


a + 





rs the of buying 





to produce a man wha knows, but one 
who does. 





Write us if you have something you 


this nationally used Cabinet at the low prices and easy terms. There is «& 
Hoosier Cabinet for your kitchen at a price you want to pay. 

Prices $26.50, $30.50, $35.50, $39.50, $44.00 
Write us for booklet showing styles 


Mr. M. T. Kemper, 5 miles east of 
the city, has furnished his ranch home 
with new goods recently purchased 


and full description of this cabinet.|from our furniture department. 








wish to be read through our Bulleti 








“Our latch string is out.” 


SMILES 





“Please don’t bother to sec me te 
the door,” pleaded the departing vis- 
itor. 

“Really, it’s no bother at all,” the 
hostess assured her. “It’s a pleas- 
ure.” 


besides do the — 
which will 10 to cows per hour, 


Can —— two or three single units. 
Heifers and old cows both like the 


except for the small pump and tank 
sultable power will drive pump. 





“Describe water, Johnny,” said the 
teacher. 

“Water,” explained Johnny, “is & 
white fluid that turns black when you 
put your hands in it.” 





“Your wife seems busy these days.” 

“Yes, she is to address 1 woman’s 
elub.” 

“Ah, working on her address?” 

“No, on her dress.”—Louisville 


Courier-Journal. 





Maloney (reading life-insurance cir- 


cular): “Phwat’s a ‘table ax expec- 
tancy’?” 
Casey: “Shure, it’s something that 


proves by statistics thot ye won't live 
as long after yez are sixty as yez 
did before.”—Life. 





“Won't you take my scat?” said the dsy’s work or any other time—especia!! 
man in the street car, as he lifted his 
hat to the pretty girl. 

“No thank you,” she replied, “I’ve 
been skating all the afternoon and I’m 
tired of sitting down.”—Puck. 


some profit. Insures 
uniformly. It’s 
The EMPIRE 





to you at your first opportunity, 


EMPIRE 
Mechanical Milker 


One man, using only one double unit, can milk 20 to 30 cows per 
ing and carrying the milk. 


quickly. The frequent increase in milk flow proves that. 
- The illustration shows you the Vouble Unit Outfit in actual operation, 





Hand milking is s hard job in cold weather. 


The EMPIRE Milker takes care of a jo 
oe cows always being milked regular 
ye to hand milking and everybody 
ilker is a fine machine. 
everywhere. Guaranteed by the Empire Crea 
for yourself how simple, sure and reliable it is. 


The lumber department sold Mr. G. 
A. Dahlgren lumber and material for 
12 house patterns to be built for the 
A. B. S. company on their farms east 
of the city. 





Mr. R. J. McGrath and bride have 
gone to housekeeping in the Maxwell 
Bungalow on south Main street, fur- 
nishing it throughout with high grade 
well selected goods from this store. 


a 


“Titan” 10-20 Tractor was the whole 
thing at the big demonstration on the 
Joe Kennedy ranch during farmers’ 


hour, 
Single Units, each 
can be had if preferred. One maa 


EMPIRE Milker and take to it 


which supply the vacuum. 


tently 
Massages ‘he 


Any 





week. It was a fine showing and 

Teals Alter Each several buyers. The I. H. C. represen- 
; al muy tatives were present to show them. 

bees lt “Lucky Birthday” L. W. Markham 

= was high bidder on the fine team har- 

Use ness which the firm sold on February 


3, at 2 o'clock. L. W. is a firm be- 
liever in giving $1.00 a year any old 
time for a harness with the style and 
quality which this one had. Ask him 
about the bid. 


Compressed Olr 
Pipe Ling eeded 
: It Gan be Ran 
Wherever Conveaient 
in fly time, after a hard 
hen you are short-handed. 
likes. Pays you a hand- 
» quickly and 
lad of it. 
Absolutely reliable. Successful 


m Separator Company. See 
ill be giad to show it 





SPRING GOODS 


We recently received a car shipment 
in our line of steel goods, such as 
Forks, Shovels, Spades, Posthole Dig- 
gers, Hoes, Rakes, Wheelbarrows and 
all kinds of spring and garden tools, 
in fact our line is complete at a much 
less price than we can buy them for 
now. 


hard w 
nobod 





No. 4—This store paper is ably edited 


ment and supplies, fire extinguishers, barn equip- 
ment, housefurnishing goods, refrigerators, mow- 
ers, freezers, churns, stoves and ranges, oil heaters, 
drag saw machines, fence, roofing, galvanized ware, 
erector sets, Beaver board, etc. Mr. Losee’s pen- 
chant for effective publicity is again noted in Fig. 2. 
Read this page very carefully. It’s the page that 
puts action in the catalog. When a person looks 
over a catalog, there are always some items that in- 





terest him and that is the ideal time to get action. 
But, unfortunately the reader will not always sit 
down and write for information and his call may be 
put off. The idea of this back page is to strike while 
the iron is hot. As will be seen, all that the reader 
has to do is to check items, sign his name and mail: 
no letter is necessary. We consider a page of this 
kind essential to every store catalog. You will 
agree with us when you give it a little thought. 











pd Round Ook Foihs Make Good Goods Only 











The Hungry Heater 


My furnace has an appetite that passeth under- 
standing; I shovel coal by day and night, and more it 
is demanding. I’m always writing soulful odes, in- 
dorsed by leading thinkers, that I may buy me endless 
loads of coal and slate and clinkers. And when I lay 
my lyre aside—it isn’t that I want to—down to the 
basement I must slide, and feed that furnace, pronto. 
When I sit down to read some hooks sensational and 
silly, my wife remarks. “Gee whiz! Gadzooks! The 
house is growing chilly!” . The furnace never takes a 
rest, it is'the worst of gluttons; { shovel coal at its 
bebest until I bust my buttons, I lay me down to 
take a snooze when I have bolted dinner—for weary 
hearts and jaded thews, such catnaps are a winner. 
Bat ere I’ve fairly closed my eyes, I heat Mirandy 
wheezing, “The fire is out—you'll have to rise—we all 
are simply freezing!” -All winter long I shovel coal, 
to make the old shack hotter, and when spring comes 
I lack the roll to buy myself a ewatter —Walt Mason. 

(Copyright by George Matthew Adams.) 
If Uncle Walt had owned a 


ROUND OAK MOISTAIR HEATER 
he would not have been troubled keeping up an even 
temperatare, neither would he had to shovel 80 much 
coal. 


‘We do all kinds of slectric wiring and repairing motors, etc. 
This store is open Wednesday and Saturday evenings. 


A. E. DODGE, 


Lisbon Falls, Me. 


No. 3—Walt Mason’s stuff about heaters 


A La Walt Mason 


No. 3 (2 cols. x 12 in.). If you live in the United 
States you’ve heard of Uncle Walt Mason, the world’s 
champion compiler of rhythmic rhymes. Walt Mason 
is a national habit. If you once read one of his 
jingles, you’ll read another and you can’t start 
one without finishing it: each sentence gives you a 
push that carries you on to the next one where the 
process is repeated until Walt hangs up the lyre. 
Don’t take our word for it: here’s a chance to try 
it yourself. Because of the foregoing argument, 
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Walt’s stuff makes good ad copy, and A. E. 

of Lisbon Falls, Me., who sent us this ad may rest 
assured that his effort will be read. Although we 
are an enthusiastic follower of Walt, our advice is 
not to overdo him or any other rhymster. An cera. 
sional novelty in copy is good, for it livens up your 
publicity, but you must get right back to the thought 
that selling goods is serious business and too Many 
jokes may spoil the sale. 


Another Store Paper Which Is Making Good 


No. 4 (10 in. x 14 in.). This is the editorigl 
page from the third issue of McCue’s Mercantile 
Bulletin, published monthly by the McCue Mercan- 
tile Company, Lamar, Col., and edited by C. J. Hale. 
The Bulletin consists of eight pages, printed on 
white stock. A good idea of its make-up will be 
gained by inspection of this page. Note how prom- 
inent the two ads are made by the flanking on each 
side of the reading text. The Store-o-Graphs are 
interesting reading and contain many a suggestion 
for a sale. Other pages list agricultural implements, 
paint, oil stoves, cream separators, ranges, tires, 
wagons, washers and wringers, horse goods, roof- 
ing, farm ditchers, etc. On the first page there is a 
highly interesting article on the high cost of living. 
The burden of the argument is that the farmer has 
two powerful incentives to increase his soil produc- 
tion: humanitarian and selfish—the first being his 
duty to mankind and the second his opportunity to 
increase his own wealth by marketing a larger 
quantity of his products at prices which must con- 
tinue to be more and more profitable to himself. 
The article goes on to cite the case of a farmer 
who was getting a poor corn yield and who held 
the weather responsible while the fault was his 
own in not knowing some vital facts about corn 
growing. The article was sure to make a deep im- 
pression on every farmer reader and it is this kind 
of article which helps give a store paper character. 
The McCue Company is not so easy to reach as some 
of the other Lamar stores and the store paper editor 
disposes of the question with this slogan, “It’s a 
little further but it pays to walk.” 


Hard Facts 


By Charles H. Meiers 


AN iron constitution is a great help to the hard- 
ware dealer. 

The gimlet is small, but it is the right size for its 
job. 

A merchant should never try to sell a customer, 
but sell to him. 

The proprietor of a bottling plant recently said 
that he was doing a corking business. 

Coming down to “brass tacks,” many a hardware 
clerk has unexpectedly received a raise. 

When the world sees that a man is in earnest it 
begins to kick stones out of his path. 

No matter how much trouble a hardware dealer 
has, he should never bore his patrons with a bit. 

In selling separators, it is well to be sure that 
they are not the kind which separates dealers and 
buyers. 

It is true of men and trees that a dead one may 
hold a position for a while, but only a live one can 
shoot upward and branch out. 

With a good stock of hammers, nails, etc., on 
hand, a hardware dealer should be able to nail every 
prospective buyer that comes into his store. 


eT HAT fellow was an impudent fraud. How did he 
manage to wheedle money out of you?” “Oh, 
John, he told me such a sad, pitiful tale about his poor 
wife who was a widow with six little children.”—Balti- 
more American. 
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Stanley Works Products 
are made-to-order 





HERE is nothing quite so satisfactory as to make for your- 
self whatever you want, exactly thé way you know you want 
it. That is the way THE STANLEY WORKS products 


are made. 


The steel used in STANLEY products is manufactured by THE 
STANLEY WORKS in its own steel mills. THE STANLEY 
Steel Plant is one of the best equipped Cold Rolling Steel Mills in 
the United States. 


Depending upon the use to which it is to be put, there is consider- 
able difference in the composition of the steel from which the great 
variety of STANI.EY products are made. A STANLEY plated 
butt is manufactured from one kind of steel: a STANLEY 
japanned barrel bolt from another. 


Tireless experimenting and seventy-three years of experience 
has shown THE STANLEY WORKS just what kind of steel is 
best for each and every item it produces. Having once found what 
kind is best, it is made to order by skillful workmen in THE 
STANLEY WORKS own steel mills. 


STANLEY products are suiperior because the material from 
which they are made is scientifically prescribed in each case, and 
then carefully manufactured by THE STANLEY WORKS itself 
to meet the requirements of your trade. 





In placing orders for your Spring s'ock be su-e to 
specify STANLEY products by name and number. 
If you have not a copy of THE STANLEY WORKS 
catalog write for it today. 





New Britain 


Conn., U.S. A. 


New York Chicago 
100 aimee © Works 73 E. Lake St. 
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“Kibby” Washer 


The At Last Washer Company, 
Perry, Iowa, has recently brought out 
a 1917 model of the “Kibby” washer. 
























The weights hung on the wringer of 
this “Kibby” washer illustrate its good 
balance 






It has a swinging wringer and is 
operated by electricity. 

The company calls special attention 
to the fact that when the wringer is 
swung out it is so counterbalanced by 
the motor under the tub that the 
washer cannot tip over. The connect- 
ing rod or drive shaft is fitted with 
knuckle joints that are said to elim- 
inate all possibility of binding. The 
cover is free from gears, etc., that 
might interfere with the opening and 
closing of it. 

The gears are run in grease and are 
totally inclosed in a small gear case 
that is situated under the tub of the 
machine. This eliminates danger to 
the operator or to children who may 
come near to the washer while it is in 
operation. The tub is finished either 
in natural wood or in white enamel at 
the option of the dealer. All metal 
parts are finished in gold bronze. The 
wringer can be detached from the 
washer with little trouble. 


























Economy Too! Chest 
Catalog 


The Economy Mfg. Company, 529 
Commerce Street, Philadelphia, Pa., 
has recently published an 18-page 
catalog of Economy tool chests and 
manual training benches. Many differ- 
ent outfits are shown in this new book, 
and are illustrated by means of ex- 
cellent halftones showing the tools 
that make up the various outfits. 
These vary from a small set comptis- 
ing a chest 12% in. long, 6 in. wide 
and 3% in. high, which contains eight 
articles, to the No. 4 Economy tool 
chest which has a box measuring 28 x 
12 x 10 in. and which contains thirty 
tools. These sets are made for the 
use of boys. However, the catalog also 
describes a number of sets for house- 






















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


hold use containing from fourteen to 
nineteen high grade tools in a stout 
substantial box. Several benches for 
manual training are shown complete 
with tools. On the last page is shown 
the No. 15 Economy shoulder chest for 
the use of carpenters. It is 32 in. 
long, 8 in. wide and 8 in. high. 


McGowan’s Automatic 
Hog Ringer 


The Cooper-McGowan Company, 
Galt, Mo., has recently announced to 
the trade the McGowan automatic hog 
ringer. 

This ringer has a magazine that 
holds twelve rings at one loading. It 
has an automatic feed. Any triangu- 
lar ring can be used in connection with 
it. The rings in the magazine form a 
depth gage that rests against the hog’s 
nose. This prevents the ring from 
entering too deeply. The magazine 
can be adjusted to accommodate vari- 
ous sizes of rings. 

The McGowan automatic ringer is 

















McGowan’'s automatic hog ringer 


made of malleable iron and steel and 
is finished in white nickel. 


THE GREGG HARDWARE COMPANY, 48 
and 50 Cadillac Square, Detroit, Mich., 
has recently moved into new quarters 
and now has a modern and up-to-date 
hardware store. 
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“Handy” Baling Press 


The Grand Rapids Salvage Com- 
pany, Grand Rapids, Mich., is now 
marketing the “Handy” press for bal- 
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The “Handy” baling press 


ing all kinds of waste, such as paper, 
rags, cloth, scrap leather, etc. 

The “Handy” baling press was de- 
signed, the company states, to meet 
the requirements of merchants and 
manufacturers needing a_ simple, 
strong, compact baler that is prac- 
tically indestructible and that can be 
operated by a boy. 

It is made of blue annealed sheet 
steel throughout and is reinforced by 
means of heavy steel angles. The 
operation of baling is very simple. 
The lever mechanism is said to be 
very powerful, giving great pressure 
with little effort. When the machine 
is opened to remove the bale, the en- 
tire front and one-half of the side 
swing open. 

The “Handy” press is entirely open 
at the top for convenience in filling. 
It also allows the baler to be used for 
the storage of waste paper as it ac- 
cumulates. 

The “Handy” baler is made in a 
number of sizes. The No. 12, which 
will make a bale of 100 lb. in weight, 
lists at $27.50; the No. 9, which will 
make a bale of from 125 to 175 lb, 
at $50, and the “Handy” press to make 
a bale from 150 to 250 Ib., at $65. A 
baler of wood construction, known as 
No. 15, is made to sell for $17.50. 


THE Barstow Stove COMPANY, 
Providence, R. I., has acquired the 
patterns and good-will of the Smith & 
Anthony Company, Boston, Mass., 
manufacturer of the Hub stoves, heat- 
ers and furnaces. W. B. Hathaway, 
for nearly a quarter of a century iden- 
tified with the firm of Smith & An- 
thony Company, and for several years 
its president, will be connected with 
the Barstow Company. The Barstow 
Stove plant was organized by Amos C. 
Barstow in 1836 and incorporated as 
the Barstow Stove Company in 1859. 
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The Track that made Sliding 
Doors Popular 


A unit of the Famous R-W Line 


Richard-Wilcox Trolley Track for 
Sliding Door Equipments makes 
friends wherever it goes and adapts 
itself to every condition of sliding 
door service— 


For Barns Warehouses 
Residences Schools 
Garages Churches 


Why not sell the best 
when it costs no more? 








Write now for free book containing interesting 
description of R-W products, handsomely illus- 
trated—valuable to you. 


Richards WilcoxManufacturing @. 


PHILADELPIHUA 

MINNEAPOLIS 
Beever Aurora Iuiinors,USA. nORAPO 
CHICAGO Richards —Wilcox Canadian Co.,Ltd..London,Ont. ST LOUIS 
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Penn Shaving Service Set 


A. C. Penn, Inc., 100 Lafayette 
Street, New York City, has recently 
brought out the Penn shaving service 
set, No. 20, consisting of one Penn 
safety razor, two extra packages of 
Penn blades, making fifteen blades in 
all, one Penn honing strop and a strop- 
ping handle. 

The Penn safety razor is triple sil- 
ver-plated. It has a smooth guard that 
permits the use of the entire shaving 
edge of the blade. It is packed in a 
neat velvet-lined spring-hinged box 
that is finished with a waterproof ma- 














The Penn shaving service set, No, 20 
terial that closely resembles Spanish 
leather. 

A satisfactory shave cannot be ob- 
tained unless a blade is kept in good 
condition. Stropping keeps a good 
shaving edge on the blade, and also 
dries it thoroughly. For this reason 
A. C. Penn, Inc., recommends strop- 
ping each blade before and after using. 
The honing strop packed with this 
outfit is designed especially for strop- 
ping the Penn blades, although it can 
be used equally as well for all other 
blades. The honing side of this cush- 
ion strop is treated with a delicate 
abrasive and the finishing side with a 
mineral oi] that is said to keep the 
leather flexible and to give a clean, 
sharp shaving edge. The metal handle 
and the Penn stropping handle both 
telescope into the strop, making a 
convenient and compact package. 
Each strop is carefully wrapped in 
oil paper. The sheath is finished in 
a material similar to that on the Penn 
safety razor case. 

The price of the Penn shaving serv- 
ice set, No. 20, is $2.50. It is guaran- 
teed by the manufacturer to give 250 
satisfactory shaves. 


“Advertising by Motion 
Pictures” 


The Standard Publishing Company, 
Cincinnati, Ohio, has just published 
a new book entitled “Advertising by 
Motion Pictures,” which is written by 
Ernest A. Dench, an author who spe- 
cializes on motion picture subjects. 

The widespread fame of motion 
pictures as a form of entertainment 


has attracted the attention of many 
wideawake advertisers with the result 
that motion pictures in the next few 
years bid fair to be used to a great 
extent for publicity purposes. Inas- 
much as the subject is one on which 
there is scarcely any available infor- 
mation, this new publication should 
prove valuable, being as it is almost 
a pioneer in the field. The book is 
simply written and covers the subject 
in a thorough, businesslike way from 
many viewpoints. It contains chap- 
ters of special interest to manufac- 
turers, wholesalers and retailers, as 
well as real estate men, publishers, 
etc. Some of the chapters of special 
interest to retail hardware merchants 
are: “Selling Automobiles and Access- 
ories by Motion Pictures,” “Individu- 
ality in Slide Advertising,” “Attract- 
ing Farmers to Town,” “Clinching 
Agricultural Machinery Sales by 
Motion Pictures.” 

The price of “Advertising by Mo- 
tion Pictures” is $1.50. It may be 
obtained from the HARDWARE AGE 
Book Department, 239 West Thirty- 
ninth Street, N. Y. 


‘“‘Friction-Tangle” Pot 
Cleaner 

The J. M. Sherwood Company, 154 
Chambers Street, New York City, is 
distributing to the trade the “Friction- 
Tangle” pot cleaner, the head of which 
is said to be made of 85 per cent pure 
copper. It is used for the purpose of 
scouring and cleaning pots, pans and 
dishes. It is described as being espe- 
cially effective on aluminum ware and 














Display stand for the “Friction-Tangle”’ 


pot cleaner 
is said to clean aluminum without the 


use of chemicals of any kind; simply 
by its own action and that of ordinary 
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soap. The No. 1 mop has a 
handle; the No. 2 a 12-in. handle: the 
No. 4 is a heavy weight mop with 5 
12-in. handle and the No. 3, which 
has an 18-in. handle, is for lavatory 
use. 

The J. M. Sherwood Company fur. 
nishes an attractive display stan 
shown in the accompanying illustra. 
tion. 


‘“Russwin” Safety Door 
Stop 
The Russell & Erwin Mfg. Com. 


pany, New Britain, Conn., has brought 
out the “Russwin” safety door stop 














Illustrating the application of the “Russ- 
win safety door step No. 5 


No. 5. It is attached to the floor as 
is shown in the accompanying illustra- 
tion by means of a wood screw, the 
pivot point being located 35% in. back 
from the edge of the door and 1 in 
from the face of the door. 

The action of this stop is also shown 
in the illustration. The door opens 
about 4 in. when the stop is in the 
position illustrated in the cut. 

The stop can be applied easily with- 
out marring the door, cannot be manip- 
ulated from the outside and is said 
to afford great security. It is made 
of malleable iron and finished in imi- 
tation statuary bronze. 


‘Quaker Gray” for 
Deming Pumps 


The Deming Company, Salem, Ohio, 
has recently announced by means of 
an attractive little folder that the 
entire line of hand, windmill, power 
and spray pumps will be painted in a 
new color known as “Quaker Gray.” 
The line of triplex pumps, however, 
the company states will be painted ma- 
chinery color as in former years, but 
as this line is not sold through the 
hardware and implement trade this 
reservation will not be of especially 
interest to dealers in general. 

“Quaker Gray,” the folder an- 
nounces, is a color especially prepared 
for the Deming Company and will be- 
used in connection with gold trim- 
mings. The new color is said to give 
a very pleasing appearance to the 
pump; it withstands shipping scars 
better than the conventional reds and 
greens according to the Deming Com- 
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ONTHE 
¥ é <€@That Old Trade Mark Stands for 
% fe “Satisfaction in Hardware” 
FROUT' 
Famous “Ten-Ten’ 


Watershed Track 
and Hangers 








No. ‘*Ten-Ten”™ No. **Ten-Twelve” Ad- 
Adjustable In justable, in and Out 
Out —Up and Down 


ANOTHER INSTANCE OF A-P SUPREMACY 
The “Ten-Ten” door track is bird, ice, snow, dirt, rust, 


rain and weight proof. It is simple in design and strong, _ The Cit Parmous tele Track making 

. . ; i 8 
being made from one steel blank without rivets or welds 

Because of the cylindrical wheel tread and watershed Since our first monthly shipment of 55,000 | of 

j P " ‘ No, “Ten-Ten” track, each month has witnesssed an 
extension, the tandem-type hangers operate with least increase until we ‘have been obli ged to increase our 
possible friction. No service too hard. No door too large sapacity to an oo oe of over, four million 
or too heavy. The only perfect watershed providing the presses in the world. This wonderful press, especially 
ne * we "165 ci h c 

——- feature by the frictionless tilting of the hanger ~- [Mit of the highest grade steel and can. colnen Tia 
wheels ¢ ~ y, 7s Al feet per hour. It is one of the huge presses behind 
: s on the rounded tread of the track. Allows 4% ie, dan ina “Me con othe te Gon 
eet swingout on a 9 foot opening. foot. Compare it with others. 
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pany and will not easily become shop- 
worn through warehouse storage. The 
advertising of the Deming Company 
* will feature a bust view of the new 
trade character known as “Quaker 
Gray” to more strongly associate the 
new color and the goods in the minds 
of hardware and implement dealers. 


“« Jersey” Incubators 


The Shapleigh Hardware Company, 
St. Louis, Mo., has increased its line 
of incubators and poultry supplies to 
include the “Jersey” incubators. 

These are heated by a circulating 
hot water system that is said to main- 
tain an even temperature. This tem- 




















A “Jersey” incubator 


perature in the egg chamber is con- 
trolled by a special regulator. The 
doors are made of glass so that the 
thermometers, chicks and eggs can be 
seen without opening the doors. 

The case, one of the most important 
features of incubator construction, is 
carefully made and according to the 
company will not warp, shrink or open 
at the joints. It is made to withstand 
great changes of climate and tempera- 
ture. All joints are glued and are 
practically air tight. 

The Shapleigh Hardware Company 
has issued an advertising booklet, 
which can bear the merchant’s imprint. 
This booklet gives detailed incubator 
information as to the line of brooders, 
chick feeders, water fountains, nest 
eggs, egg pans, thermometers, etc. 


“Decimal Net of Com- 
pound Discounts” 


The American Screw Company, 
Providence, R. I., has recently pub- 
lished a pamphlet of 42 pages entitled 
“Decimal Net of Compound Dis- 
counts.” It is intended as a labor 
and time-saver for the use of anyone 
who is obliged to figure discounts, no 
matter what the business may be. It 
will enable a purchaser quickly and 
without any figuring to compare quo- 
tations employing different series of 
discounts and will enable a seller as 
readily and as easily to determine the 
relation of the various prices ex- 
pressed in discounts or to select dif- 
ferent discounts producing the same 
or any desired net result. The figur- 
ing of discounts in billing or in the 
verification of bills is reduced to a 
single simple multiplication. The ta- 
bles cover the extensive range of 
nearly 23,000 combinations. The 
pamphlet is of convenient size, 6 x 9 





in., for desk use and ready reference. 
Though designed for free distribution 
it has very little advertising matter 
of the American Screw Company. 


Chicago Stapling Tool 

The Chicago Steel Post Company, 
Continental Commercial National 
Bank Building, Chicago, IIl., has re- 
cently announced to the trade the Chi- 
cago stapling tool which is made to 
clinch an ordinary staple in a satisfac- 
tory manner on a steel post. Its me- 
thod of operation can be seen very 
easily from the accompanying illus- 
tration. 

The staple is placed on the wire and 
inserted in the hole that registers 
with the wire. The Chicago stapling 
tool is then placed on the staple, as 
shown in the illustration, and bent 
upward as far as possible, as _ illus- 
trated by the dotted line. The same 
performance is repeated with the low- 
er leg of the staple except that it is 
bent downward. The two legs of the 
staple are thus bent inward against 
the inner face of the angle of the post. 
These two curves are said to make a 
very strong fastener and at the same 
time to place the sharp points of the 
staple in such a position that they 
cannot injure stock or people. Where 
the ordinary staple is used or where 
the post has oval punching instead 
of oblong, it may be necessary to bend 
the two ends of the staple together 
to permit it to enter the hole freely. 
































The Chicago stapling tool 


For this purpose the tool is provided 
with a wedge end by which the staple 
can be reopened sufficiently to permit 
of clinching. 


IN THE REVIEW of the catalog of the 
Tuck Mfg. Company, published on 
page 106 of the March 1 issue of 
HARDWARE AGE, the address was given 
as Boston, Mass. It should have been 
Brockton, Mass. 
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32 C. & L. Torch 


The Clayton & Lambert Mfg. Com. 
pany, Detroit, Mich., has 
added to its line of torches the No, 
32, which 1s said to have g number 
of improved features. 

One of these is the improved design 
and construction of the burner and 
generator. The gas is superheated 
before it is burned, producing an jp. 
tensely hot, well-regulated flame, It 
is practically wind and weather-proof, 
Temperatures below zero are said to 
have very little effect on the amount 
and intensity of heat produced, 

The tank is made of heavy gage 

















The Clayton and Lambert No. 32 torch 


polished brass with a funnel-shaped 
bottom and is fitted with a large filler 
plug. The top of the tank is strongly 
braced on the inside and will with- 
stand severe strains. The patented 
automatic brass pump with a double 
spring automatic check valve placed 
in the tank insures ample air pres 
sure. A hook and a support on the 
burner are used for holding the sold- 
ering copper. 


THE Du Pont FABRIKOID COMPANY, 
with main offices at Wilmington, Del., 
has purchased the Marokene Com- 
pany, Elizabeth, N. J., which manu- 
factures a material similar to Fabri- 
koid, used by the automobile, car- 
riage and upholstery industries. R. 
B. Heyward, who has been assistant 
superintendent of the Fabrikoid Com- 
pany’s Newburgh plant, will become 
superintendent of the Marokene plant 
at Elizabeth. No changes will be 
made in the present staff of employees. 
All the sales transactions of the Maro- 
kene Company will be under the di- 
rection of the Wilmington office and of 
J. K. Rodgers, sales manager of the 
Du Pont Fabrikoid Company. 


THE FOLLOWING ADDITIONS have 
been made to the staff of the Me- 
Quay-Norris Mfg. Company, St 
Louis, Mo., manufacturer of “Leak- 
Proof” piston rings: J. H. Bishop, 
who will travel from the Kansas 
City branch office; Arthur F. Frost 
who will travel out of the Dallas 
branch office; G. T. Parsons and P. T. 
Egbert who will have as their head- 
quarters the New York branch office; 
J. H. Griffith traveling out of the 
Pittsburgh branch office, and George 
Heidenreich out of the Cincinnati 
branch office. These men are 
graduate mechanical engineers. 
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DISTRIBUTED BY 


win & Co., Ltd., New Orleans, La 
eats Co., Cincinnati, Ohio 
. W. Barnett Hdwe. Co., Montgomery, Ala. 

Beck & Corbitt Iron Co., St. Louis, Mo. 
Geo. F. Blake, Jr., & Co., Worcester, Mass. 
H. F. Brownell Co., Sieux Falls, S. D 
Burhans & Black, Inc., Syracuse, N. Y. 
P. Burns Saddlery Co., St. Louis, Mo. 
Canton Hardware Co., Canton, Ohio 
Capital Paper Co., Indianapolis, Ind. 
Central Rubber & ” Supply Co., Indianapolis, Ind. 
Cook Iron Store Co., Rochester, N.Y. 
Andrew Cowan & Co., Louisville, Ky. 
Empkie-Shugart-Hill Co., Council Bluffs, lowa 
J. D. Grant, Fargo, N 
Gray & Dudley Hardware Co., Nashville, Tenn. 
Hackett, Gates, Hurty Co., St. Paul, Minn. 
J. H. Haney & Co., Omaha, Ne>. 
Harbison & Gathright, Louisville, Ky. 
Harpham Brothers Co., Lincoln, Nebr. 
John J. Harrington, Richmond, Ind. 
Hercules Co., Westfield, Mass. 
Hibbard, Spencer, Bartlett & Co., Chicago, Ill. 
eS Hutchisson & Co., Wheeling, W. Va. 
Indianapolis Saddlery Co., Indianapolis, Ind. 
Inter-State Oil Co., La Crosse, Wis. 
Janney, Semple, Hill & Co., Minneapolis, Minn. 
Kelley-How-Thomson Co., Duluth, Minn. 
King Hardware Co., Atlanta, Ga. 
Klostermeier Bros. Hdw. Co., Atchison, Kan. 
Knapp & Spencer Co., Sioux City, lowa 
Korsmeyer Co., Lincoln, Nebr. 
Larson Hdwe. Co., Sioux Falls, S. D. 
LaSalle Light Co., Chicago, Ill. 
Lee-Coit-Andreesen Hdwe. Co., Omaha, Nebr. 
Lerch Brothers, Baltimore, Md. 
Lewis Bros., Ltd., Montreal, Quebec 
Logan-Gregg Hdwe. Co., Pittsburgh, Pa. 
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Matador Tire & Vulcanizing Co., Chicago, Ill. 

Miller-Morse Hardware Co., Winnipeg, Manitoba, Can. 

Moore-Handley Hardware Co., Birmingham, Ala. 

C. Neidhardt & Co., Rochester, N. Y. 

Northwestern Elec. ‘Equipment Co., St. Paul, Mina. 

The Ohio Rubber Co., Cincinnati, Ohie 

Oskamp Auto Supply Co., Cincinnati, Ohio 

E. Scott Payne Co., Baltimore, Md. 

John Pritzlaff Hardware Co., Milwaukee, Wis 

W. E. Pruden Hardware Co., New York, N. Y. 

Richmond Hardware Co., Richmond, Va. 

Robinson Bros. & Co., Louisville, Ky. 

Robison Heavy Hdwe. Co., St. Joseph, Mo. 

Ross-Frazer lron Co., St. Joseph, Mo. 

St. Paul Electric Co., St. Paul, Minn. 

Scheffer & Rossum Co., St. Paul, Minn. 

J.H. & F. A. Sells Co., Columbus, Ohio 

J. B. Sickles Saddlery Co., St. Louis, Mo. ‘ 

Simmons Hardware Co., St. Louis, Mo., Philadelphia. 
New York, Toledo, Minneapolis. Sioux City and Wichita 

Sligo Iron Store Co., St. Louis, Mo. 

Smith-Worthington Co., New York, Nz Y. 

Stuart-Howland Co., Boston, Mass. 

Suelflohn & Seefeld, Milwaukee, Wis. 

Supplee-Biddle Hardware Co., Philadelphia, Pa. 

Sullivan Supply Co., Saginaw, Mich. 

H. C. Tafel Eléc. Co., Inc., Louisville, Ky. 

Tool Specialty Co., Kansas City, Mo. 

Townley Metal & Hdwe. Co., Kansas City, Mo. 

Universal Accessories Co., Indianapolis, Ind. 

Van Camp Hdwe. & Iron Co., Indianapolis, Ind. 

Van, The Tool Man, Lansing, Mich. 

Wagner Hardware Co., Mansfield, Ohio 

James Walker Hdwe. Ce., _ Montreal, Quebec, Can. 

Weed & Co., Buffalo, N. 

Western Automobile ae Co., Omaha, Nebr. 

W. R. Wheeler Co., Indianapolis, Ind. 

Wood-Vallance Co., Ltd., Hamilton, Ont. 
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Eclipse Manufacturing Co. 
Indianapolis, U.S.A. 





























































































































































































































































































































































































































“«C-W” Gun Primer 


The Crum-Wiley Mfg. Company, 
Peru, Ind., has added to its line of 
automobile accessories the “C-W” in- 
stant gun primer. When properly 
installed it is said to give the engine 
an impetus at the first turn of the 
flywheel and to prevent the reduction 
of battery energy through the heavy 
drain incident to the starting of a 
cold motor. 

The illustration shows the method 
of installing this device. A spray plug 
attached in the manifold operates as 
an atomizer when the mixture of gaso- 
line and air is forced through it by 

















The “C-W” gun primer 


the plunger situated on the dash. This 
is said to produce a fine gas vapor, 
which is immediately brought into con- 
tact with the spark plugs. Double ball 
check valves form a complete preven- 
tive of backfire from the engine, and 
are said to give positive action to the 
gasoline when the plunger is operated. 
The plunger serves also as a needle 
valve when not used for priming the 
engine and can be locked so as to 
prevent the passage of either gasoline 
or air into the manifold. 

The retail price of the “C-W” gun 
primer, finished in nickel-plate, is 
$2.50, and in polished brass $2.35. It 
is delivered fully equipped with all 
the necessary connections. 


THE GOODYEAR TIRE & RUBBER CoM- 
PANY, Akron, Ohio, has recently made 
announcement of the following ap- 
pointments which have gone into ef- 
fect. C. W. Martin, Jr., has been 
placed in charge of the southern dis- 
trict with headquarters at Atlanta, 
Ga., after serving five years as man- 
ager of the motor truck tire depart- 
ment. R. S. Wilson, who has been in 
charge of the service department, has 
assumed the duties of manager of the 
motor truck tire department. G. E. 
Brunner, who has been assistant to 
Mr. Wilson in the service department, 
has been advanced to the position of 
manager of the department. W. R. 
Bliss, formerly manager of the com- 
pany’s Boston branch, is now manager 


of the New York district. D. M. Col- 
well has become assistant manager of 
the New York district after being for 
some time manager of the southern 
district. B. S. Waterman, assistant 
manager of the New England district, 
has assumed the management of the 
Boston branch, and will continue to 
look after the company’s manufactur 
ing business in New England district. 


“Gibraltar”? Automobile 
Jack 


The Wagner-Hoyt Electric Com- 
pany, 1902 Broadway, New York City, 
has recently brought out the “Gibral- 
tar” automobile jack. 

In operation a spiral screw, which 
is operated by a gear and pinion, en- 
gages with the dogs on the lifting 
bar. This mechanism rests on end 
thrust ball bearings which are said to 
carry the entire weight of the car and 
to reduce friction to a minimum. The 
gear and pinion construction is said 
to cause the raising and lowering 
weight to be carried by the jack it- 
self; so that there is no weight on the 
operator’s hand. 

The lifting bar can be raised by 
hand to make a quick adjustment and 
can be allowed to drop to its lowest 
point by releasing a button in the 
saddle. All working parts are packed 
in grease, and are inclosed in a solid, 
waterproof outer case that protects 

















The “Gibraltar” automobile jack 


them from dampness, dirt and dust. 

The jack is operated by turning a 
folding handle to the right or left to 
raise or lower. This handle also locks 
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to the receptacle on the jack. This 
feature allows the jack to be placed 
in position without the necessity of 
reaching under the car. 

The price of the “Gibraltar” auto. 
mobile jack is $6. 


«“Thermomat”’ Auxiliary 
Cooling System 

The Cawle Company, 506 City Trust 
Building, Indianapolis, Ind., has an- 
nounced to the trade the “Thermo- 
mat” auxiliary cooling system for the 
Ford car. It is said to prevent the 
boiling of the water in the radiator 
and the overheating of Ford motors, 

This device is claimed to eliminate 











The arrow points to the tank of the 
“Thermomat” auxiliary cooling system, 
which fits behind the upholstery on the 
false door panel 
overheating by preventing steam pres- 
sure in the engine and radiator, It 
is essentially a simple condenser such 
as is used in steam plants. It is 
easily installed in a short time and is 
said to be permanently automatic in 
action. 

The “Thermomat” consists of a tank 
or vacuum chamber with seamless cop- 
per pipes to connect it with the engine 
water circuit. The vacuum condenser 
tank is a light, air-tight, pressed steel 
tank which fits behind the upholster- 
ing in the false door panel at the left 
hand side of the Ford car. 

To install the “Thermomat” the 
strip of upholstering over the false 
door panel is removed and the tank 
fastened in place with bolts that ac- 
company it. A new upholstered strip 
is furnished which is easily attached 
after the installation. The panel is 
then said to appear exactly as it did 
before the tank was installed. 

The vacuum condenser tank is filled 
automatically from the _ radiator. 
There are two tubes to connect it with 
the engine. The upper tube leads 
from the engine water outlet through 
the dash into the top of the vacuum 
condenser tank, and the lower tube 
passes from the water space or bot- 
tom of the tank through the floor 
board to the engine water inlet elbow. 

The price of this outfit is $12.50 
ready for installation. 
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The “Key” 
to the 
Gibson 
Store- 
houses 








Ready for you 
now. 
Get yours today 








HIS 400-page book is the “key” that 

unlocks the great Gibson storehouses. 

This new 1917 Gibson catalog places be- 
fore you, and gives you instant access to the 
vast stocks of merchandise that are here 
waiting your pleasure and profit. 
No hardware or accessory dealer or garage operator can 
afford to be without this book. It lists, describes and 
pictures the great Gibson stocks, completely. It gives a 
great deal of useful information in the accessory and 
equipment fields. It serves as a dependable buying guide 
—for none but articles of known merit and salability are 
admitted to its pages. This valuable book is just.off the 
press. A copy will be sent free to hardware and other 
legitimate accessory dealers and garage operators. Write 


today, asking for Catalog G-5, and allow us to place your 


name on our permanent mailing list. 


THE GIBSON COMPANY 


INDIANAPOLIS 


Motor Car Accessories.and Tires 





Shop Equipment and Electrical Supplies 


“Gibson serves the World’ 
bu 
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“Viking” High Speed Plug 
The John MacGregor Company, 
Inc., Roslindale Station, Boston, 

















The “Viking” high speed plug 


Mass., has recently added to its line 
of spark plugs the “Viking” model 
216 special for high speed and high 
compression motors. 

This model is made in all sizes. 
The insulator is described as being of 
a new and practically indestructible 
type. The eiectrode is fused into the 
insulator, making one solid unit. All 
component parts, shell, bushing, gas- 
ket, terminals, etc., are made extra 
strong and heavy. The retail price 
is $1. 


“Lazco” Adjustable 
Spring Lubricator 


The Lazarus Manufacturing Com- 
pany, 750-800 Prospect Avenue, 
Cleveland, Ohio, has recently added 
to its line of automobile accessories 
an improved spring lubricator which, 
according to the manufacturer, is ad- 
justable to fit all widths and heights 
of springs. 

The recess in the casting holds the 
clamping nut firmly in place and pre- 
vents the bolt from working loose. A 
little air chamber at the top, by 

















The “Lazco” adjustable spring oiler 


which a vacuum is formed by the 
capillary attraction of the spring, 
draws the lubricant between the 
leaves. 

The price of each lubricator is 50c. 
The Ford automobile requires four 
lubricators. 


Selling Helps for Garage 


Hardware 


The Stanley Works, New Britain, 
Conn., have recently published a 16- 
page folder describing the selling 


helps to be provided for Stanley 
garage hardware for the coming sea- 
son. This includes a mounted sample 
measuring 4% x 6% x 15 in. which 
will be provided to dealers carrying 
Stanley garage holder No. 1774 in 
stock, a handsomely lithographed win- 
dow display cut-out, attractive signs 
and display cards, a number of attrac- 
tive booklets and folders which will be 
supplied in quantity and printed with 
the merchant’s name and address, a 
series of one, two and three column 
advertisements that have been pre- 
pared in collaboration with the service 
department of HARDWARE AGE. Elec- 
trotypes only of the illustrations are 
sent. For each illustration suggested 
copy will be supplied. This will enable 
the merchant to change or add to the 
advertisements as he may wish before 
they are set in type by the news- 
papers. The selling helps also include 
moving picture slides, advertising in 
the prominent national publications, 
and an attractive booklet entitled “The 
Man Behind the Counter” that brings 
out in a unique way the selling fea- 
tures of the Stanley garage hardware 
line. The work of the service depart- 
ment of the Stanley Works is also 
briefly described. 


Pressure-Proof Piston 
Rings 
The Pressure-Proof Piston Ring 


Company, 169 Massachusetts Avenue, 
Boston, Mass., has recently enlarged 














A Pressure-Proof piston ring 


its factory and is preparing to mar- 
ket in a national way the Pressure- 
Proof piston rings. 

The compression and oil proof 
features of this ring are due, the 
company states, to the spring or ex- 
pander which acts,on a bevel on the 
underside of the ring proper. It does 
not come in contact with the cylinder 
wall and consequently can be made 
of finely tempered steel. This spring, 
being adjustable and capable of taking 
up as much as 1/32 in. excess width 
in the groove, exerts an upward and 
outward pressure on the ring and 
holds it tightly in the groove. It is 
said to seal effectively the space be- 
tween the piston and the cylinder 
wall. 

The company has recently issued an 
attractive booklet entitled “New Facts 
About Piston Rings.” 


New Swinehart Tires 


The Swinehart Tire & Rubber Com- 
pany, Akron, Ohio, has placed two 
new tires on the market which will 
be known as the “Hexagon” and 
“Ribbed” treads. These new tires, the 
company states, are made according 
to the old style, hand-made process 
that is said to insure great strength 
and durability. An additional 1500 
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miles has been added to the Suarantes 
so that now all adjustments are based 
on the basis of 5000 miles. 

and 




















The “Hexagon” and “Ribbed” 
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Swinehart tires rae 


Improved Bracket for 
Spot Light 

The Pittsburgh Electric Specialties 
Company, Pittsburgh, Pa., in order to 
make its spot light—the Pittsburgh 
“Parabolite”—a lamp of wider utility, 
has designed a new type of bracket 
that gives the lamp a horizontal swing 
of 270 deg. and a vertical swing of 
360 deg., and which is interchange- 
able for right-hand or left-hand drive. 

The bracket consists of a T swivel, 
which turns 270 deg. in a horizontal 
sleeve attached to the lamp, and which 
turns through a complete circle in a 
vertical sleeve attached to the wind- 
shield. This allows the driver to con- 
centrate the beam from the light on 
the ground or as high in the air as he 
desires, or it may be thrown across 
the front of the car almost parallel 
with the windshield. If necessary, the 
lamp can also be turned to illuminate 
almost any part of the car behind the 
windshield. 

In this way, in addition to giving the 
lamp an unlimited range as a spot 

















Illustrating the improved bracket for the 
Pittsburgh “Parabolite” 


light, this bracket enables it to be 
used as a trouble lamp to cover prac- 
tically the whole car without the need 
of removing it from the position on 
the windshield. The swivel is hollow 
and provides a channel for the cord, 
which turns with the lamp without 
becoming twisted. 


THE OLSON Mrc. CompPpaNy, Wor- 
cester, Mass., has been incorpora 
with capital stock of $25,000 to manu- 
facture metal goods. 
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Important News for Hardware Men 














Scene—Lincoln Park, Chi- 
cago. Date—Thursday, Jan- 
uary 25, 1917. Temperature— 
15 above zero. Road condi- 
tions—Ice and snow. Weather 
—‘Blizzardy.”’ 

Present—Gathering of rep- 
resentatives of Chicago news- 
papers and nationalautomobile 
publications. Their attitude 
—‘Show me.” 

Car used — Ford, License 
No. 172017, Illinois. Owner 
—W. T. Magrane, 5704 
Washington Blvd., Chicago. 














Speed of tests 20 miles an hour. 





Using regular factory equipment 
only, 14 4-10 miles to the gallon were 
obtained. 












With the 


Then a Wilmo Manifold was 
attached in a few minutes by means 
of an ordinary monkey-wrench. 


With the Wilmo Manifold 23 miles to 
the gallon were obtained—a gasoline mile- 
age increase of 59 6-10% as against the 
mileage made with regular equipment only. 

Following right on the heels of 
other official tests made under the 
direction of L. A. Hillman, Chicago, 
technical representative of the Amer- 
ican Automobile Association, and 
which showed an increase in gasoline 
mileage of 42% to 54% as a direct result 
of Wilmo Manifold efficiency, this 
““newspaper man’’ test has an added 
appeal to you as an automobile man. 


Shorn of details, the Wilmo Mani- 
fold utilizes the heat of the exhaust 
gases to superheat and completely 
vaporize the incoming mixture so that 
every vestige of gasoline is con- 
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This is one of the portholes at [/ 
which the gasoline is completely 
vaporized and through which the 
superheated, vaporized mixture 
Passes into the cylinder. _It is in 
direct contact with the heating ij 
wall, so that the full effect of the Yy 
heat from the exhaust gas is 

concentrated upon it. 











Air and gas enter at the in- 
hake Opening. The Wilmo 
Manifold does not take hot air 
through the aa. The 
mixture is completely vapor- 
ized at port oon” Seateas 
of a wet, clinging, wasteful, 
atomized mixture you have a 
clean, va . mixture of 
great power. 
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Cut-omt view of 
Wilmeo Manifold 
showing the mmple / 
construction and iff 
scientific principle ij 
by which gasoline va i}, 
superheated and 
be pletely vapor- 
tzed 
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This dividing wall is heated by 
the exhaust from the cylinders, 
and in turn superheats and com 
pletely vaporizes the fresh mixture 
of gasoline and air at cylinder port 
The exhaust gas warms the 
Manifold at the first explosion so 
that the car gets away immediately 


The Tests that Showed 
Over 59% Greater Gasoline Mileage 


WilmoTlanitfold 


verted into clean, full-bodied power 


And in addition, practically all car- 
bon troubles are eliminated The 
diagram below tells the story 

The Wilmo Manifold 
nationally advertised in the country’s 
foremost publications. Sales are made 
through dealers through you. 


is being 


Retail prices, $7.50 to $15, de- 
pending on the make of car. 


Attached to the engine in thirty 
minutes with a monkey-wrench. No 
holes to bore. 

A year ’round seller. A money 
maker and prestige builder for you. 
Write today for all official tests, prices 
and dealer plan 


The Whittier Company 
First National Bank Building, Chicage, Il. 





Also ask regarding the Wilmo Decarbonizer and Economizer, a flint carbon remover and a gasoline 
conserver for every make of automobile, truck and tractor, excepting air-cooled type. 
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After passing through the upper 

art ofthe Wilmo Manifold, and 
coatine the incoming gas, the ex 
haust gas passes on and out, free 
from excessive carbon ; 
clean as it enters the cylinders— 
clean as it leaves them 
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NOTES OF THE RETAIL HARDWARE TRADE 
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MERIDEN, CONN.—Eli C. Birdsey, senior member of the 
hardware firm of Birdsey & Raven, has retired. The business 
will be conducted by J. F. Raven, Carl E. Raven and Guy H. 
Dutton under the name of the J. F. Raven Hardware Com- 
pany, carrying the following stock, on which catalogs are 
requested: Baseball goods, buggy whips, builders’ hardware, 
building paper, churns, cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dog collars gasoline engines, 
hammocks and tents, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, lime and cement, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, shelf hardware and wash- 
ing machines, 





CAIRO, GA.—A hardware store has been opened here by 
Wight & Jones, who will deal in gasoline engines, heavy farm 
implements, pumps and washing machines. 


CORDELE, GA.—F. L. Bartholomew, who has been owner 
of the Cordele Hardware Company for several years, will 
continue the business under his own name. 


GREENTOWN, IND.—J. H. Mast & Son, dealing in hard- 
ware and implements, have moved their stock into larger 
quarters. 


JUDSON, IND.—L. Armstrong’s stock of automobile acces- 
sories, cutlery, fishing tackle, heavy hardware, mechanics’ 
tools, paints, oils, varnishes and glass, pumps, shelf hard- 
ware, ranges and cook stoves, washing machines, etc., has 
been bought by Ohaver & Morgan, who request catalogs. 

NEW ALBANY, IND.—The H. C. Bornwasser Implement 
Company has been incorporated, and opened a store at 
424-426 State Street. The capital is $10,000, and the in- 
corporators are Henry C. Bornwasser, Lewis D. Dennis, 
Harrison H. Huffman and C. M. Rosenkarger. 


SULLIVAN, IND.—The Routt Hardware Company, which 
is increasing its stock, requests catalogs on the following 
lines: Automobile accessories, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fish- 
ing tackle, gasoline engines, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, toys, 
games, wagons, buggies and washing machines. 


BEAVER, [IOWA.—F. F. Kirkendoll, purchaser of the 
Beaver hardware stock, requests catalogs on automobile ac- 
cessories, baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, harness, heating stoves, heavy 
hardware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and giass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, toys, games, wagons, buggies and washing machines. 

GLADBROOK, IOWA.—The implement firm of John Cle- 
mann & Son has dissolved. The business will be continued 
by W. F. Clemann. 


LEON, IOWA.—The Biddison Implement Company has re- 
cently engaged in business here, and requests catalogs on 
tractors. 


MALVERN, IOWA.—James Roberts has purchased an in- 
terest in the implement business of W. C. Wortz, and the 
name has been changed to Wortz & Roberts. 

MASSENA, IOWA.—W. C. McCurdy of Emporia, Kan., and 
H. E. Marlowe have bought the stock of baseball goods, build- 
ers’ hardware, crockery and glassware, refrigerators, sporting 
goods, shelf hardware, silverware, washing machines, etc., 
of W. H. Langworthy. McCurdy & Marlowe will be the firm 
name. 

PRAIRIEBURG, IOWA.—The Corn Hardware Company 
stock is now owned by Paul Wyjack. 


SEXTON, IOWA.—The hardware store of Nels Johnson has 
been bought by B. E. Sanders, who ++ agar catalogs on 
automobile accessories, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, fishing tackle, gal- 
vanized and tin sheets, gasoline engines, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, lubricating oils, mechanics’ tools, glass, pumps, 
ranges and cook stoves, shelf hardware, silverware, tin shop, 
wagons and washing machines. 

KENSINGTON, KAN.—The Kensington Hardware & Fur- 
niture Company has been divided into two separate concerns. 
C. Williamson has become sole owner of the large stock of 
hardware and the building, and will conduct the business 
under the name of the Kensington Hardware Company. 

PORTIS, KAN.—W. E. Kaup now owns the Zimmerman 
hardware store. ° 


CONCORD, MICH.—F. G. Lincoln, dealing in implements 
and harness, has bought the stock of Charles Lincoln, and 
will add it to his own. 


CLEVELAND, MINN.—Lloyd Bros. & Davis request cata- 
logs on automobiles. 

MINNEOTA, MINN.—C. K. Melby has disposed of his 
hardware stock to W. B. Gislason. 

OSAKIS, MINN.—Webb & Carrier have bought the stock 
and fixtures of the Osakis Hardware Company. 

WESTBROOK, MINN.—J. C. Wolff's stock of baseball 
goods, bathroom fixtures, betsing and packing, bicycles, buggy 
whips, builders’ hardware, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, gal- 





vanized and tin sheets, gasoline engines, hammocks and tents. 
harness, heating stoves, heavy farm implements, heavy hard. 
ware, kitchen cabinets, lubricating oils, mechanics’ tools 
paints, oils, varnishes and glass, plumbing department, pre. 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, silverware, sporting goods, tin shop, wagons 
buggies and washing machines has been bought by Bengtson 
& Sons. 

CHAPPELL, NEB.—J. C. Gyger has succeeded Johnson 
& Gyger. 

RANDOLPH, NEB.—The Taylor & Bruner implement stock 
has been sold to J. A. Bruner. 


ULYSSES, NEB.—J. E. Larkin has engaged in business 
here, carrying a complete stock of farm implements, on 
which catalogs are requested, 


CAMERON, N. Y.—G. L. Williamson recently commenced 
business here, dealing in baseball goods, buggy whips, churns 
crockery and glassware, cutlery, dairy supplies, dog collars 
fishing tackle, harness, heating stoves, heavy farm imple- 
ments, lime and cement, linoleum, lubricating oils, mechanies’ 
tools, oil cloth, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges, 
cook stoves, shelf hardware and washing machines. 

FORTUNA, N. D.—A. G. Anderson has added a stock of 
hardware and furniture. 

KILDEER, N. D.—Frank Ray and Frank Clark, members 
of the Dickinson Hardware Company, have purchased the 
building, also the stock of Carl Hanke, which will be con- 
solidated with that of the Ray & Clark Hardware Company 


VERONA, N. D.—H. Tiedeman & Co. have opened a store, 
and will deal in gasoline engines, heavy farm implements, 
wagons, buggies and washing machines, 


DAYTON, OHIO.—The Gem City Hardware & Seed Com- 
pany has been incorporated with a capital stock of $20,000, 
and has purchased the store and fixtures of the Woodman- 
Rice Hardware Company. The officers of the new company 
are S. B. Malden, president and treasurer; J. Harley Wood- 
man, vice-president, and Joseph W. Maeder, secretary. The 
company’s store is located at 123 South Ludlow Street. 


NEWARK, OHIO.—Charles U. Stevens has moved his store 
from South Second Street, where it has been for the past 
sixteen years, to 37 South Third Street. 


ROCKY RIVER, OHIO.—The Rocky River Hardware Com- 
pany has been organized with a capital of $10,000 by B. J 
Guthery, R. E. Williams, H. M. Kodst, A. C. Schickler and 
‘. W. Brunner to deal in automobile accessories, baseball 
goods, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, crockery and glassware, dairy 
supplies, electrical household specialties, fishing tackle, ham- 
mocks, harness, heating stoves, heavy farm implements, 
heavy hardware, kitchen cabinets, kitchen housefurnishings, 
lime and cement, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods and washing machines. 


GALETON, PA.—Ernest E. Whitacre has recently engaged 
in the hardware business. 


WINNSBORO, TEX.—Tip R. Anderson has established 
himself in the hardware business here. His stock consists 
of the following, on which catalogs are requested: Automo- 
bile accessories, bicycles, buggy whips, builders’ hardware, 
building paper, crockery and glassware, cutlery, dog collars, 
dynamite, fishing tackle, galvanized and tin sheets, harnmocks 
and tents, harness, heating stoves, lubricating oils, mechanics’ 
tools, poultry supplies, prepared roofing, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, buggies and washing machines. 

PETERSBURG, VA.—James I. Joyner has disposed of his 
interest in the firm of Peterson & Joyner, Inc., after five 
years’ service as president and manager. He will open a new 
store under the name of the Joyner Hardware Company, and 
requests catalogs and price lists on a general line of hard- 
ware. 


NORTH YAKIMA, WASH.—The Yakima Implement Com- 
pany, Inc., has been incorporated. The capital is $20,000 
and the incorporators are R. H. Lord, John C, Lampert and 
W. L. Taylor. The company’s stock will consist of automobile 
accessories, belting and packing, buggy whips, cream separa- 
tors, cutlery, dairy supplies, gasoline engines, heavy f 
implements, heavy hardware, lubricating oils, mechanics 
tools, pumps, shelf hardware, wagons, buggies and washing 
machines, ; 

> ANE, WASH.—J. E. Malone has bought the Stowe 
wnacete Company and changed the name of the firm to the 
Monroe Hardware & Auto Supply Company. Catalogs re- 
quested. 

WOODSFIELD, W. VA.—Burkhart & Co., dealing in imple- 
ments, etc., have dissolved partnership. O. A. Claus will 
become sole owner of the business, and requests catalogs on 
farm machinery, automobiles, etc. 


BAYFIELD, WIS.—The Miller Hardware Company has 
recently opened a hardware store. 


CASPER, WYO.—The Holmes Hardware Company is re- 
decorating and remodeling its store at Second and Wolcott 
Streets. New waving has been installed and a steel ceiling 
put in, which will add to the appearance of the store. 
concern, which does a wholesale and retail business, requests 
catalogs on automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, crockery and 
glassware, cutlery, electrical household specialties, fishin 
tackle, furnaces, galvanized and tin sheets, hammocks an 
tents, heating stoves, heavy hardware, kitchen housefurnish- 
ings, linoleum, mechanics’ tools, oilcloth, ints, oils, var- 
nishes and glass, poultry ——_. prepar roofing, pumps, 
ranges and cook stoves, sewing machines, shelf hardware. 
silverware, sporting goods, toys, games and washing ma- 
chines. 
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Motorcycle Tires! 
Look At The Five-Bar Tread— 


i comes farther around and gives the 
rider more protection than he can get in 
any other tire on the market. 


It’s a Goodrich feature. 
It gives High-Speed Safety. 
Whatever the point of con- 
tact with the road, those 
husky Goodrich Black 
Rubber Toes are digging 
right down and giving the 
rider Safety and Traction. 

It’s awonderfully quick- 
selling tire. Your custo- 
mers can’t help seeing how 
much better it is than 
other motorcycle tires. 


Ample dealer profit 
comes with this Goodrich 
Motorcycle Tire. You 
should have it in your line 
right now, while the sea- 
son is still young. 

Remember, ‘the World’s 
Largest Rubber Factory 
stands squarely behind 
this Tire—ready to make 
good if it ever fails to give 
Right Service. 


The B. F. Goodrich Company 


Makers of the Celebrated Goodrich Automobile 
Tires—‘‘Best in the Long Run”’ 


Branches and Dealers Everywhere lx 

































HARDWARE AGE March 15, 191; 







How Hardware Dealers are 





Ta 





finding steady profits in 


OST hardware articles 

are sold to a‘customer 
only once in a long while. 
Hardware dealers know that 
only too well. Slow repeat- 
ers are their bug-a-boo. 


That is one reason why 
they are turning to the sale 
of automobile lubricating 
oils. 


Dealing in many articles 
which need lubrication, they 
realize that their stores are 
natural trading points for 
automobile lubricating oils. 


The average car con- 
sumes many gallons of lubri- 
cating oil per year. The 
automobilist must come 
back for oil again and again. 


This means quick, steady 
turn-over. 


Several years’ continuous 
advertising has resulted ina 
rapidly increasing use of 


selling Gargoyle Mobiloils 





these oils. Thousands of 
owners of automobiles, 
tractors, motor trucks, 
motorcycles, and motor 
boats are every year decid- 
ing to protect their engines 
with Gargoyle Mobiloils. 


The hardware dealer by 
pushing these oils can easily 
secure his share of this 
business. 


Hundreds of hardware 
dealers from coast to coast 
are already finding it profit- 
able to carry and display 
Gargoyle Mobiloils. 


Many dealers use to good 
advantage the counter dis- 
play showing the different 
grades. Other dealers’ 
helps, such as signs, book- 
lets, etc., offer additional aid 
in selling. 


Experienced hardware 
dealers realize that no one 
oil will suit all cars. 
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The Chart of Recommendations, 
printed in part on the right, was pre- 
pared after a thorough engineering 
analysis of every American car and the 
leading foreign makes. It is revised 
yearly to include each season’s new 
models. It represents the professional 
advice of the Vacuum Oil Company. It 
specifies the correct oil for every car. It 
inakes it easy to sell Correct Lubrication. 


Similar charts are supplied for trac- 
tors, motorcycles and marine engines. 


These charts are standard guides for Correct 
Lubrication. 


The year 1917 will be the greatest year in 
automobile history. 


More Gargoyle Mobiloils than ever will be 
sold. 


We invite you to share in this business. It 


means quick, steady turn-over, and good 
profits. 





Mobiloils 


The four grades of Gargoyle Mobiloils, for 
engine lubrication, purified to remove free 
carbon are: 


Gargoyle Mobiloil 
Gargoyle Mobiloil 
Gargoyle Mobiloil 
Gargoyle Mobiloil 


eo 
—- 
— 
“Arctic” 


Write today for our booklet “Correct Lubrication” containing 
the Charts of Recommendations, showing the correct grade of 
Gargoyle Mobiloils for all makes of automobiles, motorcycles and 
marine engines. We shall also be glad to send you a description 
of the Gargoyle Mobiloils line with price discounts to dealers. 
Address our nearest Branch office. 


VACUUM OIL COMPANY 


Rochester, N. Y., U. S. A. 


Specialists in the manufacture of high-grade lubricants 
for every class of machinery. Obtainable 
everywhere in the world. 


Domestic Branches 


wee Indianapolis Minneapolis 
. Icago Philadelphia Boston 
New York Pittsburgh Des Moines 


Kansas City, Kan. 
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In the Chart below, the letter 


Explanation 


idicates the grade of Gargoyle Mob 
For example, “A” 


in 
should be used. 


oposite the « 
sppe site ne « 





Correct Automobile Lubrication 


$s that 


means Gar 


























goyle Mobiloil “A “Arc” means Gar 
goyle Mobiloil “Arctic,” etc. The recommen 
dations cover all models of both pleasure and 
commercial vehicles unless otherwise noted 
Model of 1917 19! 191 | 914 1913 
isi Bi gi Bisi iis 
CARS E\Sle El2Z\Ele i 3 
AiFLAL FLA FILS FL RF 
——— <= 
Abbott- Detroit Arc JArejArcjArcjAreArc jAre Arc}. A Arc 
‘ “ (6 cy) A\| AIA 
Allen A Arc] A Arc] A \Arci/ A; ALAA 
“ (Mod. 33-$4-45). -}. A \Ar 
Apperson Are. Arc JAre. Arc jAre Are jAre. ArejAre Are 
° (8 cyl) A\|AIA A 
Auburn (4 cy! , A jArc! A Arci A} ATA! A 
S cy! Arc ArcJAre..ArcJAre. Arc jArc.\Arc 
Autocar (2 cyl A iArcd A tArc] A jArci) A Arc] A jArc 
Avery , A'AILALAIA/AILAIA 
* (Mod. 5& Ct tony Are. Arc JAreArc jAre. Arc 
Briscoe A jArc] A jArej A jArc Are 
ba 8 cyl A\A 
Buick ArcaArcjArc.|ArcjArc. Arc} A jArcj A Arc 
Cadillac Arc. Arc jArc.|Are 
% 8 cyl) A} AJA! A Arc iAr 
Case A \Arc] A Are] A \Arc] A Arc! A Ar 
Chalmers Arc.jArcjAre.jAre] A | A jArc Arc 
* (Mod. 6-40) | A \Arc 
« (Mod. 630)... A} A}A|A 
Chandler Six Arc.jAreJAreArcjAre.|Arc jAre Arc 
Chevrolet Arc/ArcjArc Arc jAre Arc} A |Ar AiA 
Cole Arc.|Arc jArc.|Arc.jAre |Arc jArc. Arc 
* (&cyl) ALAILAI|ATA/A 
Cunningham Arc.|ArcjArejArc] A | A 
* (ey). |ALALAIA 
Dart A \Arc] A jArejArc Are] A | A} A \Are 
“ (Mod. C) A \Arc] A \Are} A Are] A/ A 
Delaunay-Belleville Bi A|B/A/]B/A 
Detroiter ArcJArejArc Arc] A |Arc] A | A] A \Ar 
. (8 cyl) Arc./Arc 
Dodge A \Are] A Arc) E | E 
Dort ° A jArc] A \Arc] A (Arc 
Empire (4 cyl) A ‘Arc} A (Arc jAre. Arc jAre. Arc jAre. Are 
* (6cyl) Arc. Arc JAre.Arc 
Federal Arc.|Are JAre.|Arc JArejArc JAre. ArcjArc. Arc 
Fiat Bi: A;TB\|A;}B/A/}B/A;B/A 
Ford EJ/EILE,;EJE;/EJE;EJE\E 
Franklin A|ALAILALA|A|A/ ALA |Arc 
Grant A iArc} A jArc.jArc.\Arc jAre.\Arc 
H.A.L A|AIAIA 
Haynes A \Arc] A Arc] A \Arc) A jArej A \Are 
*  (1acyl) AL|AIA/: 
Hudson Arc.\ArcjArc.\Arc jAre.|Arc| A jArc 
“ (Super Six) A \Arc] A| A 
Hupmobile A jAre] A jArc} A Ar j A \Arc} A \Are 
Jeflery A |Arc| A |Arc] A jAre] A | 
*— cyl) A| AJA \Arcl A |Are 
“ Com'l A jArc] A \Are) A jArcJAre. Arc jAre.|Arc 
Kearns EV; EIE\E | 
* Com’! A jAre} A jArc} A Are 
Kelly Springheld A|AJA,/AJA/! AJA) A [ArciAre 
King oe | AlArciA|ALA/E 
* (8cyl) A|AJATA [ArcArc 
* Com'l Arc.jAre jArc.\ArcjAre.\Arc.jAre Ar 
Kissel Kar A jArc] A jArt) A \Arc) A jArc] A Are 
on * Com'l A jArc| A jArc] A ‘Ar A (Arc JArc.i\Arc 
“ — (Mod. 48) | AIAILAIAILAIA 
Lexington Arc. \Arc JAre.|Arc jArc. Arc 
Lippard Stewart Arc.|Are JArc.|ArcjArc.|ArcJAre.|Arc JAre.|Are 
7 “ (Mod. M)} A |Arc} A /Arc 
Locomobile E;ELE}E VE! E] E| E jArc Arc 
Marmon A|AJA\LATJA |Arc] A jArc] A Arc 
Maxwell Arc.|Are JArc. Arc jAre.|ArcjAre.Arc jArc. Arc 
Mercer Ai Al? A \Are] A \Are| A jArc 
* (22-70) } Arc. Arc 
Mitchell A |Arc| A jArc) A [Arc A jArc} A Arc 
Mitchell (8 cy!) | A| Aq 
Moline | A \Are 
“ Knight A|AJA;/AITA/AIA/A 
Moon (4 cyl) ArcArc) A jArcjArc Arc 
* (6cyl) Arc.\Arc JAre.. Are jArc.|Are JArc.\Arc 
National Arc./Arc] A jArc] A Arc] A} AJL AA 
«(12 cyl) A|AI|AIA 
Oakland WArc.j/Are.JArc.\ArcjArc.|ArcjAre Are} A (Arc 
* “Weyl | A\A 
Oldsmobile Arc./ArcJAre. Are jAre (Are JAre.. Arc 
9 (8 cyl) A|AIAIA 
Overland ArcjArc JArc..Arc.JAre.|Arc JAre.|Are jAre./Arc 
Packard } Are} A (Arc jAre.|Arc 
“ — (tacyl).. A|AIAIA 
Com’! A!|AJA|AJAI A [Arc ArciArc |Are 
Pai , A \Arc] A} AJA/E 
“ (6-46) . Arc.|ArejAre.\Arc jArc..Arc 
“ (6-36 & 38) A |Arc| A |Are} A \Arc 
Pathfinder... . re.\AreJAre.|ArcjArc.|Arc.JAreAre| A jArc 
6 (1a cyl) ALAILAILA 
Peerless deer Arc.|AreJAre.\ArejAre.|Arc JAre |Are JArc./Arc 
* _(8cyl) A|AJA/A | 
ierce Arrow A} AJA A [AreAreJAre.|Are jAre./Are 
% * Com’! Arc.|AreJAre.|ArcJAre./ArcjAre.|Are JAre. Are 
Premier ‘ A | AJA |Arc] A \Arc] A \Are] A |Are 
egal ene re.JArejArc.jArcJAre.|Are [Are |Are JArc.|Arc 
“ (8cyl) A} AJA) A /AreciAr ! 
Renault » A jAre] A jAre] A jAre| A /Arc 
eo A |Arc} A |Arc] A jAre] A \Aret A |Arc 
Richmond. . Are|Arc jAre.\Arc| A jAr A \Arc jArc. Are 
Riker E/E } 
Saxon E,EI[E;/E/E;E;JE\E 
Selden Arc.|Afe JArc. Are JAre Arc jAre.|Arc JArc.|Are 
Simplex A| ATA] A [ArclArc Are Arc JAre./Arc 
Stearns. Knight A|A/B Ai B| AIA 
« @ey)|A;ALBIAL..4 
Sterling (Wisconsin) A Arc} A |Are | 
Studebaker A jArc] A jAreJAre.|Arc] A |Are] A |Are 
Stutz A } AJA/LAJLALATLA( A /ArclArn 
Velie (4 cyl) ! A |Are} A [Are] A |Arc 
* (6cyl) Arc./Are JAre.|Are jArc |Arc jAre, Arc 
Westeott Are.jArejAre.|ArejArc.\ArcjAre Are] A \Arc 
White Are jArcJArc.|ArcJAre.|AreJArc.'ArcjArc. Arc 
Willys-Knight ALAITB;AIBIAIA/A 
Willys Six Are Arc | | ‘ 
Winton Are lAre. ‘Are lAre ‘Arc lAre ‘Arc lAre, Are 
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Choose from the DominantTen 


Base Your Choice of Motor 
Trucks on Specifications 


In your own line of work big users are con- 
fining their purchases of motor trucks to the 
products of ten dominant manufacturers. 


Among these ten SERVICE stands out as offering 
highly specialized features of design giving greater 
adaptability to your individual requirements. 


Your logical choice is SERVICE because of its immediate 
utility in your transportation department. 


For the convenience Six SERVICE motor trucks 

of Service owners we Chassis— 2°¢ designed in six chas- 

maintainafullyequip- sis sizes. Each is an 

ped body building One to = individual as though it 
Department department ready to Five Tonswere the only model 

make any regular or built— each is refined- 
special type of body to meet your developed—individually built for the 
individual requirements. work it has to do. 


| 20% Super-Strength 


Among the dominant ten manufacturers whose product finds biggest use 
among careful buyers, SERVICE Motor Trucks stand out with 20% super- 
strength. Frame, springs, motor, worm- drive construction — the truck 
throughout shows super-efficiency — super-strength—super-development of 
manufacturing ingenuity. 

Yet with this super-strength—this super-design—SERVICE motor trucks are 
notably light, adding to wonderful road stamina, real remarkable economy 


67% of SERVICE truck sales were Re-orders in 1916 
60% of SERVICE truck sales were Re-orders in 1915 


Models to Meet Your Requirements 


1 tontruck- $1425 2 tontruck-$2350 314 ton truck(,,$p°c'"'.,)$3350 
144 tontruck- 2100 3'4tontruck- 3100 5 tontruck- - - 4150 


13 Point Booklet 


Send for our big Illustrated Thirteen Point Booklet. It will give you just the 
information you are looking for. 


Service Motor Truck Company 
Main Office and Factory: Wabash, Ind. 

Dept. G-3 

Des Moines, lowa Washington, D.C, Detroit, Mich. 

Baltimore, Md. Savannah, a. Denver, Cole. 

i New Orleans, La. Knoxville, Tenn. 

Hoboken, N. J. Memphis, Tenn. 
Philadelphia, Pa. — Birmingham, 
Rochester, N. Y, Dayton, Ohio 
Tulsa, Okia, Nashville, Teas. 
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toe More than 150 


SATISFACTION— youre to wun, = 


From Portland to Portland—from Dallas to Duluth— 

hundreds of jobbers, dealers and motor car owners 

have paid voluntary tribute to the quality built into GARCO 
Brake Lining. Even these few letters shown here testify to the 
satisfaction of every GARCO user more clearly than anythi 
we could say. 







































Your success can only be built on the basis of satisfied customers. Every time you use GARCO for a re- 
newal job you not only make a substantial profit but make a strong bid for all the future business from 
your customer. Ask your jobber to tell you about the complete line-up of selling helps furnished free 
to GARCO dealers or write us direct. 
GENERAL ASBESTOS & RUBBER COMPANY 
Main Offices and Factories CHARLESTON, S. C. 
BRANCHES : 58 Warren St., New York 311 Water St., Pittsburgh, Pa. 


530 Golden Gate Ave., San Francisco, Cal. 
106 West Lake Street, Chicago 
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ADVANCE 


FORD TRANSMISSION LININGS 


= 





Never loses its grip Something _ better 
Kills jar and vibration for a great big need 


Outlasts 3 sets of ordinary linings 
N ‘c= for the first time the planetary 


transmission is perfected. It’s a bully 
good system — really the best of all. 
Most positive, simplest, quickest to respond. 
Its only weakness has been ineffective lining. 


When a Ford car jars, jumps, jerks — when it rattles 
and clatters under the brake, it is not the fault of the car 
or the maker of the car. It couldn’t be made better. 
Neither could the transmission itself be made any better. 


ALL THIS NOISE, THE JUMPING, JARRING AND 
JERKING IS DUE TO POOR TRANSMISSION LININGS. 

After very little use, the ordinary lining becomes hard-surfaced 
and glassy from the pressure, friction and constant bath in oil. 
It loses all of its gripping properties and becomes as hard as metal. 
When the brake pedal is pressed, the lining can’t hold. It grips 
and loses the grip. It’s that grip and slip, that terrific vibration, 
that sets the car to quivering from radiator to tail light — that 
causes the awtul jar and jerking vibration — that racks the heart 
out of the Ford, loosens nuts and bolts, spreads joints, causes rattles. 


Advance Cork Insert Transmission Linings Can’t Slip 


The cork surfaces take hold instantly — engage smoothly 
and evenly. Just the slightest pressure gets results. But no 
matter how hard you press the pedal you can’t make the car jump 
or vibrate. There’s a continuous, positive, steady engagement. 


Outwear Three Sets of the Ordinary Lining 


50,000 miles — 45,000 miles — 18 months’ driving on one set. 
These kind of reports are coming in to us all of the time. Affi- 
davits in our offices prove the accuracy of these claims. Think 
wha. that means. Instead of having linings put in every three 
months or so, here are linings that last for years, and at the end 
of that time are still giving the same satisfaction as when they 
were first installed. 


You Never Heard of Any Lining Standing 
Up Like This, Did You? 
No! You bet you didn’t. Without advertising, without a sales- 


man on the road, this lining has achieved a big sale on its merits. 
Think what will happen now with REAL PUSHING back of it. 





| 


Big advertising, strong selling helps 


ERE is a staple article — something 
every car has to have —something that 
is not a luxury but a necessity—some- 

thing you can honestly recommend to your 
pet customer because it is r7ght— and get 
something with all the punch of a mew specialty. Think 
of it! Specialty originality, specialty profits on necessity 
volume of sales, 


It Has Performed 


ADVANCE CORK INSERT LININGS is new in that i, 
has never been advertised. But in performance it is not new. It 
has been tested in actual service for two years. In a Ford jitney 
it has lasted 50,000 miles. ‘The biggest jobbers in the country 
are handling it now. They are cataloging it. You as a Dealer 
know that an article must be right before they buy it. 


It Has a Popular Appeal 

Every Ford owner knows that big cars use cork to make the |’ 

multiple disc and céne clutches work smoothly. He is ready to 

try it! And if he trys it, he’s sold clear up to his eyes in the first 

five minutes. He knows you have done him a big favor and he 
knows he’s made a good buy. 


Powerful Advertising 
The most powerful sort of advertising campaign is behind 
ADVANCE CORK INSERT TRANSMISSION LININGS. 
FIVE FULL PAGE ADS start in the SATURDAY EVENING 
POST with April 21st issue. Live dealer helps will focus this 
demand locally on your plan of business. 


Direct to Owner Campaign 
In addition to window displays and signs — counter cards and 
circulars — a direct to owner campaign will refer the people of your 
neighborhood to YOU as the place to buy this wonderful lining. 


ORDER NOW your first set of ADVANCE CORK INSERT 
TRANSMISSION LININGS. It lists at three dollars — you'll 
be allowed the regular discount. GET A SET QUICK— 
KNOW “EACH INSERT”— HOW IT ACTS AND WHAT 
IT DOES—GET READY TO SELL A BUNCH OF THIS 
LINING THES SEASON. 


If you want to order through your jobber mention his name and if 
a Ford owner orders direct we will allow you credit. Write today. 








Advance f] utomobile fJccessories Corp. 


56 East Randolph Street, Chicago 





























They Make y +N D Vm Re Cc E- A Live 
a Profit Maker 
Great Car for 
Greater a Live Dealers 
FORD.TRANSMISSION LININGS —— 
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on these sales building 


Firestone 
FOLDERS 


OUR name big. Your address and tele- 

phone number. Some real advertising for 
your store. No wonder dealers everywhere 
are calling for these attractive color folders 
in large quantities. They’ré getting the 
other items, too. The 


New Firestone Advertising Plan 


covers everything you need for advertising 
and building the sales of your store. A simple, 
concentrated method that allows you to 
arrange your advertising for months ahead. 
Advertising moves automatically during the 
summer months when it can do the most good. 
You can forget it and take care of the sales it 
brings. Everything the best; fine color print- 
ing, strong sales-compelling arguments. 


Write for Plan ~ Reopens 

Ire u r 

Get this Firestone method of co- Co., Akron, Ohio 
operating with you m _ your Please send me com- 
advertisingand sales building. a...3, iy t= 
Mail coupon, no obligation. increas'ng the tire and acces- 


sory sales of my store. It is 


Get the facts, then decide, understood that this places me 


under no obligation whatever. 
FIRESTONE TIRE & 
RUBBER COMPANY 


Akron, Ohio ~- Branches 
and Dealers Everywhere 


Tr 
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{| LIPMAN PUMPS ARE GOOD PUMPS | 


IT PAYS TO BE 
ACCOMMODATING 


AUTOMOBILISTS 
APPRECIATE 


FREE AIR SERVICE 


Accommodate them and their Trade will follow 


INCREASE YOUR AUTO ACCESSORY TRADE BY 
INSTALLING ONE OF OUR AUTOMATIC FREE 
AIR CURB STANDS. 








| LIPMAN PUMPS ARE GOOD PUMPS _ | 


2 Fourteen inch opalescent electric 
FRE globe with 75 watt Mazda lamp. 
Words Free Air sand blasted and 

enameled blue. 








Height eight feet. 
Visible several blocks. 


A PERMANENT LOW COST 
ADVERTISEMENT 


ENTIRELY AUTOMATIC 
Opening the door to the Hose Com- 
partment starts the Pump and at 
night turns ona small light. Closing 
the door stops the Pump and turns 
off the light. 


SIMPLY HANG UP THE HOSE 
AND CLOSE THE DOOR 


The Lower Compartment contains 
under lock and key a Lipman All 
Metal Four Cylinder Oil Cooled 
High Duty Air Compressor driven, 
through enclosed gearing running 
in oil, by a quarter H.P. G.E. 
Motor. 


The most economical and efficient Pumping Unit on 
the market today. 





[LIPMAN PUMPS ARE GOOD PUMPS _ ]} 


Stand is complete and ready to operate when current 
is connected. Beautifully finished in Gray Enamel 
with gold lettering. Twenty-eight feet of high pres- 
sure special C.I. Air Hose with Patent Air Control 
Valve which shows correct tire pressure. 

SOLD ONLY DIRECT FROM FACTORY 
List Price $190.00. Trade Price $105.00 
Complete with Pumping Unit 
STAND ONLY without Pump Unit, List..... $80.00 
BUR. DUE so as sonccens bieeueapedsibunsoet $45.00 
Prices F.O.B. Beloit, Wis. 





Lipman Pumps have been on the market fifteen years. 
Over 300,000 are in use throughout the world. The 
Lipman Factory is the largest in the world devoted 
exclusively to the manufacture of small Pumps of all 
kinds. Write for Catalog of the most complete line of 
Pumps on the market. 


LIPMAN AIR APPLIANCE CO. 


100 to 122 Grey St. Beloit, Wis., U.S. A. 
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The Best 


Built Cars 


In America are fac- 
tory - equipped with 
















Because Perfect Ser. 
vice is more essential 
than a few cents dif- 
ference in price. 

Your better trade will 
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: appreciate these 
—— better plugs 
am Oakes& DowCo. 
—]! 16 Chardon Street 













BOSTON, MASS 
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A PROFITABLE SAFETY DEVICE 


The wind is treacherous. A swinging garage door 
is dangerous. 


A bent mud guard, a broken lamp or radiator hurts your 
customer’s pocketbook just as much as personal injury. 
SAFETY FIR RST—He must take certain precaution to pro- 
tect himself, and so he must do with his machine. 


The Griffin Garage Door Holder 


No. 1914—Patented 


is a simple, strong, serviceable article designed expressly to 
HOLD PAE DOOR OPEN, The only practical article ever 
placed on the market. Just throw the door open in the or- 
dinary way and it stays there, firm. 


Get ready to demonstrate; there’s money in it for you. 
Made by 


THE GRIFFIN MAN’FG CO. 
37 eae ERIE, PA. 17 sen 


It 
Holds 
the 
Door 
Open 
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The Purpose 
O 


Hardware 
ge 
is to Serve 





The one idea back of all its editorial work 
is to present in an attractive, understand- 
able way, the news, comments, helps and 
suggestions that will assist you to make 
your business more profitable. 


The foundation of our work is service. 


We want to serve you, not only by telling 
what others are doing, but in a real per- 
sonal sense. 


Should it happen that the articles, broad 
in their scope as they are, do not meet 
your particular need, write us. 


If you want information regarding where 
to get certain lines, write us. 


If you want suggestions on merchandising 
your stocks, write us. 


Don’t hesitate because you think the re- 
quest too small to bother us about. We 
want to serve you in both the big and lit- 
tle things. 


And if there is any subject you think 
would be of interest, not alone to you 
personally, but to the trade in general, 
suggest it to us. 


This is your paper, published in your in- 
terests and edited with the idea of giving 
you the things You want to know. 






Hardware Age 


239 West 39th Street 
New York 
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GARAGE PUMPS 


New Prices Effective January 
17th, 1917 


| Either Portable 
| or Stationary 


Simple, com- 
pact, powerful, 
substantial. De- 
signed to stand 
severe service 
in Medium to 
Large Sized 
Public Garages. 

















Consists of a 
sturdy, efficient, 
twocylinder 
pump Core 1%”, Model W 
stroke 2”) driven 

by a %& H. P. Portable 
General Electric motor, mounted on a neat metal truck, 
Will completely inflate a 37” x 5” tire from flat to 90 
Ibs. pressure in less than 1% aaaten. 

i Net price complete, either portable or stationary type, 
i With regular alternating current motor.......... $125.00 
i} With regular direct current motor............... 120.00 
F. O. B. Hartford 


Model P—portable or stationary— 


For private and small public garages 

Equipment is as shown 
by cut and includes 20 
feet of air hose with 
pressure gauge and 20 
feet of lamp cord with 
plug. 

le H.P. General Elec- 
tric Motors used. 

There is no installa- 
tion expense. 

It is only necessary to 
connect the motor with 
any ordinary electric 
light circuit by means 
of the lamp cord and 
plug which are _ fur- 
nished. No tank is re- 
quired and the pump de- 
livers pure air in a 
steady stream directly to the tires 

Completely inflates a 37” x 5” tire from flat to 90 Ibs. 
in 2% minutes, 

























Model P—Stationary 













Net Price Complete. 


With regular alternating current motor.......... $70.00 
With regular direct current motor........... 65.00 
Model P—On truck, same specifications and power as 
Model P stationary. 

Regular A. C. Motor.............. $75 F.O.B. 

Regular D. C. Motor........... . .$70 Hartford 
The reputation of this old established concern and our 
well kmewn manufacturing ability are behind every 
pump which leaves our plant—with this further broad 
guarantee— 
**We guarantee Master Garage Pumps for one year against 
defects of material or workmanship. With ordinary care 
and usage they should last ten years.” 


New R. S. A. Type Motors 


The new R. S. A. Type Motor is now standard on all 
Master Garage Pumps designed for use with alter- 
nating current. This new and important improvement 
permits the pump to start and accelerate the load un- 
der low voltage conditions much more easily. 

The resale of Master Garage Pumps adds a lucrative 
volume to any electrical supply business. 

The profit is substantial. We will gladly supply you 
with literature, complete details and our special propo- 
sition to agents if you will write at once. 


STATE CURRENT CONDITIONS WHEN ORDERING 


Our stock motors are for 110 volt direct current and 
110 volt, single phase, 60 cycle alternating current, 
but where necessary we can furnish motors for 220 
volt direct current, 110 volt, 25 or 40 cycle alternating 
current, or 220 volt, 25, 40 or 60 cycle alternating 
current. 


Master Garage Pumps Manufactured 
and Guaranteed by 




























Hartford Machine Screw Company 
488 Capitol Avenue Hartford, Conn. 
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COMPLETE ACCESSORY STOCKS 
DEMAND THESE GOGGLES 


The calls are many when you stock the new auto- 
mobile or shooting goggles which we manufacture, 
A flexible spring center piece prevents cutting and bind. 
ing behind the ears, the bows are covered with yellow 
fibre tubing, preventing metal from coming in contact 
with the skin, and they can be worn with comfort 
over glasses. 


Get our catalogs. For other styles, also workmen’s 


goggles, order through your jobber. 


Chicago Eye Shield Co. 


2300 WARREN AVE. CHICAGO, ILL, 
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Stock L-A Spark Plugs ' 
And Sell Every Possible Prospect at a Profit 


lly 

h ize or style Spark Plug with a compartment containing a carefo 

pa Bm ay demands, "oan a say, selected stock of L-A Spark Plugs in all 

“Yes, sir, we nave it," and pocket the styles and sizes. You are urged to get ; J 


SP ede 
St 


p " carry a complete in touch with your nearest hardware or 
Ew ts bee Frees. J oe supply — or — Kn hg 
ya “ 
3 i ounter Case Free. mediately as we have on 
as SS Case comes absolutely ) A cA Counter Cases for free 
free to dealers ordering an initial ship- . 


ment of 100 assorted plugs. It is finished PLOCKWOOD-ASH COMPANY | 3 % 
z 





mahogany and the finely litho- “ pe stage Hing 
a display board sets off the 8 best 1453 Horton Ave., Jackson, 
sellers to added advantage. 


‘EMPRESS reise %2rs en 


shown repre- 
sent only a 


part of our 
Leather Packed Short Pat. Marine line. 


BOWEN MFG. CO. 
AUBURN, N. Y. Write for fali 


CATALOGUE ON APPLICATION 
informatien. 


Ask for 
Catalogue L. 
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YOU CAN SECURE 


industrious, capable clerks, salesmen or managers, by 
advertising for them in the Opportunity Exchange of 
Hardware Age. This Department receives the earnest 
consideration of many ambitious men who aspire to more 
responsible positions. $1.00 pays for one insertion of a 
fifty-word advertisement. Try this department, now. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 
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The Road to Ruin 

is Paved With Bad 
Substitutions 








SPARTON M2128 ve anon 


ngers lurking on curves and hills of 
Dispos oN Their ase ensures ractical 
Sreparedness for all road emergencies ling for 
warning. 
Regular equipment for 42 High-Class Cars. Quality 
the Reason. 


os.08 0 Si 5.00 Jackson, Mich. 
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THE SPARKS-WITHINGTON 00. 
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OY holosore a. Jroltt 
IN 
CONVERSE 


: FUPLE-*TREAD 
TIRES 





SAMSON HORNS 


ELECTRIC AND HAND OPERATED 


Line Up That Profitable Auto Accessory Business by Pushing 
These High Grade Products 


Samson Tiger 


The only Shaft Driven Horn you can safel 
your trade. One of twenty mode 


ASK FOR LITERATURE AND DISCOUNTS 


AM nericats Gleckiic "wd ath Ses. 
CHICAGO 


recommend to 
ls. 







has been selling for over two years. There is nothing 
equal to it on the market. Keep your stock up on them 


by getting your orders placed now. 


The Vichek Tool Co., Cleveland, Ohio 

















The Employer who feels the need 
of ‘new blood” in his organization 
can reach the most desirable class 
of employees through our Want 
Pages. 

The Employee seeking a new field for 
his ability and enthusiasm can get in 
touch with healthy growing concerns 
through the Want Pages of Hardware 
Age at small cost. 


Adams Auto Top Holder 


‘Stops the rattle—saves 
your top”’ 


Neatest — Quickest — Strongest 


Dealers everywhere will find a ready 
sale for this best of all Top Holders. 
An ornament to any car. No un- 
sightly projecting arms, nor dangling 
straps. Can be installed in two 
minutés, and operates quicker than any 
other. 















Two sizes—% in. holes for small cars, 
% in. for large ones. 





Price, $2.00 per pair 


Write for discounts’to dealers. 


ROCK ISLAND MFG. CO.,§Dept. B, Rock Island, Ill. 











KING 
“HANDY-CAP” 


FOR 


FORD RADIATORS 


ELIMINATES ALL 
CAP TROUBLES 





SLIGHT PRESSURE AT BOTTOM OF CATCH 
RELEASES CAP. 
NO BURNT FINGERS—NEVER LOST. 


INTERESTING PROPOSITION TO 
DEALERS. SAMPLES POSTPAID $1.25 


PALMYRA MANUFACTURING CO., 
PALMYRA 


INC. 
PENNSYLVANIA, 








PRICE — QUALITY — DEMAND 


We have the three 
tials in this new 


SILL COCK 


essen- 


Nickel Plated. Rough Body 
Semi-Finished Trimmings. 
Made in %-in. and %-in. Size 
Each Cock Tested and Guaran- 
teed. 

Price the Lowest Made on a 
Thoroughly Reliable Sill Cock. 
Send for Circular. 





H. B. SHERMAN MFG. CO., Battle Creek, Mich. 




























QUALITY plus SERVICE equals SATISFACTION 


In offering you our line of goods, we are offering you QUALITY and SERVICE, and 
complete Satisfaction comes only in the selection of goods that have stood the test of time. 
In stocking our goods, you get this SATISFACTION. 
EAGLE MOP WRINGERS and BUCKETS COMBINED and 
SUPERJOR FOLDING WASH BENCHES have the reputation of 
never failing to satisfy. You will find these lines quick sellers and 
big profit producers. 
All of our products are built of high grade material, and are 
guaranteed against all defects and imperfect workmanship. The in- 
creasing demand for these goods is conclusive evidence that they are 
Re oy sizes, the Standard of Comparison, the Highest point of Mechanical Skill, 
’ Ge. and the Acme of Perfection. 


The Eagle Woodenware Manufacturing Company 


Manufacturers Will hold a 10, 11 or 12 


HAMILTON, OHIO, U. S. A. inch clothes wringer 




















Bright Wire Goods 
Brass Cup Hooks 
Cotter Pins 
“Hicks Belt Hooks 


Coat and Hat 
Hooks 


Wire Hardware 
Wire Mill Goods 


Special Wire 
Forming 


E. Jenckes Manufacturing Co. 

WORCESTER MASSACHUSETTS 

Selling Agents 
JOHN H. GRAHAM & COMPANY 

113 Chambers Street New York City 









































Do you want a better position? 


Look over the Help Wanted Advertisements in the Opportunity 
Exchange of HARDWARE AGE. You will find many good openings 
listed there, but if you don’t find what you want, just ask for it, by 
means of a 25-word Situation Wanted Advertisement which we will 
insert for you for soc per time. 


HARDWARE AGE, 239 West 39th Street, N. Y. 

















March 15, 1917 HARDWARE AGE 


—T rs 


No. 234, 1 In. Special Washer. No. 233, 1 In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a cheaper 
grade of Tip. A Special Washer has been constructed so as to prevent the rubber 
head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 
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AD, Loic’. | THE OSCILLATOR 
a “Moneyback Off Vacuum Washer 


** 


Here’s one of the far-famed One-Minute 
Washers, guaranteed unconditionally and with- 
out fail. Peg Dolly type—equipped with electric 
motor—has long bench with castered legs—fold- 
ing rack—all the earmarks of a reliable ma- 
chine. Ask for details on No. 15%. 


One Minute Manufacturing Co. 
NEWTON {- ae. IOWA 


° 2 tS aaa _ 
“*Ask the Woman Who Uses One’”’ 


THE EFFICIENCY WASHER 


The great objective in every washing machine 
built today is more efficiency. And efficiency merely 
means making one motion do what it took two to do 
before—making one hour yield up results that two 
gave you before. The “Oscillator” gives this service 
to its users. Wouldn’t this efficiency please your 
trade? Let us tell you How to sell ten washers 
where you now sell one. 


We make Hand, Electric and Engine Power Washers 
Write for Prices and Our Exclusive Agency Proposition 


Kiel Manufacturing Co. 
Albert Lea, Minnesota 





























Black Silk Stove Polish 


‘A Shine in Every Drop’’ 


Tie your store to quality. Black Silk is Stove Polish quality. It will bring quality 
customers to your store and yield you a good profit. Nowisthetime. Don’t delay. 
Buy thru your jobber. 


Black Silk Stove Polish Works - Sterling, Ill. 
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DISPLAY ALWAYS IN SIGHT 


HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., ig 
the United States. 


Send for Catalog No. 24. 


W. C. HELLER & CO., Montpelier, Ohio 





‘Just What 
He Wants— 


An Ash Can Truck that removes the one 

: gaan feature of Hubby’s every-day 
uty. 

Two hooks hold the bottom of the can 
while a malleable iron handle grips the top 
of the can—no muss, fuss or delay. 

splendid opportunity 
for progressive merchants. 
Good profit. Write for Bul- 
letin B-12. 


THE GEO. P. CLARK CO, 
WINDSOR LOCKS CONN, 


March 15,1917 














Give Your Goods 
A Chance! 


Don't hide your axes, shovels, pitch- 
forks and other garden tools—bring 
them out—show them—display them 
on the 


Herrick Tool Rack 


(Ball Bearing Action) 


Revolves easily when 
fully loaded. All 
malleable iron and 
steel. Guaranteed 
against breakage. 
Holds 153% doz. 
Agricultural Tools 
of various kinds. 


Remember “ Well 
displayed is half 
sold." Write your 
jobber or us at once. 


\ 


| 


Ki Wi 
wy 

The F. A. . 

Herrick Co. 


1361 W. Bancroft St. 
Toledo Ohio 



































Leedawl 
Sells for $1.00 


WE SEND THEM ALL TO YOUR STORE 


In 34,847,755 advs. 


We are sending the Lovers of the Great 
Outdoors to you. You don’t have to ‘‘Sell’’ 


Jolor American-Made Compasses 


The argument has been made—Just hand the customer the Zor Compass he 
wants—and make the profit. 

Better let us send an Assortment of eight Tplor Compasses, selling from $1.00 
to $3.00 each (the selling price of the eight is $16.00) in a neat, velvet lined, 
easel back tray 8”x7'4” for show case, counter or window display. 


WRITE FOR TRADE DISCOUNTS 


Taylor /nstrument Companies Rochester, N. Y. 


Makers of Scientific Instruments of Superiority 
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ae “PHILADELPHIA” “x 


VANADIUM CRUCIBLE STEEL BLADES 
THE MASTER ALLOY AND TOUGHEST STEEL KNOWN 
ORIGINATORS OF THE FIRST SIDE WHEEL LAWN MOWER IN 1869 
NEARLY A HALF CENTURY DOING ONE THING WELL 
BEARINGS BORED WITH RIFLE BARREL ACCURACY 
GENUINE PHILADELPHIA LAWN MOWERS 
ESTABLISHED A HIGH STANDARD IN 1869 
WHEN WE INTRODUCED THE FIRST SIDE 
WHEEL LAWN MOWER 
TO-DAY OUR LEADERSHIP FOR SUPERI- 
ORITY REMAINS UNDISPUTED THROUGH- 
OUT THE WORLD. 


SEND FOR 1917 CATALOG 


NOTICE—The public ta advteed that notwithstanding 
the disturbance in market conditions we have not 
advanced our list prices on lawn mowers or extra parts 


The Philadelphia Lawn Mower Co. Style “IK” plain or roller bear 


‘ i . ings. Philadelphia roller bearings 
Style “GRAHAM” and “A” all Makers of High-Grade Goods Exclusively are superior to old style ball 


steel, practically indestructible 31st and Chestnut Sts., PHILADELPHIA,PA.,U.S.A. bearings 

















Sell a Grindstone 


\! 
| The Waterproofing Compound As Well asa Frame 
that has stood the test of ate When you sell “Cleveland Grind- 


UST the thing for calking stones” you sell something besides 

J seams in vessels large or a good frame. They are the only 

_, ., Small.- Used extensively by genuine Berea and Huron quarried 
shipbuilders. Seals opened joints, stones, unequalled for uniform grit 
closes cracks in wood and metal and hardness. Made in various sizes 


surfaces. for general and special purposes. 


=| 


t 


i 


a 
: 
Pe 


Mends roofs, gutters, cornices, flashings, chimneys Sturdy frames—steady running— 
and skylights. ; . 


: durability—these are other good 
In big mouthed cans—one pound and up. Sells like features that make “Cleveland 
hot cakes. The dealer’s profit is Grindstone” selling easy. 


la ; ! : , 
nd the turnover is quick. If not posted on differences in 


Write today on your business , grindstones write for information 
stationery for free sample can 


THE PHILIP CAREY COMPANY | THE CLEVELAND STONE CO. 


222 Wayne Ave., Lockland, Cincinnati, O. Leader-News Bldg. Cleveland, Ohio 











The Neverip Stitcher A TIME AND MONEY SAVER 


Set of needles 
oottadé in ‘. A 





The greatest invention with which the un- 
skilled man can repair leather goods or any : under metal cap. 
heavy material. ‘ 


A Miniature Sewing Machine 


Packed 14 dozen in attractive counter dis- 
play box. 


Show cards and circulars in 4 languages. 
Foreign and domestic trade solicited. 


WRITE FOR PRICES 


Stewart-Skinner Co. 


420 Herman St., Worcester, Mass., U.S.A. 
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Competition forbids increas. 
ing profits by raising prices, 
but it doesn’t forbid increas. 
ing sales by selling a bet. 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 








Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and  adapta- 
bility. 











HAYES PUMP & PLANTER CO. 


GCALVA ,ILL. 




















It’s Your 


This Is the Ma reyes dey, 
Fly That We | Wade arg 


cis: 99 and your good trade— 
] t farmers, mechanics, home 
owners—will have more 


money in 1917 than 
This is the trap that ever before. Get ready. 


caught the fly that we 


“killt.” . 
These are the profits Buy Chain S ock Now 


that came to the dealer 
who sold the trap that We “can promise 


caught the fly that we prompt deliveries 
ms ct | | diate of the best made. 





This is the address 

of the firm that cre- 

ated the profits that CLEVELAND OHIO u.s.a. 

came to the dealer who sold the trap 

that caught the fly that we “killt.” Tie-Outs, Halters, Dog Leads, 

. Porch and ‘Hammock Swing 
Write— 


Chains, etc. will be big 
‘sellers 
The Ludlow-Saylor Wire Co. 
SAINT LOUIS Write for Prices. 
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DOUBLE ACTING 
SPRING BUTT HINGES 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 


ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability. 


ONLY 


age and increas- 


Has Release and Holdback Features and 
Ball Bearing and Alignment Device 


No. 18 Type 


BOMMER BROTHERS, Mfrs., Brooklyn, N. Y. 


Suitable for either double-acting or singie-acting doors 


The most durable hinge of its t 
open when swung to 90 degrees. 

be entirely released so door will swing free, with- 
out spring-action, by inserting a wire nail (when 
the door is open) into a hole provided in the side 
plates. The spring- 
action can be restored 
by withdrawing the 


nail. 








; holds the door 
he spring-action can 


p 


Bommer Floor Surface Spring Hinge 
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MORE 


FROM 


SASH 
CORD 








PROFITS 


Our complete manufac- 
turing facilities enable us 
to offer SASH CORD of 
good finish ~~ dependable 
=v at lower prices 

n other manufacturers. 

This is a broad state- 
ment to enieauiee it by 
a trial order. 

“ALBA” brand, a ster- 
ling, high grade, unspotted 
cord, free from imperfec- 
tions and, by actual test, 
proven to be as durable as 
other brands that cost more. 

“STAR” brand, a more 
popular grade; our second 
quality but equal in 
strength and durability to 
many so-called “first qual- 
ity” brands. 

Won't fray, break or 
catch in pulley. 

Let us tell you more 
about our line and prices. 
A postal brings full infor- 


mation. 


ESTES MILLS 
FALL RIVER, MASS. 
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are made in numer- 
ous sizes and vary in 
construction to suit 
each particular re- 
quirement for an in- 
visible Hinge. 

Hardware Dealers 
who carry this line do not limit their 
sales and profits but meet the require- 
ments of all classes of mechanics, car- 
penters, builders, architects, owners, 
etc. 





HI 


| 





. 
| 


! 


Write for Catalogue H 


it is interesting and inetructive and contains the 
hey to more profit and larger sales. 


SOSS MANUFACTURING CO. 
435-443 Atlantic Avenue, Brooklyn, N.Y. 


= BRANCH OFFICES: 
= CHICAGO—160 North Fifth Ave 
— SAN FRANCISCO—164 Hansford Bidg. 
=> LOS ANGELES—224 Central Bidg. 
MINNEAPOLIS—3416 2nd Ave., South. 
DETROIT—922 David Whitney Bldg. 
CANADIAN REPRESENTATIVES: 
J. E. Beauchamp & Co., Montreal, Canada. 
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(Patented) 







THE CHAMPION 
Double " 
Acie Floor Hinge 


This handsome hinge of few parts has 
the “call,” and deserves it. 





The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 






And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 
GENEVA, OHIO 
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Headquarters for CHAIN 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. U.S. A. 


Here shown are but a few of the many dif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- 
ery and are therefore umform and of the best 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog 
and Trade Prices. 











Good 

Luck 

With = “yqo 
Chicks 

Do your customers have good luck with 
Chicks? It’s almost entirely a question of 
proper hatching. 

If it’s a good machine—properly heated, 
properly regulated and properly ventilated— 
the chicks will start with a good constitution 
instead of coming out of the shell half dead. 

Every time you sell a Queen Incubator you 
sell Strong, Sturdy Hatches that Live and 
Grow. 


We have a wonderful value in the Queen 
Brooder Stove. Just ask about it. 


QUEEN INCUBATOR CO. 


1081 North 14th Street Lincoln, Nebraska 


Yee 


WH 65) ARS 


Accurate in Capacity 


Better Service for the User 
Better Business for the Dealer 


foundation of 
50 years’ ex- 
perience. 

Write for Catalog No. 18 


Sturges & Burn 
Mig. Co. 
508 SouthGreen St. 


Chicago, Illinois 
Established 1865 


Built on the = 
ee 




















RID 


NCA 


PREMAX DODSON ZENITH 
Work Easily. Can be hitched Stronger 


a WE MAKE THEM ALL 


WB) ALL STEEL HAME CHAINS PATENTED svt syess.re ovoose pow 
MOST POPULAR, HANDSOMEST, MOST CONVENIENT AND BEST SELLING HAME CHAINS ON THE MARKET 


LOOPLEVER] || 
and in every Simple and rapid in 


Never Yield, and unhitched in way supe- operation, the sim- 
Slip or Break. much less time rior to any plest and most con- 
Always Reli- than a leather leather venient lever hame 


able. hame strap. 


hame strap. fastener made. 
8-129 


NIAGARA FALLS METAL STAMPING WORKS fers W,'scturscs.o! NIAGARA FALLS, N.Y., U.S.A. 
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For both 






CHICAGO 
516-20 S. Dearborn St. 











K & E “Ready Reading” Tapes 
POL LPIA | 


t errors and save time. The foot numbers are in the most convenient position, 
horizontal and vertical measusing. 
Other exclusive features, such as KECO finish (to guard against rusting), Jam 


tan oe insure satisfied customers for the dealer 


Wack tor our Trade Price-List of Measuring Tapes No. H 1398. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street © General Office and Factories, HOBOKEN, N. J. 


ST. LOUIS 
817 Locust St. 


Drawing Materials, Mathematica! and Surveying Instruments, Measuring Tapes 















SAN FRANCISCO MONTREAL 
48-50 Second St. 5 Netre Dame St. W. 


‘ 














PROFIT BY OUR 
ADVERTISING! 






Our budget is expended 
to bring wrench users to 
your store. We don't re- 
duce that service by allotting 
any large portion to publica- 
tions they never see. Rest 
assured we cooperate fully 
to increase your “Grand 
Prize” wrench sales, and no 
one can offer you an equiv- 
alent in quality, output or 
demand. 




















J.H.WILLIAMS & CO, 
“5 SUNGEE BROOKLYN, N.Y. CITY 
THE WRENCH PEOPLE * 






























Out Latest 
No. 17 
for 1917 






Full of Valuable Information 
on Tools 


Sent You Gratis on Request 


IMPORTANT 






Is your name on our distrib- 
utors’ list for inquiries in 
your territory? if not send 
itin. It may mean consider- 
able to you. 





MATHIAS KLEIN. & SONS 


Tool Manufacturers 


Canal Sta. 21 - Chicago 
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Combi- D: Vi 
Parker's “ior Pipe Vise 

You can’t sell a more convenient, stronger, or more serv- 
iceable vise for pipe work. This one has a atented Expansioa 
Ring Swivel, operated from side of vise, handy to the work. 
A great improvement. 

Made also with Parker’s Patented Solid Steel Bar running 
entire length of side. This feature gives greatest possible 
strength and makes the slide practically unbreakable. Has 
Semi-Steel Castings. The Steel Faces are milled, correctly 
fitted to jaws and renewable. Three popular sizes. All good 
sellers. Liberal profit. Send for Vise-Catalog No. 5. 


The Charles Parker Company 


N. Y. Salesroom, 32 Warren St. Factories, Meriden, Conn. 
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/ “The Shelby CHIEF,”  Resizi u “The World’s Best \ 


Floor Hinge’”’ 
Made at Shelby, oO. ca ene 
We stand back of 


genuine Shelby Chiet 
Y 
out cutomers want The Shelby Ciel Thy want qualty and ficiency Why net? 


Why waste 
your time 


CONSTRUCTION OF, 
ALIGNMENT PLATES 


pf zou haven't Shelby Chicks in cock tall your customer thet you will out them 


fx 


\ The Shelby Spring Hinge Co., Shelby, 0. 


























Is Your Stock 
Moving? 





ee ee 





REPAIRKIT FOR FORDS, No. 675 


Show It to a Does it take a lot of selling to 


clear your shelves or do your cus- 


Ford Owner tomers buy easily? It is not 


claimed that 


He'll appreciate the convenience 66 99 
of this Mossberg specialty — the orse OOS 
“675 Kit.” 
The wrenches are the ones he will sell themselves. But your 
needs and they’ll always be where : 
hn aches Mie eats rate of turn-over should increase 


Other Mossberg specialties equal- if you stock them. 
ly interesting. Ask your jobber 


about them. ; Drills—Reamers—Taps—Cutters 


Frank Mossberg Co. Morse Twist Drill & Mch. Co. 


ATTLEBORO New Bedford Massachusetts 

































CAC 


SPRING HINGES 
DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers and create the demand. 


The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed. 


Chicago Spring Butt Company fo 
CHICAGO NEW YORK 


Send fer Catalegue H-32 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 


enue To pes? DEMANDS 
bo nd 1000 to bex. 


Ho. 8300, Plain Bdge 
Parallel Oorrugations 


See page 185 





No. 3315, Saw Edge 


Parallel Corrugations 100 hyn Ad ny Street 73 E. Cane te 








“And in’ bulk 











STANLEY 


NEW BRITA 


WORKS 


CONNECTICUT 









PUMP 


Price 


$6.50 
Delivery | 
Charges ff 
Paid 










barrel or iron drum. 
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ROTHWEILER 


The above method is the easiest, quickest, clean- 
est and cheapest way of getting all the oil, gaso- 
lene, turpentine, light paint, etc., out of a wooden 





ROTHWEILER & CO. 


SEATTLE, WN. 
MMMHHEEEEEEEEEQCCQC@HqqHZHHX€@#@éqwlllers 
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SOLO 


CAW BE USED © 
/M BARREL 
LITHER WAY 


CMM@Mella 


Vda 






Patent Pending 































American Brand 


QUALITY SERVICE 


Screen Wire Cloth 





Lasts 


American Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 
All Meshes and Widths 


American Wire Fabrics Co. 


QGiinton, lowa 


Longer — Looks Better 


also 


Chicago, Ill 


FACTORIES : 
Mt. Wolf, Pa 


. Niles, Mich. 














Established 


ORMAMENTAL SPOTS 





Te 


YS 








Main Office and Faetery 
JUDSON L. THOMSON MFG. CO. 
Wakham, Massachusetts 


Bifercated and Tubular Rivets, Metal Specialties and Rivet Setting Machines. 


Write for Catalog and Prices 





TUBULAR RIVETS 


Eighteen Eighty-lour 


sisinin 
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A NEW TOOL 


YANKEE 


A NEW “YANKEE” TOOL for smaller screws. A quick and N 13 

convenient driver for carpenters, cabinet makers, electricians Oo. 5 
and all mechanics who frequently have a large number of small 
screws to drive. The spring in the handle drives it back quickly 
for the next thrust and holds it extended, making it a very ex- 
cellent tool for overhead work or in tight places where other 


A NEW TOOL screw drivers will not reach. Your jobber will supply you. 


YAN KE E NORTH BROS. MFG. CO. Philadelphia, Pa. 
No. 135 


TTT TT ae 












































WHITAKER -GLESSNER Athol Iron § 
COMPANY stone =~ Frame 


No. 157 





Manufacturers 
BILLETS, SLABS, 
SHEET BARS, 
BLUE ANNEALED 
SHEETS, BLACK 
and GALVANIZED 
SHEETS AND 






FORMED ROOF. 
INGS. 


Wherever tool grinding is of any importance 
there’s a need for this frame. It is s 

built, compactly and conveniently comes and 
n 


j equipped with v7 — ate ing oa 
best results an essening A ater 
i , babb d ad- 
ee Sila, rete ase tease of hs Madares 
WORKS: OHIO Our catalog No. 31 contains full particulars. 


ATHOL MACHINE CO., Athol, Mass. 

















When You Need Men 


consult the Opportunity Exchange of the Hardware Age 
—men—the right kind—are always open for opportuni- 
ties to advance themselves. Do you want the ambitious 
kind—the kind that can do things? 


50 words at one dollar per insertion will put you in touch 
with such men. 


Opportunity THE HARDWARE AGE 
Exchange Dept. 239 West 39th Street :: New York 
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You Get the Biggest Return 


of the desirable elements of Hose 
Service when you buy ‘““YERDON’S’’ 
COAST BRASS Oss, BANDS. 

Made of a Special RUST-PROOF, 
composition metal, exceptionally 
strong and durable, "they hold the 
hose firmly with a double, all-round 

p’’ assuring a permanently tight 
connection. They can be used re- 

y- and will be right on the 

doing Efficient work long after 
Toes are scrapped and forgotten. 

ALL sizes for hose %” O. D. up 
to the largest Section Hose. Most 
satisfactory on automobile bose con- 
nections. Made in Fort Plain, U. 8. 
A. Used everywhere. Unequalled by 


any. 

"We solicit your stock orders. If 
you don’t know them write for sam- 
ples. Both Home and Foreign trade 
supplied. 





WILLIAM YERDON 


BOX 102 FORT PLAIN, N. Y. 








Perfect Clinching 
Hose Coupling 








Brass Body and Galvanized Steel Clamps, 
Complete in one article. The Lowest Priced 
Quality Coupling on the Market. Also fur- 
nished in all brass. It makes a Strong, Tight 
Job—as Neat as a Factory Inserted Coupling. 
Special Clamp Construction Prevents Cutting 
of the Hose. 
Send for Catalogue of Hose Accessories. 


R. NELSON, PEORIA, 


Exclusive Licensee Under Patents. 


ILL. 











Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 










The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn., U.S.A. 
















Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO. Orange, N. J. 




















































Quick-Set Steel 
Drive Posts 


These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing, 
wire strung easily and 
quickly. 


It will pay you to 
handle these posts. They 
appeal to farmers and all 
property owners. Send for 
our catalog. It is free. 











TERMINALS 


THE ONLY COMPLETE LINE 


: 


BRASS CLIP 
a 


a for all 


For Spark Plugs. 
vast made 


sizes of c —_ 


vuay, SoErss 
ith rin 
“B A TTERY i ONNE CTORS 


Be se: 


We make many other sizes and ae than above 


~H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 









































7 9800 Peat St, Becton, 














henge Wing CLom. coud iy 
Main Office: Trenton; New Jersey ; 
STORES ¢ 223-227 Arch Street, Philadelphia, Pa. — 
+ Maas... 210 Fulton St., New Kerk: 
5 Works t-Rosbling, 'N. Jo. and Philadelphia, Pa 
“ROEBLING WIRE USED IN-ALL OUR: PRODUCTS: 
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100 Years 


with but little change in method 
of making is the history of the 
broom until 


TheModernBroom 


electrified the public and trade 
at large. 


Something New 


in broom ness. Quality 
high, price moderate. Selling 
rapidly as salesmen and litera- 
ture reach the dealer. Write. 


LEE BROOM & DUSTER 
COMPANY LINCOLN 


NEBRASKA 





HE circulation of 
Hardware Age is 
guaranteed. 


A sworn statement 
in detail will be sent 
to any one upon re- 
quest. 






























When the Trunk 
Comes Down 


from the Attic 


in preparation for the summer vaca- 
tion trip—that'’s your cue for enter. 
ing upon the scene with Acme Bal) 
Bearing Trunk Casters. 


The Schatz Mfg. Co. 
Poughkeepsie - N. Y. 


Agents: 
J.C. MeCarty & Co., 29 Murray St.,N.Y, 


Talking Points 


Made from best 
cold rolled flat 
steel. 


Special guarded 
edge prevents mat 
from fraying out 
on sides. 


Galvanized to 
prevent rust. San- 
itary, quickly 
cleaned and can be 
rolled up. 


Write for sizes and 
prices. 





ACME STEEL GOODS COMPANY 


2840 ARCHER AVE., CHICAGO 
Montreal, Quebec. 


Atlanta. Ga. New York City. San Francisco. 







































You'll find this mark on every genuine PROTECT-A- 
LITE Safety Wire Gas Globe, the mark of perfect satis- 
faction that insures easy sales. 


t. Office 


Means Money 
To You! 


No gas fixture is com- 


lete without the ae that these globes afford. 


either is any har 


The Safety Wire Gas Globe Company 


ware stock complete without them. 


Columbus, Ohio 









"Henry M KI 
Established. 1860 sti 
Steel 

and 
Brass 
Split 
Key 
Rings 


h Line 
on the job 














-% oe itis, 
1% and 1% in. 

Steel and Brass Snaps, all % to 2% in. This 
cut actual sise of No. 4 Swivel ~~ Bafi wea in. 

Brass and Silver Plated Candlestieks, Ba 

Key Rings, Furniture Trimmings, Gia 

G Fenders, Brass and Carved 


Antire 
a, iM. MAUS, ‘Importer and Jobber, Baltimore, Md. 















and Fancy 
Knobs 






























































GREEN’S HARDWARE 


SHELF BOXES 


Price list sent on request. 


THE A. H. GREEN CO. 


101 WARREN STREET 


NEW YORK 


THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 


Made entirely of Galvanized 
Wire and Iron, almost inde- 
structible, used for BURN- 
ING WASTE PAPER and 
\ r other — ae ane: 
1) LAMAANANAN Ab ALi Paper per, Leaves, ete. The 
“INA burning of ny material or 


HIM Huiaenenainatt() as the, open mesh allows of a 


CT Bein tour ty ‘atce. 


Made in four (4) sizes. 
‘uibinvvseavenonengy{{| 


ms . — 


pri 
uangssees yesssengh.| { 


ar watt 
ATR ATA 


WSO PONE AAO ASE 
























Pennsylvania Wire Works 
Edward Darby & Sons Co., Inc. 
235 Arch Street, Philadelphia, Pa 
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Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, ete. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U. S. A. 














Perfect Clinching Hose Couplings 


Cn 


Lawn Sprinklers 


For sprinkling large areas. 
Our goods make steady cus- 
tomers. Get our Catalog on 
these profitable lines 


Sold through Hardware Jobbers. 
STUBER & KUCK CO., Peoria, III. 


New York Office: 154 Chambers St., J. M. Sherwood, Mer. 
San Francisco Office: Rialto Bldg.. Wm. P. Horn, Mgr. 


Patented finger con- 
struction prevents cutting 
of hose. The same applies to all 
Perfect Clinching Hose Menders. 
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DIETZGEN 
MEASURING 
TAPES 


are a guaranteed product— 


backed by a quality firm. 


Your trade will value the Simplified-Reading feature. 
Send for Tape Catalog ‘‘H’’ 


Eugene Dietzgen Co. 
Manafacturers 
New York San Francisco New Orleans 


Philadelphia 


Chicago 
Pittsburgh 


ee? 0201 


POL 





DON’T EXPERIMENT 


Sell F. Dieckmann Elbows and Shoes—look for 
the name stamped on every plece you order It’s 
an emblem of quality. All angles, designs, gauges 
and materials. 


THE FERDINAND 
DIECKMANN CoO. 


Cincinnati 
Ohi 








The “Original” Gutter Hangers 
Made by Berger Bros. Company 


are the strongest, neatest and 
handiest made; 2c different styles 
to suit any requirement. 


Look for the “BB” on 
every piece. 






Send for free samples 
No. 10 and No. 8 Catalog. 


BERGER BROS. COMPANY 


ce: 229-31 Arch St. Store: 227 Arch . 
arerooms and Factory: 110-114 Bread Stree 


PHILADELPHIA 


“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


Ti 


— “ee > oe Teapte a - e  - 
0 


STAR EXPANSION BOLT COM PANY. 
20 W. Lake Street, CHICAGO 147-149 Cedar St., NEW YORK 
































REASONS WHY YOU SHOULD STOCK 


“Red Devil’ Auger Bits 


@ Yield liberal profits. 
@ Have 10%, greater clearance. 
@ Bore with or against grain 
in hard or soft weod. 
@ Pull themselves in 
without pushing 
in any kind 
of wood. 


Made in 
single and 
double twist, 
all hand forged. 


Every one has a full- 
polished worm and red shank. 


Smith & Hemenway Co., Inc. 


98 Chambers Street NEW YORK CITY 



































“WALL OILERS” 


positively insure you against kicks 
and comebacks. Each is carefully 
made of the best materials and full 
guaranteed for § years. They won't 
rust or corrode. All obstructions are 
easily removed. Can be heated with- 
out fear of “see the bottom out. 
Styles and sizes for every possible 
requirement—all the same high qual- 
ity in design. material and workman- 
"Cnn backed by our guarantee. 
prices and catalog before plac- 
ing any oiler order. 


P. WALL MFG. SUPPLY CO. 


N. S., PITTSBURGH 
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Another Reason For 
J. B. Scales Success 


J. B. Scales are successful because they are built 
upon the principle that the chief function of a set of 
scales is to make 
accurate measure- 
ments. Jacob Bros. 
never had to haggle 
to meet the law’s 
demands, 


Jacob Bros. 


Co., Inc. 
78 Warren St., New York 
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HARDWARE JOBBERS | 


The “SUPERIOR” Bale 
points of superiority over all coe many 
which are easily shown in our 
The No. 30 “SUPE 
e No. CRIOR” 
Baler to order, for it is the alae ie the 
favorite size, most economical Baler 
the use of wire, is built the proper height 
for the ease and convenience of the oo 
ator, has ‘‘U’’ shaped compression clamp 
encircling entire Baler and contains more 
aoe {ace oe Balers sold at 
ces. e large capacity | 
manufacture the Balers enables bay = 
such good quality for the money 
above statements are verified by thos 
and thousands of satisfied customers, 
Order from your jobber, or if he ig Unable 
to supply you write us for name of job- 
ber who can supply you and information 
regarding service bulletin as to how to obtain highest prices for 
baled paper. 


G. WENZELMANN 


Prop. Galesburg Paper Press Factory, Drawer 49, Galesburg, Ill, 























You've a prospect in every owner of 
a country home for a 


COLDWELL 
HORSE MOWER 


WITH DEMOUNTABLE CUTTER UNITS 

Just point out to your customers the time and 
money saved by this patented device—found only 
in Coldwell mowers. 
We also manufacture Motor Lawn Mowers, both 
Walk and Ride types, single and triple horse 
mowers, and hand mowers in all sizes and varieties. 
Write for 1917 catalogue, fully illustrated. 


COLDWELL LAWN MOWER CO. 


Factory and Offices at Warehouses at 
Newburgh, New York Philadelphia and Chicago 








Imperial Lawn Edge Trimmer 
Sells on sight. See how easy it works. 
Note the clean, even edge. No moving parts, 


Very durable. Price is right. Good profit. 
Most jobbers will supply you. ‘ 


IMPERIAL BIT AND SNAP CO. Racine, Wis. 


a 


PATENTED JUNE 28, 1910 





















The Storm King 


Lantern 


WIND AND RAIN PROOF 


250 Candle Power 


Operates 15 bours on one quart of gaso- 
line or kerosene. Automatically cleaned ; 
cannot clog. Can be turned high or low. 
Will stand more rough usage than the 
ordinary lantern and has no wicks to 
trim, no chimneys to wash, no smoke, no 
smell and no dirt. Just the thing for 
farmers, dairymen, shows, fairs, sports- 
men, motor boats, construction work, 
railroads, etc. 

The Storm King weighs 3% pounds net 
and is 14 inches high. Put up in single 
cartons. A sample will be sent on trial 
to any rated dealer. Order a sample to- 
day, or send for further particulars. 


National Stamping & Electric Works 
416 S. Clinton Street, Chicago 














“HOLD 
FAST” 


Ask your Jobber 
ONE YEAR 

GUARANTEE 
Double and stitched 


of the heaviest 
ay, Chrome 


y) 
Retail Price - $1.50 


'E. T. RUGG & CO., Newark, O. 


























You Care Not 


half so much for quantity and quality 
of circulation as you do for the con- 
fidence our readers have in this publi- 
cation. When we carry your message 
it receives respectful attention from 
readers accustomed to act. Interest 
precedes attention. We get you atten- 
tion. 











Well Established —Long Established 
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rhe pioneer bral ot AWanlal sterile 
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ePaATly a century. 


(THE GLLBERT & BENNETT 
MANUFACTURING COMPANY 
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THE TACK 








Robertson Horse Shoe Magnet Hammers 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver medal (Highest Offered) Paname-Pacific Exposition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 








The No. 1C. & L. Fire Pot 


is the best general utility Fire Pot ever 


produced. The top section will easily 
care for a pair of 12-Ib. coppers and 
melt a pot of metal at the same time if 
desired The burner is swiveled, giv 
ing the operator perfect control of his 


fire at all times. The tank is made of 
heavy gauge seamless drawn steel rein- 


forced, wi th all fittings and the bottom 
welded in, making it extra strong and 
durable. The Me 1 is a winner; in 
clude it in your orders. Jobbers supply 
at factory price. Send for Catalog—it’s 
free. 





Clayton & Lambert 
Mfg. Co. 
List Price Each wan 60 


Discount - - - DETROIT MICH., U.S. A- 


No. 1 FIRE POT 














WRIGHT’S 
PATENT 


Expansive Bits 


oe size bores % to 1 
Large size pA 4 
. 3 = Have greatest 
strength and case of bor- 
in Cutter aceurately 
adlusted and absolutely 
can not slip. 


CLARK 


Begepsive Bits. Small 
Roe pe ie 
ze 
ne Well Gove every- 
where. 
Manufactured by 
The ie Valley 


Mfg. Co. 
Centerbreok, Conn. 



















Satisfied 
Customers 


Profitable 
Sales 


Our bits and braces have been accepted as standard 
by the finest woodworkers for over fifty years. Bits 
for every purpose—auger bits. dowel bits, car bits, 
machine bits, etc. 

Send for booklet. 


Russell Jennin ngs N Mfg. Co. 


Chester; 

































SATISF Y 


your customers 


DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally. 


How is your stock? 


Made in Jersey City, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 
Og ESTABLISHED 1827 4 


0-36 


C. E. Jennings’ Arrow Head 
Tool Chests, Tool Cases, Tool Kits 


Tool Case No. 75 Tool Case No. 35 


Write for our new catalog of Tool Chests, Tool 
Cases, Tool Cabinets, Boys’ Tool Chests for Holiday 
Trade. Write for our new booklet of Machinists’ 
Toot Cases. 


C. E. Jennings & Co,, 71-73 Murray St., New York 











AMERIGAN STEEL 
@> FENCE POST 


Cheaper than wood and more durable. 
Millions in use giving perfect satisfaction. 
Easily placed, saving labor fence building. 
We stand back of these posts with hearty support. 
For sale by dealers everywhere. Send for literature. 
Awarded the Grand Prize at the Panama-Pacific 
Exposition. 

Made by 


American Steel & Wire Company 


Chicago New York Cleveland Pittsburgh Worcester Denver 

Export Representative: 1. S, Steel Products Co., New York 
Pacific Coast Representative: U.S. Stee! Produc ts Co. 

San Francisco Los Angeles Portland Seattle 











ARMSTRONG TOOLS 


Tools bearing the name of the Armstrong Mfg. 
Co. are superior made tools. Perfect in construc- 
tion, accurate and dependable. 

The name of Armstrong has ever stood for the 
best in service, quality and workmanship 


Tools With an Enviable Guarantee 
Send for our catalog of Genuine Armstrong 


Stocks and Dies, Water, Gas and Steam Fitters’ 
Tools and Pipe Threading Machines. 


THE ARMSTRONG MFG. CO. 


290 Knowlton Street Bridgeport, Conn. 














Srl nod uit ne sual Semana 


ee GS ap nc te 





JEFFERY’S MARINE GLUE 


Use No. 1 Extra Quality for filling deck and hull seams of Yachts and Motor Boats. 
Use No. 2 First Quality Ship Glue or No. 3 Special Navy Glue for filling deck and hull seams ef 
merchant vessels. 
Use No. 7 Soft Quality or Waterproof Liquid Glue for filling and waterproofing canvas for 
covering boats and canoes, cabin tops, decks and flyikg boats. 
No canoeist should be without an Emergency Cau of our yo ga Canoe Glue. 
For Bale by all Hardware and Sporting 


“Marios Give, what ts = IL W. FERDINAND & CO. BOSTON Mase, ceett 

















&-KEYSTONE Galvanized Sheets e738 


Made from KEYSTONE COPPER STEEL—Unequaled oy 


CULVERTS, TANKS, ROOFING po 


ond oll all forms of ex re highest in qaality and resistance 

to rust. Look for the Reyrtone added metabo below ow Apollo traders twedes mark, We also mgnetecsere Spoil 

Corrugated and Form Special Sheets, Terne Plates, Eto 
ee nnn Sune Cone wena SHEET AND TIN PLATE ¢ COMPANY. F Frick Building, Pittsburgh, 








Snell's Star Bits bore quickly and satisfy every user. 

They sell best, because best known—over 120 years on the market. Guaranteed 
right in every way. Get our terms and catalog. 

All sizes, kinds and styles of augers and bits. 


SNELL MANUFACTURING CO., Fiskdale, Mass. 
Selling Agents—JOHN H. GRAHAM & CO., 113 Chambers Street, NEW YORK 


alive upp Round seat Ma Mencken 


OF SUPERIOR QUALITY 
AND 


PUNCHES a C. S. Osborne & Co. 


Send for Catalog Newark, N. J. 




















AMERICAN 


Sickle Edge Hay Knife. 
The original sectional edge 
hay knife. Write for 
prices. They are in- 


THE NEY MFG. CO., Canton, Ohio teresting. 








What Do You Make That. A Tell us, and we will gladly offer sugges 


tions as to efficient methods of securing 


Hardware Store Can Sell? the co-operation of hardware merchants. 
HARDWARE AGE, 239 West 39th St., New York 














Prompt Shipment on Receipt of 
Lebanon Machine Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Cop- 

Compan r; Condue lee Pi Copper; Crimped Sheet, Copper ; — 
y Trough, oO Dopper ; Elbows, opper Gaskets erect corp wll 

LEBAN Hammers, Copper itres pper; Nails 

ON, N.H. r; Roll Copper; Shoes, Copper; Sheets, Copper; Soldering, 


r; Spikes, Copper ; Washers, Copper. 
Send for Catalog IP your lel needs are listed above, write us at once. 


AUGER BITS 





| C. G. HUSSEY CO., 9 trast: ™* 
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SAMSON CORDAGE WORKS va Newnes a en 
CTURERS OF SASH CORD, CLOTHES 35 - 
BRAIDED CORDAGE LINES, SMALL LINES a3, - BAKV499 Snore 
AND COTTON TWINES ETC. semororcuncos | | MUU fae sem Sane 
BOSTON MASS. 





























PRIEST’S 
Clippers 


The world’ s standard “‘back- 
o’-the-neck"’ shaver deserves 
your cortons, investigation as 
a — : tem of stock. 








American Shearer Mfg. 


Company 
Nashua, N. H., U. S. A. 


“GEM” Nail Clip 


The famous ‘‘Gem’’ is 
mounted twelve on a hand- 
some counter card. Sell at 
25 cents each. Big 
profit. We = also 
make a_ ten - cent 
nail clipper. Write. 


H. C. COOK CO. 
Ansenia, Cenn. 
















Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 








WORCESTER MASSACHUSETTS 





O. LINDEMANN & CO. 


Manufacturers of 





‘ iil i 
“NINES BIRD Lyn 

d CAGES Established 1863 
35-37 Wooster Street New York 














BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 
M. S. BROOKS & SONS 
CHESTER, CONN. 














STERLINGWORTH 


INSECTICIDES 


* 


Bordeaux Mixtures, Scale Killers, Sulphur Sprays, Bu 
Killers, Agricultural Sprays, Lice Powders, Powdered 
Tobacco, Roach Killers, Sulphur, Copper Sulphate, Ant 
Killers, Bed Bug Killers, Weed Killers. 


Send for Sterlingworth Bug Book (48 pgs.) and dealers price list 


STERLING CHEMICAL C9? Cambridge.A Mass. 








Cloth Containers 
for all kinds of Tool Sets 


Send us your special patterns and 
we will submit duplicates of our 
construction. 

Ask for Catalog “Tool Rolls” Dep’t T. 


The Troy Carriage Sun Shade Co. 
Troy, Ohio 





ILLUMINATED LEVELS 


FOR USE IN DARK PLACES. ALL LENGTHS 





W. M. PINSENT 
Selling Agent 


19 Hampden Street 
SWAMPSCOTT, MASS. 























THE WINSTED EDGE TOOL WORKS 


Manufacturers 
Chisels, Gouges and Drawing Knives 
Established 1827 Winsted, Conn. 











Plastering Tools 


WOOD, CORK AND 
ALUMINUM 


Write for Catalogue and Prices 


Masons Tool Mfg.Co. 


ROCHESTER, N. Y. 














“VICTOR” BOLT CLIPPER 


Send for Catalog : 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 





Morton’s Cable Chains 
BRONZE AND STEEL 


For hanging sash and suspending doors, gates, 
weights, etc. Very easy to apply. Strong and 
durable. Some have been in use over 25 years. 


Thomas Morton, 245 Centre St., New York 














Send for new catalogue No. 10 








WILMINGTON, OHIO 








e—__ 


PORTER’S “‘NEW EASY” BOLT CLIPPERS 


All stwes. AB caste jetecengt. Jaws Special Steel. 
Big Sellers. Geod proat. Write for prices. 


x. K. POMTBER Everett, Mass. 
























HARDWARE 








AGE March 15,1917 

















THE CHPI STEPHENS 0. 


UNION FACTORY 
PINE MEADOW, CONN., U.S A. 





—— 


This mark is destined to become 
one of the most far-reach’ 
factors in the automobile 

The comprehensive sales and 
advertising campaign which is 
now under way to assist dealers 


is one of the most unusual that 


salti has ever come to your atten. 

Motor Specialties tion. We invite well equipped, 
progressive hardware dealers 

communicate with us promptly, 


Crew Levick Company, 2227-51 Land Title Building, Philadelphia 





— 





G-W ICE TOOLS 


For use by the Wholesaler for unloading Ice 
from boats or cars 

For use by the Retailer on wagons. 

For use by the Housewife at the Ice chest. 

Write for Catalog and Window Display Cards. 

Let us quote Jobbers’ prices. 
GIFFORD-WOOD Co. 
Works New York Rochester, N. Y. 
Hudson, N.Y. Boston Scranton, Pa. 
Chicago Philadelphia 


MORRILL PRODUCTS 


Saw Sets Liquid Sone 
ae ea 
s 
Nail Pullers Spike Pullers Z 


The apex o nage A resting upon sound oGvertising, sat- 
isfactory Ad... ‘ood construction and meri 


“CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORK 














a ; 

JOHN OMMERS PEERLESS FAUCETS) 
Zee BEST BLOCK TIN K —_—-— 
MAPLE woop Boor MIGHLY POLISHED 


omy THE we ARE STAMPEO Im TRE WOOD With 
TRADE MARK MALTESE CROSS eee cur) 


BEWARE OF IMMITATIONS 













ae SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
}J MADE OF LEAB,IROW,OROTWER INFERIOR METALS, TINNED Of HICKELED. 
JOHR SOMMER FAUCET CO. 350 Cenreat ream 4 


NITROJECTOR 8° 1OO 


Hawthorne Mig. Go., Inc. Bridgeport Conn, USA, 


NOSHIELD 





roe 2 | 














I SS — 
~ SOHN HASSALL. inc. 
Rivets. 


ESCUTCHEON PINS’ 
SPEGIAL Wire NAaiLs 


Cray ano opine A Srereve 
BROOKLYN, 


= rrr) 


Iw Ace Meracs 











x5 =X=x3})) 
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ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in _ position 
by any carpenter. 


Send for Catalog No. 24 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 





If its DROP FORGED 
WRENCHES jov’re 
after, remember 
that P-S Quality 
is Guaran- 
teed, 


Ask for 
Booklet A 









Page-Storms Drop F _ Co. 











CHICOPEE, MASS. 




















shelves. 


created opportunity. 


that are dealer advertised. 





Buttering the Jobber’s Parsnips 


To reverse the old saying—‘‘When a manufacturer uses the adver- 
tising columns of Hardware Age to tell about his goods he is buttering 
the parsnips of every jobber who carries them.” 


He is creating business that will move the goods on to dealers’ 
It is only plain horse sense for the jobber to take advantage of the 


It is natural he should favor dealer advertising and favor the goods 


Co-operation with the manufacturer's advertising means increased 
business for the jobber and dealer. 


Read its ads! 


‘ 
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TUBULAR:AND. CLINCH: RIVETS wo bea Wy 





Up Co., BOSTON MASSACHUSETTS, U.S.A. 





Evans “Almetl” Fire Doors 


(Patent Pending) 








McKINNEY 


SCREEN DOOR 


View of Bvans ‘‘Almetl"’ Fire Doors fitted with Metal Trim 


to harmonize with interior. H A RDWA R FE 


PERMANENT — DURABLE— FIRE-RESISTING 


“ .° a 
og ye ghey td mg Selecting the proper hardware to hang a 
maintain. screen door from a large miscellaneous hard- 
Wherever installed they secure the lowest insurance rates. ware stock is as unsatisfactory to your cus- 
Approved by Underwriters’ Laboratories, Chicago, end tomer as it is unprofitable to you. 

actory Mutual Laboratories, Boston. But there is a better way. McKinney Screen 
Illustrated Booklet upon request to Dept. “B-14.” Door Hardware comes packed in neatly labeled 


“Merchant’s Old Method” Roofing Tin. boxes—hinges, spring, handle, hooks and eye, 
and screws of the right size and finish, ready 


Fire Retardin “Star” Ventilators. 
g 
to hand to your customer. What about your 


MERCHANT & EVANS co stock of these popular sets—Nos. 1749 and 
: 17517 


PHILADELPHIA 
sails sein : McKinney Mfg. Go. 
Baltimore Chicago >: , ) 
Atlanta (we) St. Louis Pittsburgh, Pa. 
Cleveland A Kansas City 



































e 
THE 
Best Nail for Merchants to Sell omnes 
on the basis of satisfaction, quality, sales. There is no nail which — 


compares with The Capewell—it has no equal. 
It is the best nail from the viewpoint of the Merchant just as it is 
from that of the horseshoer and the horse owner. 

The leading nail of the world and sold at a fair price—not the 

cheapest regardless of quality. 

It’s always wise to have a stock of Capewell nails on hand. 


The Capewell Horse Nail Company 
Hartford, Conn. U.S. A. 


Leading Horse Nail Makers of the World 
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know your want. 





A Good Position for You 


may be listed in one of the 
ads on this page. Better read 
them all over and find it. 
not—an ad will let the others 


minimum rate. 


If Displa 
These yr 4 


Help Wanted and 
Business Opportunity 
Advertisements 2¢. per word—$1.00 


Situations Wanted 


2c. per word—50c, minimum. 

rates on request. 

ertisements are Payable 

in Advance. 

These. advertisements g 
every Wednesday at noon, 

Allow seven words for keyed address. 


a part 


0 to press 





AKE IT A POINT 
every week to 
read these pages. 


are paying for. 


It is 
of the service you 








Help Wanted 


Help Wanted 


Situations Wanted 


Business Opportunities 





Original letters of reference should 
not be inclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently misiaid 
and lost. A copy of the reference 
will serve the purpose. 





IF YOU ARE DESIROUS of in- 
creasing your earnings, write for 
terms on Sollers Self-Calculating 
Scales, something that every carpen- 
ter and stair-builder will be glad to 
get and use. Write early and secure 
exclusive right to territory that you 
will be able to handle. Address R. 
C. Smyers, Mt. Union, Pa. 





WANTED—Salesmen to sell on 
commission the best and cheapest 
Waste Paper Baler made. Every 
merchant needs one. Commission 
large. Address Hercules Baler Co., 
Mifflinburg, Pa. 





IS THE PLACE 


HERE 
FO 


FOR 
R IT 


TO WHOM YOU MUST SELL 
YOUR SERVICES. 





MANUFACTURER of full line 
household specialties wants local rep- 
resentatives in all important cities to 
handle line on commission. Depart- 
ment stores, hardware dealers, in 
stalment houses, premium concerns 
are all big users. State experience, 
lines handled and territory covéred. 
We want none but those who can 
“make good.” For such our propo- 
sition is an excellent one. Address 
“S. H.,” care Harpware Ace, New 
York. 

WANTED—An experienced clerk 
in a retail hardware store on Long 
Island, 20 miles from New York 
City. Fine chance for advancement 
to right man. Address “T. U.,” 
care Harpware Ace, New York. 








SALESMAN wanted with experi- 
ence in Mill Supply and Hardware 


line, to sell factory supplies and 
tools. Address The M. D. Larkin 
Supply Company, Dayton, O. 





WANTED — Commission _sales- 
men all or part time. Prefer man- 
ufacturers’ agents who are at pres- 
ent permanently established and 
selling other non-competing lines 
successfully. We have two good 
lines and a very attractive propo- 
sition on both of them. Following 
territories open: Northern Illinois 
Northern Indiana, Ohio, part o 
Minnesota, part of Iowa, all of Mis- 
souri, all of Colorado, art of 
Pennsylvania, part of New York, all 
of New England. Write for cata- 
logue and proposition. Give full 
particulars about yourself in first 
Petter, Swedish Separator Company, 
515 South Fifth Avenue, Chicago, 
Illinois, 





WANTED—An experienced man 
to do plumbing, heating and sheet 
metal work. arendy employment for 
the right man. Married man pre- 
ferred. Address Box “A-8,” 
Harpware Ace, New York. 


care 





WANT HARDWARE MAN, ex-|- 


perienced, sober, energetic, to in- 
vest $4,000 in hardware corporation 
that earned 21% net last year. Do 
not apply unless able to prove worth. 
No cigarette victims considered. 
Splendid opening for right man. 
Salary, whatever you are worth. 
Manager, 31 South Front St., Cuya- 
hoga Falls, Ohio. 





WANTED—Young man _ experi- 
enced in assembling builders’ hard- 
ware contracts. Opportunity for ad- 
vancement. State age, experience 
and salary expected. Address Box 
rte care Harpware Ace, New 

ork. 





WANTED—An experienced tin- 
ner. A good job for the right man. 
Price on application. Address P. O. 
Box 221, Ciapuane, Okla. 





WANTED—A good reliable man 
who can do tinning, plumbing and 
furnace work, together with general 
work around a hardware and imple- 
ment store. Will give steady work 
and good salary to the right man. 
Address Emery & Lawton, Plym- 
outh, Ill. 





WANTED—Anbbitious young hard- 
ware salesman, must know builders 
hardware and be capable of listing 
hardware from architect’s plans and 
specifications. This position open in 
live Montana city. Address Box 
“A-13,” care Harpware Ace, New 
York. 





WANTED an experienced retail 
hardware man; high salary to the 
right person. Apply A. N. Jacobs 
Hardware Store, 621 Sixth Ave., 
Herald Square, N. Y. C. 





SALESMEN WANTED. 
Commission $2.00 per roll selling 
Cook’s linoleum and kindred lines. 
Shipped direct from mill. Address 
at once Niagara Linoleum Co. (Dis- 
tributors), 41 Union Square, New 
York City. 





HELP WANTED—High grade 
salesman calling on the wholesale 
and retail hardware trade to handle 
side line on a commission basis. Ad- 
dress Box “A-14,” care HarDWARE 
Ace, New York. 








Situations Wanted 





SALESMAN OF EXPERIENCE 
and ability wants position with man- 
ufacturer. Eleven years’ experience 
in the Middle and Southwest calling 
on wholesale and retail trade. Best 
of references; age 38, and well ac- 
quainted. Address “B. care 
Harpware Ace, New York. 


ATTENTION TO RETAILERS 


A hustler and wide awake hard- 


¢ ware man, age 27, acquainted with 


of the hardware field, 
wants sition as manager, with a 
retail hardware merchant. Am a 
shrewd buyer, a capable executive, 
an organizer and a producer. Will 
only consider an association that 
offers a career as well as a fair com- 
pensation. Address “P. A.,” care 
Harpware Ace, New York. 


all sides 





IF YOU WANT A _ POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC. 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 





SALESMAN with 15 years’ inside 
and 7 years’ road experience would 
like to engage with some good manu- 
facturing concern; am now em 
ployed, but for good reasons would 
consider a change. Michigan or sur- 
rounding territory preferred. Good 
habits, middle age. Address “W. 
F.,” care Harpware Ace, New York. 





Bookkee 
miliar wit 
sires change. 


r, now employed, fa- 
hardware business, de- 
Store or factory, city 
or country; middle age; reliable; 
best references. Address Box “A-4,” 
care Harpware Ace, New York. 





Young man with 5 years’ experi- 
ence in retail and wholesale hard- 
ware desires a position. Twenty 
years of age; single; can give best 
of references. Address Box “A-3,” 
care Harpware Ace, New York. 





CAPABLE AND EXPERI- 
ENCED young hardware man, age 
34, German descent, strictly sober 
and trustworthy, wants permanent 
position with reliable, progressive 
hardware firm; brought up in gen- 
eral retail hardware and implement 
business. Four years’ wholesale ex- 
pomenees also good knowledge of 
uilders’ hardware. Am employed, 
but good reason for making change. 
Have pleasing personality and am 
a wide-awake hustler; salesman of 
ability; good window trimmer and 
experienced in store management. 
Address Box “A-9,” care Harp- 
ware Ace, New York. 





THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE YOU 
AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





HARDWARE CATALOG COM. 
PILER desires position having com- 
plete charge of catalog work or as 
salesman; 18 years experience 
wholesale hardware; 10 years com- 
piling. Address Box ‘A-16,” care 
Harpware Ace, New York. 





ATHLETIC AND SPORTING 
GOODS MAN, five years’ experi- 
ence, desires new connection. Age 
28, single, excellent references. 
Capable of taking full charge of de- 
partment. Address Box ‘‘A-20,” 
care Harpware Ace, New York. 





BUILDERS’ HARDWARE sales- 
man, alive and energetic. Familiar 
with “R .” goods, desires a po- 
sition with a hardware firm in Penn- 
sylvania, Ohio, Indiana or Michigan. 
Full particulars upon request. Ad- 
dress Box “A-22,” care HarpWARE 
Ace, New York. 





Hardware and_ housefurnishing 
salesman of experience and ability, 
at present employed, desires position 
with manufacturer or jobber. Five 
years’ experience, well acquainted 
with New York City and out-of-town 
trade. Best of references. Age 24. 
Address Box “A-18,” care Huss 
ware Ace, New York. 





A THOROUGHLY TRAINED 
retail hardware salesman, who has 
experience in local outside work, 
wants to travel for wholesale house. 
New York State territory preferred. 
Married, good habits, gool sales- 
man, convincing references. Ad- 
dress Box “A-23,” care Harpware 
Ace, New York. 





CAPABLE AND SUCCESSFUL 
salesman and executive. Services 
now available. Long experience in 
manufacturing, jobbing and_retail- 
ing of hardware. Address “T. F.,” 
care Harpware Ace, New York. 


‘| States. 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware, we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 

Address “R. W. S.,” care 
Harpware Ace, New York. 


a 


FOR SALE — Long established 
hardware business, located in the 
heart of the corn belt in Illinois, 
Stock and fixtures will invoice about 
$13,000; $25,000 yearly business, 
Good clean stock. Wil give 10 per, 
cent discount to cash buyer. This 
is a real bargain and will not be on 
the market long. Reason for sell- 
ing, failing health. Address “E, D,,” 
care Harpware Ace, New York, 








PROSPEROUS STORE in up-to- 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak- 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,” care Harp 
ware Ace, New York. 





“WE GOT THE MAN WE 
WANTED.” IT'S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU'LL FIND 
THAT AN AD IN THIS SEC. 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





FOR SALE—Stock of hardware 
and plumbing materials; located in 
Eastern New York; will sell or rent 
the building with dwelling. Only 
hardware store in town located ina 
large dairy section, nearest business 
of the kind is ten miles. Have been 
here fifteen years; poor health rea- 
son for change. An excellent op- 
ortunity to take up a well estab- 
ished business. Jill inventory 
$5,000. Address “C. L.,” care Harp 
ware Ace, New York. 


For Sale or Trade 


Best paying hardware store in West- 
ern fe iana. Invoice about $7,000 
or $8,000. Implements, harness and 
general hardware. All the leading 
lines, as it is the only store. Town 
of 500. Good school, churches and 
roads. Did $36,000 cash business 
1916. If you want good business, 
write. Address “R. I.,” care Harp 
ware Ace, New York. 








ers selling “Perfection Steam Vul- 
canizers,” which are the best. ma- 
chines in the world for all kinds of 
repair work on tires and _ tubes. 
Prices, $18 dozen. Five dozen, $75, 
and sample machine sent for $2. 
Sterling Specialty Mfg. Co, 19 
Verplank St., Buffalo, N. Y. 


100 PER CENT PROFIT to mf 


WANTED — Inventors of small, 
new household or other articles to 
communicate with us. We. will 
manufacture your product and cam 
also assist you in putting it on the 
market. Show us what you have 
and we will advise the cost to_manu- 
facture in large quantities. If pos 
sible come and see us. Phelps 
Manufacturing Company, 265 East 
Jefferson Ave., Detroit, Mich. 








WANTED TO BUY—Set of tin- 
ners’ tools for small town shop, 
mainly roofing, spouting, stove pipe, 
etc. Address “Ww. 1,” care Haap- 
ware Ace, New York. 











March 15, 1917 


HARDWARE AGE 


129 





Business Opportunities 


Business Opportunities 


Business Opportunities 





SALE OR RENT. 

eielotering plant at Keese- 
ville, N. Y., operated by water 

wer, Buildings are equipped with 
main line shafting, an ready for 
installing any special machinery. 
Machine shop and foundry in con- 
nection. For description, price, etc., 
address owner, G. N. Kingsland, 
Keeseville, N. Y. 
a 


TED TO BUY, a quantity 
ede or equivalent, 10 in. and 
12 in. mill bastard files. | Quote. 
Box 209, Springfield, Illinois. 











NTED—T. A. B. universal 
owe catalogs. If you have one 
write us condition and price. Ad- 





FOR SALE. 

First class hardware stock, con- 
sisting of hardware, tinware, paints, 
oils, seeds and farm tools. nven- 
tory about $15,500. Located in Mid- 
dle Western town 40,000 population. 
Desirable farming trade; $12,500 
cash only. Address P. O. Box X, 
Station A, Waterloo, Iowa. 


_FOR SALE—The oldest estab- 
lished general hardware business in 
town of 3000—paved streets, good 
schools, electric lights, three rail- 
roads, mining, manufacturing and 
farming district. Located in central 
Pennsylvania. Stock $8,000. Did 
$20,000 business in 1916. A real 
bargain, will not be on the market 
long. Address Box “A-24,” 











A LIVE STORE in a live town. 
Must be sold quickly because of ill- 
ness of owner. Centrally located in 
Gary, Ind., the modern steel city. 
Population to-day, 60,000. City pros- 
perous and growing faster than any 
other city in the world. Millions of 


dollars appropriated and in antici 
pation for local improvement. Store 
successful from start in 1909. Gen- 


eral stock — value about $10,000. 
Splendid opportunity for any hard- 
ware man. Quick action necessary. 
Address Box “A-12,” care Hargp- 
ware Ace, New York. 





SALESMAN now selling in Chi- 
cago and some outside towns wants 
a line or some good specialties 
Would consider line for entire time 























” oa ARE AGE P care “ » 
dress “A-10,” care HarDw *| Harpware Ace, New York. Address Box “A-17,” care Harp- 
New York. ware Ace, New York. 
NOTICE—There_ is still some 

GENTLEMAN INVITES |good Southern and Western territory FOR SALE. 
CORRESPONDENCE WIT Hlopen for salesmen and manufactur-| Tin and furnace shop well estab- 
MANUFACTURERS DESIRING |ers’ agents to handle Rainfall Lawn| lished. Stock or tools sold sepa- 
REPRESENTATION. HAVE Sprinkler on commission. It is aj rately. No advance prices on any 
OOD FOLLOWING AMONG | real side line. New fast seller. Fits| of the stock or tools. Will sell at 
HARDWARE JOBBING TRADE/on any nozzle. Good commission.|a sacrifice if taken at once. Easy 
IN NEW YORK CITY  AND)|Territory given. Selling season on.| terms to the right party. Mrs. M. 
THER LARGE EASTERN Write now. Hardware Specialties} Guettler, Admx., 431 N. Wood St., 
CITIES. ADDRESS BOX “A-11,”|Co., Springfield, Ohio. Fremont, Ohio. 
CARE HARDWARE AGE, NEW ruew Sten 
YORK. — ————— - 

FOR SALE—Manufacturing plant 8HOE 8LOYD 
—fully equipped and in operation. KITCHEN OYSTER 
Hardware items—metal stampings PRUNING RUBBER 
and wood-working. Established trade PAPER PATTERN 
from coast to coast with princpial ANGER®’ MAKERS’ 
jobbers. Property fronts on N. Y. 
C. R.R. yards. $15,000 orders on Reund 
hand. Excellent opportunity to Point 
combine with some other line. Paper : 
Needed to swing deal about $25,000. Hanger’s 
Ideal manufacturing town in Ohio. Knife 
Address Box “A-21,” care HARDWARE ROBERT MURPHY’S SONS CO. 
Ace, New York. Ayer, Mass. 





$5,000 YEAR PROFIT; wonder- 
ful opportunity; owner retiring, will 
sell fine hardware, plumbing and 
heating business, together with new 
brick block, partly rented., Only 
store of kind in village of thousand. 
Village has bank, high school, na- 
tural gas, waterworks and paved 
streets. Prosperous surrounding 
country. Average distance to com- 
peting stores, ten miles. Clean 
stock, tools and fixtures, ten thou- 
sand; building fifteen thousand. Will 
accept half cash, balance easy terms. 
Will not rent. Photographs. Paul 
J. Wurst, Holland, New York. 





FOR SALE—The largest plumb- 
ing and heating business in Eastern 
North Carolina. Will sell to cap- 
able party either with or without 
stock. Present owner’s time full 
occupied with other business. Ad- 
dress Box “‘A-15,” care HARDWARE 
Ace, New York. 





ABOUT APRIL 1ST 
THE UNDERSIGNED WILL 
OPEN A MANUFACTURERS’ 
AGENCY OFFICE, |. 
centrally located for the territory 
which it may be decided to cover, 
and will take on a few representa- 
tive and first class items or lines 
which will be given thorough and 
competent personal representation 
on a commission basis. \orrespens- 
ence solicited. FRED R. PECK, 
formerly sales manager The Peck 
Hardware Mfg. Co., Berlin, Wis. 





WANTED—The address of deal- 
ers or locksmiths who sell keys and 
key blanks for locksmiths. Address 
. ane, 934 Fourth Ave., Detroit, 

ich, 





HARDWARE AND 
LUMBING. 

_ A first class business opportunity 
is offered a man familiar with the 
hardware, plumbing, heating and tin- 
ning business. Must be middle aged 
and capable of doing first class 
plumbing, heating, tinning and gen- 
eral country shop work; one-half 
interest for sale in this business, 
which is located in a hustling Cen- 
tral New York village of 1500 popu- 
lation, and ample countryside. 
Capital required about $6,000. Busi- 
ness reasons for needing a partner. 
Write Fred D. Smith, Sherburne, 
Chenango County, New York. 


GENERAL 
P 








WATER FILTERS—A good prop- 
osition. Dealers and agents wanted 
to sell the very best, most popular 
faucet Water Filters made. Easy 
sellers. Big profit. Demonstrated 
perfectly in one-minute. Proved by 
thirty years increasing sale; square 
dealing. For prices and terms, write 


T. C. Pigott, Megr., Phoenix, Ariz. 























AGE. 


one dollar, and 





A Man 
Market 


Men of brains; men of initia- 
tive; men of energy, selling 
ability, capital, executive ability— 
these are the sort of men you can 
reach through the “Opportunity 
Exchange” of HARDWARE 


It is the market place for op- 
portunities in the hardware 
field; it commands the attention 
of the “cream” of hardware men. 
Your story in a fifty-word ad. will 
reach these men at a cost of only 


you ll find it a 


most profitable short-cut to results, 




















Consider the 
Carpenter 


Out in your town 
we know there are 
two or three carpen- 
ter shops with a 
bunch of busy men 
building homes, ga- 
rages and barns, and 
doing various repair 
jobs. 


Just stop to think 
why each of these 
men need files. They 
must file their saws, 
touch up the lips of 
their auger bits and 
awls, put a new edge 
on the cabinet scraper 
and there are other 
innumerable uses. 


If you just bear 
these things in mind 
you can increase your 
Delta sales every time 
a carpenter enters 
your store. 


Explain that you 
have a variety to suit 
his every requirement 
and emphasize your 
Delta  guarantee— 
“money back if not 
satisfied”—then watch 
your sales grow. 


The Delta 
File Works 


Philadelphia 
U.S. A, 


oak. 





DELTA 
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The Classified Directory appears in the first Issue of each month 





Acme Steel Goods Co 
Adams, J. R. M 


Advance Auto. Accessories Corp. 102 
Aliith-Preety Ces cecscccevones 89 
American Chain Co. .........++ 47 
American Electric Co. ...... 107 
American Gas Mch. Co........ 40 
American Ring Co. ........+.++ 33 
American Screw Co. .........- 37 


American Shearer Mfg. Co.....125 
American Sheet & Tin Plate Co.124 


American Steel & Wire Co...... 123 
American Wire Fabrics Co..... 117 
American Wringer Co. ....... 48 
Cn en & ae 41 
Armstrong Cork Co..........+. 45 
Agmetrong Mig. Co. ...ccccsces 123 
ee ee 118 
Atkins Co., Inc., E. C. 11 
B 
Barnett Co, G: & Bhi vice. nce 49 
Ramet Deets Cii6 bs isis cdccone 121 
Billings & Spencer Co.......... 42 
Bishop & Co., Geo. H........... 39 
Black Silk Stove Polish Works. .109 
ee er ee 113 
Basen Bibs. Gece ccsccvcescoses 106 
Bridgeport Chain Co........... 42 
Bridgeport Screw Co........... 37 
Brooks & Sons, M. S...........125 
Brown & Sharpe Mfg. Co....... 6 
Buckeye Aluminum Co......... 40 
Buffalo Steel Co...... 119 
c 
Capewell Horse Nail Co...... 127 
Comporeiet Ce, <cccsccevess 41 
Cen Gh, POD ccc vccccceusee 111 
ae a re ary 48 
Casement Hdwe. Co............ 122 
Champion Hdwe. Co........... 113 
Champion Spark Plug Co....... 1 
Chapin-Stephens Co. .......... 126 
Chatillon & Sons, John......... 26 
Chicago Eye Shield Co......... 106 
Chicago Flexible Shaft Co....... 7 
Chicago Spring Butt Co........ 116 
Chast Ce., GOGO Prec ccsccssces 110 
Clayton & Lambert Mfg. Co... .123 
Cleveland Galv. Works Co...... 112 
Cleveland Stone Co............ 111 
Coen Witenes CO... cinco ccewncas 5 
Coldwell Lawn Mower Co......122 
Columbian Rope Co..........+. 17 
Conn. Valley Mfg. Co......... 123 
Converse Rubber Shoe Co..... 107 
Cae (5e., TE. Sen cacccenctsinecaen 25 
Corbin Screw Corp.........+... 46 
Cordieg @ Hayes... scccsctpeis 47 
Covert’s Saddlery Works.......121 
Coow Batik Colic cic ciceviontl 126 
D 
De Laval Separator Co......... 29 
ee 129 
gn ee ere 27 
Devoe, F. W., & C. T. Raynolds 
Cbs, sce dene o 80 ens-vine eee 112 
Dieckmann Co., Ferdinand..... 121 
Dietzgen Co., Eugene.......... 121 
Disston & Sons, Henry......... 9 
Dixon Crucible Co., Joseph..... 123 





| 
E M 
Eagle Woodenware Mfg. Co....108 ; 
ete : 8 McKinney Mfg. Co........ 34, 127 
i ae eer ree 91 
Dactle Ne Ceecsvnscssvidseod 199| Masons Toot Mig. Co.......... 1as 
Energy Elevator Co..........+. 126| Merchant & Evans Co.......... 127 
Ensign-Bickford Co. .......... fe Ss ee err ree 13 
Enterprise Mfg. Co. of Pa...... 35| Miller Rubber Co.............. 131 
Est BO dave sae eee beets bare 113 . 
rere Milwaukee Corrugating Co..... 36 
Morgan Spring Co............. 108 
F - 
2 A eer Te 126 
erdinand & Co., L. W......... 124|Morse Twist Drill & Mch. Co. .116 
Firestone Tire & Rubber Co....103|Morton, Thomas .............. 125 
Mossberg Co., Frank........... 116 
G i ge ae re 129 
Myers & Bro., F. E.......0050; 35 
General Asbestos & Rubber Co.101 
Bee GA 2c ecccsscncctesivees 93 
Gifford-Wood Co. .........+0:- 126 N 
Gilbert & Bennett Mfg. Co..... 122 
Globe Stove & Range Co..... ++ 48] National Cash Register Co...... 24 
Goodrich Co., Be Bvkssivivsies 97 National Mfg Co 52 
Goodyear Tire & Rubber Co.... 31 : : 
. National Stpg. & Electric Works.122 
ees ek A TR, no cnanbeccaane 120 
Greenfield Tap & Die Corp...... 14 Nelson, L. R....-..++-.00+s 00s 119 
sts Gite. 00.5. ciccvedees es 104 |New Jersey Wire Cloth Co...... 119 
Guernsey Earthenware ......... 33 New York Wire Cloth Co...... 23 
Be ee rrr 119 
Niagara Falls Metal Stpg. Wks‘ .114 
H Nicholson File Co............> 8 
North Bros, Mfg. Co...... 118, 124 
Haney & Co., J. H......seeeees 32 INu-Ex Fire Appliance Co....... 44 
Hartford Mch. Screw Co....... 105 
Eledaall, Tne., Jobs c0iscteceves 126 
Tlawthorne Mfg. Co............ 126 Oo 
Ilayes Pump & Planter Co..... 112 
Hetler & Co., W. C. cccsrccevss 110}Oaks & Dow Mfg. Co.......... 104 
Herrick Co., F. A.... -110}One Minute Mfg. Co........... 109 
liussey & Co., C. G.. - 126 }Onborne @ Co., C. &. .cccacvccss 124 
I Pp 
ee EE eer eer 40 ‘ 
: : : ‘ Page-Storms Drop Forge Co... .126 
Imperial Bit & Snap Co........ 122 ; 
$ Pemere DA TOO. fe asc ecen dese 107 
Rees Diese Ce ac voc eeec cence 36 
Z see Parker Co., Charles...........- 115 
Irwin Auger Bit Co........... 125 i 
Parker Wire Goods Co......... 125 
Peerless Freezer Co............ 34 
J Pennsylvania Wire Works...... 120 
Philadelphia Lawn Mower Co...111 
Jacobs Bros. 1221 Pinsent, Wm 1 25 
Pemcnes 26te, Co, Be sas ccicsecs 108 Hinmeeiiy Cantons Ce....... . 16 
See SS, Baer cccceeses 123 a . 125 
Jennings Mfg. Co., Russell..... 123 Drath Taneet. lor 22 
Progressive Mfg. Co........... 39 
kK 
Keuffel & Esser Co........ 115 Q 
ee NE Mi as Sos abo Siwaread 109 
a CS eer 115|Queen Incubator Co........... 114 
L R 
Lebanon Mch, Co........+..... 124] Richards-Wilcox Co. .........-+ 87 
Lee Broom & Duster Co........ 120] Roberts Mfg. Co.............-. 125 
Lindemann & Co., O......... 125|Robertson, Arthur R........... 123 
Lipman Air Appliance Co...... 104] Rock Island Mfg. Co........... 107 
Lockwood-Ash Co. ............ 106 TRothweiler Co. .....ccccccccces 117 
Ludlow Saylor Wire Co....38, 112]Royal Iron Mfg. Co...........- 48 
Lufkin Rule Co.....cescccvses Peed GN, Te Bs sect dedvers 122 





weeks; Louis ..........566.2. 
Safety Wire Gas Globe Co 


vrcews 120 
Samson Cordage Works......... 125 
sats, i viet ph 22 
wonats Bifg. Co..........600..5 120 
Schenck Co., M. B............. 20 
Service Motor Truck Co......,, 100 
Shelby Spring Hinge Co....,... 116 
Sherman Mfg. Co., H. B..107, 119 
Simonds Mfg. Co.............. 43 
Smith & Egge Mfg. Co......... 114 


Smith & Hemenway Co., Inc... 


GUM NS Os 5 a ces cicnckone 124 
Sommer Faucet Co., John...., 126 
Sparks-Withington Co.......... 107 
gL ree 113 
Stanley Rule & Level Co.....,, 38 
Stanley Works ............ 85, 117 
Star Expansion & Bolt Co...., 121 
Reacsett Co, La 8... 0<sscoveccsn 
Sterling Chemical Co........... 125 
Stewart Iron Works Co......... 125 
Stewart-Skinner Co. ........... ih 
Stimpson Co., Edwin B........ 49 
Seuber & Kuck. .......cscceessie 
Sturges & Burn Mfg. Co........114 
4 
Taylor Instrument Co...... 110 
Thermoid Rubber Co........... 2 


Thompson Mfg. Co., Judson L..117 
Townsend Co., S. P... 
Trimont Mfg. Co... “a 
Troy Carriage Sun Shade Co..125 


Tubular Rivet & Stud Co....... 127 
U 

Union Hardware Co..........+. 25 

Caton Teel. Cesvcsceccccccween 49 
Vv 

Vacuum Oil Co...... ++ anne 

Van Cleef Bros...... ag a 

Vichek Tool Co. 107 
WwW 

Wall Mfg. Supply Co., P 121 


Walworth Mfg. Co.... “7 





Warren Mfg. Co., J. D . 49 
Wells Sons Co., F. E . 10 
Wenzelmann, G. . «0822 
Whitaker-Glessner Co., 

Wheeling Corrugating [Pept 43 
Whitaker-Glessner Co 118 
Whitlock Cordage Co 19 
Whittier Co. ...... 95 
Wickwire Bros., Inc. 18 
Williams & Co., J. H. 115 
Winchester Repeating Arms Co. 3 
Winsted Edge Tool Works. ....-125 
Wright Wire Co... . a 

Y 
Yerdon, William ........-++++* 119 
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Niles GEARED-TO-THE-ROAD Tires 





ARE REPEATERS 


A well-known tire with a reputation for 
mileage records is easy to sell the first 
time and sells itself after that. Almost 
everybody has heard something good 
about Miller Tires—nobody has ever 
heard anything else. 





Miller quality is explainable. The Miller method 
of vulcanization which retains the natural vegetable 
oil and wax in the fabric 
is something any motorist 
can understand and be- 
lieve. 












Why not put your selling effort 
back of Miller Tires with an es- 
tablished reputation instead of 
pushing “has-beens’”’ and “‘per- 
haps-will-bes.”’ 


_ THE MILLER 
>> RUBBER CO. 
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It should be in every repair kit. Simply squeeze the tube” 
the filler shoots into the cuts or bruises and they are quickly 
healed. It keeps the little hole from enlarging and pres 
vents sand and water blisters. No cement is required, 

2-in-1 Tread Filler adds hundreds of miles to the life 7 

of the tire. i 


Put up in an attractive flat opening display box for © 

counter use. One dozen tubes in the box. It 7 

really sells itself because it fills such an imports 7 

ant need. When placed on your counter it will 7 

putcu @) sraxn SOV make such a handsome and prominent digs 7 
play it will instantly catch the eye of every” 


Back of this trade- motorist who enters your store. 


mark isa complete line a — a . : 4 
of automobile specialties, Ihe profits for you are very liberal, and as Be 


that ere in bie demand the quality is guaranteed to satisfy every 
among motorists. They in- v user, it makes an extra good item for you™ 
clude the following: to use to help build up your auto accessory © 


DUTCH BRAND ( department. 
Rubber-Sea 
A high-grade plastic rubber compou P ° 
healing large cuts and gashes in casings an¢ Order thre ugh your jobl eT to-day. 
tubes. Put up in complete outfits ready for Y - - 


quick use. . rs a : 
DUTCH BRAND Write for our handsomely 
Auto Patching Cement 4 \ ; trate ate 
For extra heavy patching Meets all require 4 illustrate d catalog. 
ments for cold patching. PATCHES STICK 
AND STAY STUCK. 
DUTCH BRAND 
Vualcanizing Cement 
For small home yulcanizers as well as genera! 
shop use. Quick curing Never gives ‘way 
DUTCH BRAND 
Radiator-Seal Compound 
Quickly stops leaking in damaged radiators. In 
ease of accident while touring, no need to 
worry about the location of a repair shop 
With Radiator-Seal Compound in your Kit, 
you fix the leak wherever you happen to be 
DUTCH BRAND 
Carbo-Cide 
A real carbon killer. Easily used. Effective 
Money saver 
DUTCH BRAND 
Varni-Brite 
Our famous dustproof liquid auto polish 
hard rubbing necessary Will not injure 
finest surface. 
DUTCH BRAND 
Gasket Shellac 
100% Pure An absolute necessity when re 
placing spark plugs Improves compression 
Also used to prevent leakage at pipe joints 
Other DUTCH BRAND Winners 
Friction Tape Valve Grinding Compound 
Tire Talc, Auto Top and Cushion Dressing, 
Black-the-Brass, Rim Coat, Graphites, Tire 
Brite 
Cycle Cements and Specialties. 


Our 1917 proposition is now ready and will be sub 
mitted to jobbers on request 


VAN CLEEF BROS. f 


7701-7711 Woodlawn Ave., CHICAGO e f f “ 
gee ee eee ® 








